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When the Retail Merchant Can Quit 


AAI look upon the census figures as typi- 
y fying the pinnacle of shoe prices at 
} wholesale and if we carry on to the 
prices at retail we see that the retail 
=1 shoe business is a $2,000,000,000 
game. This $2,000,000,000 item for the footwear 
of a Nation staggers many minds, but lay the 
total of this great industry alongside of just the 
wage increases granted on American railroads 
since 1916 and you have cause to wonder. The 
labor increase was a sum of $2,229,639,957 and 
that gives you a measuring stick as to your own 
importance in “getting the public’s money.” 
The great service of the entire shoe industry is 
less than the increase in wages to railroad em- 
ployees! And balance, if you will, the amount of 
hullabaloo given each. This lift in railroad wages 
was greater than the aggregate wage envelope 
of 1916, a figure of $1,468,576,394. This labor 
sheet is soon to be revised, but you can rest as- 
sured the savings will not soon show themselves 
in reduced costs of shipments though better serv- 
ice and equipment will be some compensation. 
Have you ever considered what a parallel the 
work of the shoe merchant is to that of the job 
of the railroad engineer? As a trainman put it 
this week in Philadelphia, “a working train moves 
the load and produces wealth”—the trainman’s 
suggestion was that the letter “b” be substituted 
in the word train. Thus with “brains” see how 
the outline of service works into the oe 
of a good merchant. 
If the engineer “doesn’t open her te enough 
the train doesn’t make time and if he opens up 
too wide the steam runs.ddwn.” 


Likewise the merchant, if he does not buy styles 
enough people are not attracted to the store, and 
if he buys too freely of styles he runs the risk 
of unprofitable left-overs. 

If he buys and pushes novelties too hard the 
staple goods will linger in the background, if he 
is slow on novelties his competitor “gets the jump” 
on him. If he dashes out too early with new 
goods he misses a proper clean-up on the previous 
month’s stock, and, if on the other hand, he is too 
late with them, he misses the first sales of the new 
run. 

If 25 per cent of the goods are not sold thirty 
days after stocking them he should slash the price 
and move them regardless, for these are new 
times for sales engineering. 

Like the engineer the merchant can never re- 
lax his watchfulness, not for a moment. He must 
keep his eyes on the track signals—the “signs of 
the times” that indicate the changing of popular 
demand. 

The parallel continues except that while the 
engineer exposes himself to physical danger he 
is sure of a life job, whereas the merchant is not 
sure of anything. He has to be his own pay- 
master, superintendent, train dispatcher and con- 
ductor, and many of him have been “hitting the 
bumps” lately. 

On the whole, the railroad engineers and the 
merchants of the country form a steady, reliable, 
efficient class, whose work is often little appre- 
ciated by the public which they serve. If either 
of them makes a blunder and goes wrong, then 
everybody knows about it. But the engineer 
whose quickness and. energy wards off disaster 
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from thousands, and the merchant whose fore- 
sight and service to the community have aided 
greatly in building it up and in furthering the 
prosperity of every man in it, are too often for- 
gotten. The people whom the independent re- 
tail shoe merchants of the country serve do not 
even seem to be aware of the service. 

Reverting to the original comparison, the work 
of the merchant is a never-ending job. In these 
changing times he should gather courage in the 
possibilities of his service for he has to build 
miles of new merchandising track, and abandon 
some of the old routes. 

With the work comes full measure of inspira- 
tion and stimulus, for never was the game more 
active. It is the time for the real merchant and 
the real salesman. Just as there are more manu- 
facturers to-day than in 1910 so there are more 
merchants who have proven that personal service 
in their community cannot be supplanted by any 
other method of merchandising. 

When they run locomotives by wireless from a 
chart in a banker’s office, then, too, the public can 
get along without the retail shoe merchant—the 
maker of style and distinction in the footwear of 


his public. 





How Many Buying Seasons? 


Every industry has experienced a change in 
buying methods which reflects the unsettled con- 


ditions of business. In the shoe industry this 
change has been very apparent. The question 
whether or not the hand-to-mouth buying policy 
is to become permanent, or is only temporary, is 
a question of great importance to manufacturers, 
wholesalers and retail merchants. It is a question 
of great importance to tanners and hide dealers 
as well. 

The causes which have brought about the 
change are numerous, but two of the most im- 
portant factors have been the rapid-fire changes 
in both styles and prices. It is not necessary to 
review the kaleidoscopic style movements which 
are the occasions to so many manufacturers of un- 
pleasant recollections. 

The shoe industry for some decades had worked 
on the basis of two buying seasons a year, and 
these buying seasons were approximately six 
months in advance of the retail selling season. 
To completely upset this old established plan of 
operation, to substitute for it a plan of buying for 
immediate delivery, and depending upon factories 
to make deliveries within thirty to sixty days, 
means an entire evolution and may be a revolu- 
tion in the shoe manufacturing business. It means 
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that manufacturers must make a complete change 


.in buying, selling and manufacturing methods. 


To change buying methods means a change in 
the policies of tanneries, because tanneries have 
been accustomed to sell leather to the factories on 
the basis of a season’s production. To change 
manufacturing methods means a complete revo- 
lution in present plans of dealing with employees 
and the balancing up of employees in the various 
departments. Uppers, for instance, cannot be cut, 
fitted and laid aside until the lasting room is 
ready for them, with probably several weeks’ in- 
tervening. To proceed under the rapid fire, hurry- 
in-and-hurry-out method would mean a different 
apportioning of help in the various departments. 

Changes in selling methods, however, present 
one of the greatest departures to be effected. 
Traveling salesmen representing factories have 
been accustomed to make two trips a year and 
many of them are disinclined to change the cus- 
tom. The great majority of shoe travelers work 
on a commission basis and pay all their own ex- 
penses. The rate of commission has been estab- 
lished on the basis of semi-annual trips. Sales- 
men generally are of the opinion that if it be- 
comes necessary to make four or more trips a 
year the expense entailed will be so great that 
the rate of commission will have to be increased 
to meet the increased traveling expense. 

Since selling expense is one of the big items 
figured into the cost of shoes, this increase would 
be reflected in the price which the merchant would 
have to pay and which would necessarily have to 
be passed on to the consumer. 

Some of the most progressive merchants, how- 
ever, say that even if more frequent trips did in- 
crease the cost to the extent that salesmen’s com- 
missions were increased, it would probably be 
overcome through markdowns that have to be 
taken on out-of-style merchandise that is bought 
so far in advance that the merchandise has lost 
a considerable part of its selling value on account 
of change in style before it is received. 





The Customer Is ‘‘Boss’’ 


Whether or not more frequent trips would in- 
crease the cost of shoes; whether or not the change 
is agreeable to manufacturers and traveling sales- 
men, the ultimate consumer is in reality the boss 
of the situation and must be considered. The 
public is depending on the shoe merchants of the 
country for the newest and most correct styles 
in lasts, patterns and materials. The success and 
prosperity of merchants depends upon their be- 
ing able to satisfy the demands of the public, and 
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the prosperity of the manufacturers depends upon 
the prosperity of the smaller merchants who can 
not get into market often, as well as upon the 
large merchant who can afford frequent trips to 
market centers. 

If a program of styles and materials can be 
worked out six months in advance and strictly 
adhered to, a semi-annual buying policy will no 
doubt to welcomed by merchants; but so long as 
the mid-season introduction of styles continues 
it is only reasonable to expect merchants to pur- 
sue the plan of buying close to their vests. Manu- 
facturers wishing the business of merchants who 
cannot get into market frequently,.and who have 
to depend to a great extent upon buying from trav- 
eling men, will have to work out some plan by 
which shoes can be bought and delivered, while 
those shoes are in vogue. Fashion plays such 
an important part in the profit and loss sheets of 
the retail merchant that he cannot afford to guess 
wrong very often. 

The consuming public, who are the bosses, are 
demanding quality, service and correct fashion 
footwear at prices which look reasonable. To 
comply with this demand means economical pro- 
cesses of manufacturing and distributing. To the 
retail merchant this means rapid turnover of 


stock and taking advantage of all. available dis- 


counts. 
Whatever plan will best further these ends is 
the plan that should prevail. 





Let’s Prepare the Evidence 


A just appreciation of the merchant in the 
service plan of society is difficult for the greater 
part of the public to get. There are men in pub- 
lic life who do a direct injury and damage to the 
whole retail trade, through placing wrong ideas 
in the minds of the public. What is to be done 
about it? 

The Washington disturbers want to be satis- 


fied on two points—first are merchants. down to - 


replacement values and second are shoe store 
profits excessive. The voices of critics will not 
be silenced until the evidence is before them. It 
is all well enough to show comparative prices of 
May, 1920, and May, 1921, but the fundamental 
questions are still unanswered. 

How does this plan strike you? The RECORDER 
to be the compiler and assembler of vital data on 
just those two questions. As many a. Washing- 
ton executive has told us, “I have heard. enough 
with my ears now give me something for my eyes 
to prove.” 

Can you honestly subscribe yourself to this: 
“In my store every pair of shoes is down to re- 
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placement price,” and secondly, “my net profits 
are on — per cent based on total sales of my fis- 
cal year.” : 

Answer these two and the book of evidence 
would be the most convincing document ever 
placed before an investigating committee. What 
do you think of the plan? 

Speaking for districts read what Max Sommer 
of San Francisco writes us, “as far as we in this 
territory are concerned we know that the criti- 
cism should not apply to us for we have met the 
situation in an honest way. We have marked our 
merchandise based on replacement value, and as 
far as I know this is the general condition which 
prevails here as well as in other sections. Com- 
petition itself would bring this about as no one 
could sell his merchandise based upon old costs.” 


“They Didn’t Know How to 





ma. oS 4 


Bringing up again that oft repeated axiom: 
“Goods well bought are half sold,” is the story 
of a new enterprise in merchandising which failed. 

The receiver, a seasoned merchant, went to the 
rescue and after he cleaned up the wreck he ex- 
claimed : 

“They didn’t know how to buy. That was the 
trouble with them. As fine an office man as ever 
there was was the senior partner, and the junior 
partner was a high mark salesman. They had a 
first class location, reasonable capital and good 
friends. 

“But they didn’t know how to buy! They 
didn’t know how to buy!! That wrecked them, 
for buying merchandise right is more than half 
the game in merchandising, as it is played these 
days.” 





How Many Different Sizes? 


“Our designer counted up twenty-two sizes of 
length and eleven sizes of width in women’s shoes, 
and gave us a total of 132 different sizes. 

“He counted up the lengths from No. 114 to 
No. 12, and the widths from AAAAA to EEE, 
and he tells us that they all are made. 

“We do not make all that number of sizes,. 
though we have an unusually large run. How-- 
ever, we made shoes of special lasts, like combina- 
tion lasts, and inflare and outflare lasts, and alto- 
gether I guess we make over a thousand sizes and 
shapes. Beside we also make a few shoes on spe- 
cial or custom measurements. 

“Judging from the shapes and sizes of feet 
that have come to our attention in long years of 

(Continued on page 77) 
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~ June Window, 














The RecorpER presents these distinctive displays as basic ideas for window display in the month when whites 
best 
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Keep Your Eye 
on Congress for 
Legislation 
Affecting 
Merchandising 







Washington, D. C.—The National Shoe Retailers’ 
Association did not participate in the conferences 
with the Federal Trade Commission. T. C. Mirkil, 
secretary of the organization, told his colleagues on 
the other retailers’ committees that it would be in- 
opportune to attempt to refute the Commission at 
this time. He announced that the N. S. R. A. stood 
ready to co-operate with the Commission and other 
agencies in getting to normalcy, but asking that facts 
be recognized before the Commission condemn re- 
tailers. 

Contentions of the retailers were first presented 
to Chairman Thompson and Messrs. Murdock and 
Gaskill of the Federal Trade Commission when it 
was insisted that an injustice had been done to the 
retailers by the report of the Commission to Presi- 
dent Harding on the price situation. The retailers 
insisted that they had assumed their proportionate 
share in the economic readjustment and that they 
have completed liquidation. 

The interests represented were the National Re- 
tail Dry Goods Association, the National Retail 
Clothiers’ Association, the National Association of 
Garment Retailers. 


A National Survey of Lower Prices 


The Commissioners were told of the results of a 
questionnaire sent by the Associations to retailers in 
thirty-three states comparing retail prices of May 
1, 1920, and May 1, 1921, and showing that prices 
had been materially reduced on the latter date. Mr. 
Weber stated that retailers were the first to start 
liquidation. The railroad strike of last spring, he 
said, along with general business conditions, caused 
retailers to hesitate and this forced wholesalers to 
reduce prices. 

The Federal Trade Commission report, it was said, 
injured all business by making the exception the 
rule. It was conceded that there probably were 
cases of profiteering in the retail trade, but they 
were claimed to have been confined to a relatively 
fow. It was further stated that the letter to the 





A Comparison of Prices of May, 1920, with Those of May, 1921, 
Is the Best Evidence of Liquidation Presented to 
the Federal Trade Commission 
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President strengthened the buyers’ strike, closed 
manufacturing plants and threw more workmen out 
of employment. 


Commission Meets Merchants 


The appearance of the. retailers before the Com- 
missioners was the first in the history of the Com- 
mission whose members expressed their pleasure and 
signified a desire to co-operate more closely with 
the retailers. Commissioner Murdock urged the re- 
tailer to aid the Commission in preventing the mis- 
branding of goods. The retailers promised their co- 
operation and it was made plain that in the future 
the trade will work closely with the Commission 
and give it direct and personal aid in compiling re- 
ports. 

The retailers denoted that they want 
the public to understand clearly the price 
situation and the steps they have taken in 
the work of readjustment. The laying of 
their case before government officials is 
expected to be extremely helpful in this 
direction. It promises to be aided greatly 
also by the compilation and more frequent 
publication of figures on living cost 
through the new arrangement for co-oper- 
ation between the Department of Labor 
and the Department of Commerce. 


Retail merchants of the country believe that Sec- 
retary of Commerce Herbert Hoover has solved one 
of the fundamental problems of the trade with the 
suggestion that the public should be enlightened as 
to legitimate margins. They have agreed to co-oper- 
ate with the Government in the compilation of price 
statistics in order that the buyers’ confidence may 
be restored and trade returned to normal channels. 
The campaign of education will be undertaken imme- 
diately with the firm conviction that public criticism 
of the retail prices will disappear if the representa- 
tions of the merchants are supported by official gov- 
ernment figures. 
















= ware Tl TwSPrlUlUL h!OlClhULLhCS~SS 


May 28, 1921 


No Attempt to Regulate Prices 


Secretary Hoover told the large delegation from 


the National Retail Dry Goods Association, National 
Shoe Retailers’ Association and the National Retail 
Clothiers’ Association, which conferred with him 
here recently, that Federal investigators working in- 
dependently have proved conclusively that there are 
many instances where retailers insist upon peak 
prices, despite the general trend toward lower levels. 
He indicated that price adjustment would be a slow 
process in which it would be difficult to determine 
proper levels. He made clear to the retailers that 
this administration, unlike its predecessor, had no 
sense of regulation, but 

preferred to let economic 


processes work a solution. eee eee TT 
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Secretary Hoover impressed upon the 
delegates that the gathering of price in- 
formation was purely for the service of 
business and not for price control. 


R. H. Webber, president of the R. L. Hudson Com- 
pany of Detroit, presented the retailers’ argument 
to the Secretary and Assistant Secretary Huston. 
These officials were told that retailers’ stocks were 
as a whole liquidated, therefore, retailers are in a 
position to take every change in the market and pass 
it on to the public. He explained that competition 
had become keener than heretofore in the retail field 
and the consumer would obtain the benefit of this 
development. The support 
of the Department of 
Commerce was asked to 





The Secretary, in explain- 
ing to the merchants that 
‘nobody wants to condemn 
the whole of any trade” re- 
fused to recede from his po- 
sition that there are many 
retailers who are holding 
out for high prices despite 
the marked reduction in 
wholesale quotations. 

He advised them that in- 


dependent investigation of © 
the retail trade conducted . 


by special agents showed 
that in every town there 
were many merchants who 
had marked their goods 
down while others in the 
same locality endeavored to 
dispose of stocks at prices 
cut of proportion with pre- 
vailing wholesale _ costs. 
Retailers were informed 
that in the descending 
prices manufacturers are 


Gilchrist’s Answer 


Under the caption, “Gilchrist’s Answer,” 
the big Boston department store of that 
name in Boston recently ran a full-page 
advertisement in the daily newspapers in 
which were presented a comparison of to- 
day’s prices on certain commodities com- 
pared with those of May, 1920. Follow- 
ing the caption, in type large enough to 
fill the entire width of the page, was the 
following introduction: 

“Our prices to-day, as compared with 
last year, show, on the average, a decrease 
of about 35 per cent. Furthermore, our 
record shows that since May, 1920, when 
We announced our ‘Smash at the High 
Cost of Living,’ our prices not only stopped 
going up but immediately began decreas- 
ing and have been doing so ever since. In 
spite of the fact that we and other repre- 
sentative stores are constantly making 
further efforts to reduce the cost of living, 
retailers are still criticized for not adjust- 
ing prices to present conditions.” 


counteract the harmful in- 
fluence which the publica- 
tion of the Federal Trade 
Commission’s report on re- 
tail prices exercised over 
the buying public. Secre- 
tary Hoover asserted that 
the Administration would 
do its part toward restor- 
ing confidence of the retail 
buyer. 


Shoe Merchants’ Tax Ideas 


Advocating the adoption 
of a general sales tax on 
all goods, wears ‘and mer- 
chandise the National Shoe 
Retailers’ Association filed 
a brief with the Senate 
Finance Committee contain- 
ing their suggestions for 
internal revenue revision. 
The Committee was advised 
that the organization was 
opposed to a tax on retail 


under great pressure on ac- 
count of the character of 


sales because of its iniqui- 





buying. He stressed the ee 


ties and discriminations. It 





fact that the producer re- 
ceives the full force of com- 
petitive buying and the jobber is in practically 
same position. 


Public Partly to Blame 


It is significant to note that Secretary Hoover is 
cognizant of the fact that there are limitations upon 
the enterprising retailer in checking the damaging 
activities of certain profiteering firms. He believes 
that the only way to get these insurgents down to 
fair prices is to tell the public to shop around with 
care. Hoover is of the opinion that the public itself 
is largely responsible for high prices because of its 
failure to bring the unfair merchant to terms. In 
proposing the fullest publicity as to retail prices, 
the Secretary told the retailers’ delegation that the 
lack of adequate information as to prices during the 
last three years was the principal cause of the pres- 
ent economic difficulty. He insisted that with ac- 
curate information at hand retailers and manufac- 
turers could have prepared themselves for the read- 
justment, as this data would have allowed erection 
of safeguards or permitted expansion. 


had a tendency to embar- 
; rass retailers by increasing 

the spread between the wholesale and retailing price. 
The views of the N. S. R. A. were made known 
by T. C. Mirkil, secretary-commissioner. In its 
brief to Congress the organization stated that it 
favored raising about half the revenue from income 
taxes and any deficit in the budget after certain 
other miscellaneous taxes had been levied should be 
derived from a general sales tax applied to all sales. 
It advocates the abolishment of the excess-profits 
tax, the reduction of the surtaxes on incomes in or- 
der to prevent investments in tax-exempt securities. 
The committee was advised that the shoe dealers of 
the country favored the repeal of the excise taxes, 
transportation taxes and other so-called luxury taxes. 
It was contended that in the event a general sales 
tax is adopted the rate should not exceed 1 per cent. 





NEW BLACK AND WHITE EFFECT 
A new idea in black and white effects is to use a 
white rand on a black and white shoe, and a white 
celluloid top lift inserted into the heel. 
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Newly installed hosiery in store of the Thayer McN eil Co., Boston. 


Inset portrait shows the department 


manager, Mrs. Jane Howe 


Something New in Hosiery Selling ; 


A Department in Which All Wanted Styles and Sizes Are Stocked 
—Following the Principle Adhered to in Selling Footwear 


The successful shoe store is the one with a variety 
of wanted styles and the proper run of sizes. Strange 
to say, however, few shoe merchants have applied the 
same principle to the conduct of their hosiery business. 
Here is a department—recently installed by Thayer 
McNeil Company of Boston, however, which “fills the 
bill” in every particular. Not only is there a full run 
of sizes but the widest latitude in style selection. And 
the department is practically complete in itself—not 
scattered through the various shoe departments as is 
customary. 

It is true that a few pairs are still kept in the men’s 
shoe department and a few in the children’s shoe de- 
partment, but all of the women’s stock has been trans- 
ferred to the new location. 

In a section 15 ft. long and about 8 ft. wide is a 
huge mahogany case fitted with 144 drawers with 
French plate glass fronts, through which the beauti- 
ful array of white, black and colored stockings may 
be seen. 

Each drawer has four compartments, containing a 
full range of sizes—from 8 to 104%. . The women’s 
stock comes first on the list and occupies the major 


portion of the space. The men’s section comes next, 
each drawer of the section, with its four compart- 
ments, containing sizes from 9144 to 111%; and the 
children’s section at the extreme right, with a full 
range of sizes in each drawer from 4% to 8%. 


Attractive Display Cases 


Above the mahogany and plate glass drawers is a 
large glass case in which black and white hosiery, and 
shoes to be worn with them are artistically displayed. 

Beneath the section of 144 drawers are sixteen 
large drawers in which to keep stock. In all, the sec- 
tion can accommodate 700 dozen pairs of stockings. 

On the floor in front of the section is a big display 
case, containing sport hosiery in white silk, with 
orange, blue and emerald stripes. These stockings 
were also arranged in a display with the proper foot- 
wear. 

A Quick Service 


At the left of this department is a bundle desk, 
where Mrs. Jane Howe, the manager, and her assist- 
(Continued on page 43) 
































— Ww § S 











May 28, 1921 


BOOT AND SHOE RECORDER 





Environment Helps to Sell Shoes 


Realizing this Merchandising Truth Chicago Follows New York’s Lead and 
Blossoms Forth with Luxurious New Stores—O’Connor-Goldberg 


One of the most beautiful and elaborate shoe stores 
in the country was opened to the public Saturday, 
May 14, on Sheridan Road at Wilson avenue, by 
O’Connor & Goldberg. This is the first O.-G. store to be 


Opens One Outside of Regular Shopping District 





John Meder, who has been with the 0.-G. organiza- 
tion for a number of years, is manager of the new 
store, and M. F. Long, also for some time connected 
with O.-G. stores, is assistant manager. 





opened out of the downtown 
shopping district, devoted ex- 
clusively to the sale of exclu- 
sive high grade footwear. 

Both the exterior and inte- 
rior are far removed from the 
average store type. The store 
has a frontage of 40 feet and 
a depth of 175 feet. The 
wide frontage has_ enabled 
the architects to design an 
unusually attractive show 
window. The vestibule is 
about 30 feet deep and, with 
the exception of a moderately 
wide entrance from the street, 
the entire vestibule is sur- 
rounded with show window 
space. 

Shelving Behind 
False Partition 

On entering the store a cus- 
tomer finds herself in what is 
apparently a richly appointed 
drawing room. The floor is 
covered with a heavily pad- 
ded old rose carpet. A false 
partition on both sides of the 
room entirely conceals the 
shelving so that there are no 


SUNN 





Why So Many New Stores? 


The opening of many new and luxuri- 
ously equipped retail shoe stores through- 
out the United States is not without its 
significance. New York started the ball 
rolling with séveral and Chicago is follow- 
ing close on the heels of the Eastern me- 
tropolis. From other cities, too, come re- 
ports of new stores either building or con- 
ducting campaigns of extensive alteration. 
It is a manifestation of the new conception 
of salesmanship which retail merchants are 
acquiring. They foresee keen competition 
for business among a public which will de- 
mand not only good merchandise but sur- 
roundings in keeping with the merchandise 
offered for sale. Another manifestation is 
the right-about-face noted in window trim- 
ming. It is safe to say that there are more 
artistic store windows in the United States 
to-day than at any time in the history of 
the country. Incidentally, the RECORDER is 
publishing this week in its Store Equip- 
ment section some exceptionally good and 
comparatively inexpensive window trim 
ideas which it will be well worth your while 


Walk Over in New Home 


May 16 marked the opening 
of the new Walk Over store 
on State Street. The ground 
floor of the new store is con- 
siderably larger than the old 
store one block farther south. 

The front of the new store 
is of typical Walk Over type, 
having a deep vestibule with 
an entrance on both sides and 
a large island window in the 
center between the doors. 
The woodwork is of walnut 
and the aisles are covered 
with a rich brown carpet. The 
ground floor will be entirely 
occupied by the men’s shoe 
department, which has a seat- 
ing capacity of about 60 cus- 
tomers. It will be in charge 
of Mr. Capehart. 

The second floor, which is 
reached both by elevator and 
stairway, houses the women’s 
department, cashier’s station 
and general offices. The floor 
is covered with rich brown 
carpet which harmonizes with 


cartons or shoes in sight ex- 


dy. 
cepting those on display on oe 


the shelving and other furni- 
ture, which is of walnut. 





stands and those being shown 
to customers. Behind the 
false partition are concealed 
the shelving and also the lighting system, which is of 
the indirect type and has the effect of daylight rather 
than of artificial light. Along the walls are a number 
of richly upholstered divans. 

In the center of the room is a double row of chairs 
which harmonize in design and upholstery with the 
divans on the side. The chairs provide seating capac- 
ity for 125 customers, while the divans will easily 
accommodate 36 more. 


Fixtures of Hand-wrought Iron 


The furniture and display fixtures are of the early 
Spanish type; the window fixtures being of hand 
wrought iron. The color scheme is mostly blue and 
gold with touches of red and black. 

The design of the store as well as of the furniture 
is the result of studies of hundreds of stores in Eng- 
land, France and other Etiropean countries, as well as 
various types in this countty, visited by Mr. Goldberg 
during the past year. 








Reception Room on 
Second Floor 


In front of the elevator and stairway is a nicely 
appointed reception room and the main salesrooms 
are on both sides. The women’s department has a 
seating capacity of 125. Mr. Hardibeck is in charge. 
A door leads from this department to the parlor floor 
of the Palmer House. 

The window fixtures are of walnut decorated with 
a touch of color. The stands in the women’s window 
are of oval type; each is made to hold a pair of shoes. 
The stands in the men’s window are of the same fin- 
ish, but are square and each holds a pair of shoes. 

C. R. Fleissbach, general manager of all the Walk 
Over stores in Chicago and Elgin, will have his offices 
on the second floor. 

I. Miller Store Remodeling 

The I. Miller store at State and Monroe Streets has 
just undergone a series of extensive improvements and 
remodeling. A partition has been removed from the 
main floor which increases the ground floor space and 
(Continued on page 48) 
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To Achieve Balanced Distribution 


Purpose of International-McElwain Merger Explained in Statements by 
F. C. Rand and J. Franklin McElwain—Future Plans Are 
Outlined—Enormous Production Is Assured 


In discussing the merger of the W. H. McElwain 
Company of Boston with the International Shoe Com- 
pany, F. C. Rand, president of the International, made 
the following statement: 

“For more than three years we have not been able 
to make as many shoes as our customers wished to 
buy from us. Our sales have grown more rapidly than 
our manufacturing capacity, and our customers there- 
fore have not received as prompt shipments and as 
good service as we desire to give them. 

“Throughout the dull period of the past six months, 
the International Shoe Company has not closed down 
a factory and is now producing more pairs of shoes 
a day than at any other time in its history. This con- 
tinuity of operation is beneficial to our employees and 
their appreciation is reflected in the quality of work 
which they are turning out. Although we have in- 
zreased our manufacturing by building one or two, 
and sometimes three, factories a year since 1914, our 
production has not kept up with the increasing busi- 
aess that has come to the company. 


To Get a Well-Balanced Distribution 


“In our association with the W. H. McElwain Com- 
pany we will be strengthened by a group of most effi- 
cient shoe manufacturers, who are now and have been 
for a number of years the largest producers of shoes 
in New England in their particular field of shoe- 
making. The officers and directors of the W. H. McEl- 
wain Company are young, active and aggressive and 
are men of high business character and ideals. The 
development of their business to a point far in excess 
of any other New England shoe manufacturer is evi- 
dence of the character of their merchandise—a thing 
which has appealed strongly to us. About 65 per cent 
of their production has been sold in New York, Penn- 
sylvania and in the North Atlantic Coast States, in- 
cluding New England. . They have also enjoyed a large 
business from retailers in large cities. This latter field 
has not heretofore been developed to a large extent 
by the International Shoe Company because its pro- 
duction has been absorbed in other fields. The con- 
solidation of the two companies, therefore, brings 
immediately to the new organization a nation-wide 
and well balanced distribution of its product. 


Sales Volume of $128,000,000 


“The W. H. McElwain Company has at present a 
factory capacity of 40,000 pairs of shoes per day, 
made in ten highly specialized, modern factories. 
Along with these shoe factories, sole leather and 
upper leather tanneries are owned and operated. With 
this added strength, the International Shoe Company 
is prepared to produce 120,000 pairs of shoes daily 
and at the same time the several tanneries of the com- 
pany will be producing leather in quantities second 
only to one other tannery in America. 

“The combined volume of shoe business done by the 
W. H. McElwain Company and the International Shoe 


Company aggregated $128,000,000 during 1920; and 
yet, under our highly developed system of manufac- 
ture, this great volume of production is not incon- 
sistent with refinement of style and finish of our shoes. 


Believe in Standardization 


“One of the strongest reasons for bringing about 
this consolidation is the firm belief that standardiza- 
tion of methods, large production and the tanning of 
the raw material from which our shoes are constructed 
will enable the new company to effect economies in 
production, improve the quality and lessen the cost of 
distribution. If these results can be accomplished, 
and I believe they will, we can sell to our retailers 
better shoes at less money and in this way encourage 
the distribution of shoes to the consumer at low prices, 
for our merchandise will be handled under the most 
modern and efficient system of production and dis- 
tribution. 

“We are looking forward with an abiding faith in 
the healthy growth of the St. Louis shoe industry and 
we hope that we may attract to St. Louis the favor- 
able attention of the consuming public by rendering 
the right kind of service at the right time and at the 
right prices.” 


Kinship of Purposes and Ideals 


“The merger is the result,” said J. F. McElwain, 
president of the W. H. McElwain Company, to-day, “of 
a long-standing kinship of purposes and ideals between 
the two companies, and of the desirability of solving 
jointly the problems of the future. Both have striven 
to make shoes at the lowest possible cost by methods 
of manufacturing and distribution which have placed 
them in the lead in their respective spheres. The com- 
panies do not compete except on the fringes of their 
respective lines. The International, through its 
strong distributors, Roberts, Johnson & Rand, the 
Peters Shoe Company, and Friedman, Shelby Com- 
pany, all of St. Louis, have developed an outlet for 
their product throughout the West excelled by none. 
The McElwain Company is exceptionally strong in the 
East and in the larger cities in other sections. The 
merger will enable each company to enjoy the advan- 
tages of the other. Success demands the greatest de- 
gree of economy and efficiency in manufacturing, dis- 
tribution and purchasing, and we are of the belief that 
two successful organizations can accomplish this bet- 
ter than one. The identity of each department of the 
business will be fully preserved, and there will be no 
change on the names of the various products. We be- 
lieve that merged we can make more shoes, and make 
them better for less money—that is the trend in the 
industry and the fact which has carried American shoe 
manufacture far ahead of the rest of the world. 


Combined Capital $41,000,000 


“T believe the merger is fundamentally sound and 
adds great strength to the McElwain Company 
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through its association with men who have built up 
the most successful and profitable shoe business in the 
country. m 

“In the recent period of depression the Interna- 
tional Shoe Company has been operating at full capac- 
ity. No greater proof is needed of 
the unusual strength of its organi- 
zation as able manufacturers and 
keen distributors. With the addi- 
tional manufacturing facilities the 
McElwain Company’s output will be 
increased at once to take care of the 
increased demand of the combined 
ynroducts. Through this merger a 
«ereater volume of shoes will be 
manufactured in New England than 
would have otherwise been possible. 


International Founded in 1912 
The International Shoe Company 





BROCADE AND PATENT 
The smartest style of the season for 
little girls, a gold and black brocade 
over a patent forepart. Selected, from 
line of D. A. Donovan’s Sons Co., Lynn 
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was founded in 1912, and is capitalized for $28,000,- 
000. The W. H. McElwain Company was founded in 
1894, and is to-day capitalized for $13,000,000. Dur- 
ing its growth it has either absorbed or become affil- 
iated with seven large shoe distributing houses, of 
which two are located in New York, 
one each in Boston, Columbus, Ohio, 
Chicago, Kansas City and San Fran- 
cisco. 

Both parties to the merger will 
be represented in the executive of- 
fices and the directorate of the 
company. 


AS TO CO-OPERATION 


“If you don’t think co-operation is 
necessary watch what happens to a 
wagon when one wheel comes off.” 

—The Chemist-Analyst. 








(Continued from page 40) 
ant, Miss Bessie McElwain, enclose the hosiery in 
neat little envelopes. 


Stock Arranged as to Prices 


The stock is arranged as to prices. The lowest 
priced stocking carried in women’s is $1.25 in a lisle, 
and from that as high as $9 for fancy patterns. At 
one time this store carried no lisle, but of late doctors 
have been recommending lisle hosiery for wear with 
orthopedic shoes, on account of its soft and comfort- 
able qualities. 

The fancy silks in yellows and browns and grays 
for women are very beautiful. A brand new fancy is 
in plain and ribbed nigger and pearl combinations; 
another is in black and silver. There are four differ- 
ent wide lace clock patterns for women, which sell 
readily at $8.50 a pair; still another brand new design 
is a black drop stitch with embroidered polka dots. 
This embroidery extends almost from the toe half way 
up the leg and covers the leg almost to the back seam. 


A biege colored silk with black embroidered clock in | 


pendant effect is a new design, and a heavy black silk 
with five hand embroidered white silk clocks in 
straight lines with pendant top has a touch of the 
Egyptian period. 

For Men and the Kiddies 


The men seem to have forsaken their old rendezvous 
for hosiery in the. men’s department and just “pop” 
inside the Temple Place entrance and “pop” out again 
as quickly with a pair of some of the new hosiery 
creations. Men like a quick transaction—whether it 
be a hosiery purchase or a parcel of real estate. 

In men’s styles, there is a very good assortment of 
imported green heathers, imported camel’s hair wool 
hose and beautiful combinations in all silk numbers— 
such as purple and black, green and brown, black and 
white, blue and black; white silks with embroidered 
clocks in white or black, or other colors; and some 
lisles in browns and blacks and in white. 

For the kiddies, the favorites are lisles in the differ- 
ent colors, with pretty tops of white, with various col- 
ored stripes; a few silks are sold for children. 


Assumed qualities may catch the affection of some, 
but a good shoe wins the admiration of all. 





(Continued from page 41) 
makes possible a seating capacity of about 90 cus- 


‘tomers. The rearrangement of the balcony provides 


chairs for 36 people. 

A large basement space has been taken over and 
fitted up as a salesroom for women’s and children’s 
shoes. The offices and repair department have also 
been moved to the sub-store section. 

The children’s department is an innovation in the 
I. Miller Chicago store. The activities of the store 
heretofore have been confined to merchandising 
women’s shoes. The new children’s department is un- 
usually attractive and inviting. The walls and ceiling 
are decorated in a way that will be pleasing to the 
children. Among the equipment are to be found 
swings, rocking chairs and other amusements. 


Fitting Platform Installed 


A raised platform fitted with small rockers adds to 
the convenience of fitting the little tots. 

In place of the usual paper cartons, this unique 
children’s department is fitted with wooden drawers 
in which the shoes will be kept. This provides a con- 
venient method of keeping the shoes as they can lay 
straight instead of being folded—each drawer being 
large enough to contain several pairs. 


WILLIAM S. DULING DEAD 


Was Senior Member of Laird, Schober & Company 


Philadelphia, Pa.—Hundreds of shoe and leather 
men from this and other sections of the country were 
in attendance at the funeral of William S. Duling, 
senior member of Laird, Schober & Co., held at his 
late home in Merion on May 17. Mr. Duling died 
suddenly on May 14 at the age of 67 years as the re- 
sult of kidney disease, after an illness of only four 
days. He was in apparently good health prior to his 
four days’ illness. 

As a young man, Mr. Duling went to work in the 
cutting room of Laird, Schober & Mitchell, and by his 
ability and close application to business rose to the 
position of foreman. Upon the firm’s reorganization 
in 1894 Mr. Duling was taken into partnership and 
the name was changed to its present form. He was 
well known in the trade. He was a Mason and a mem- 
ber of the Union League. A wife, daughter and son 
survive him. 
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—And 


the Right Shoes 


They may not seem so im- 
portant now as the club or 
racquet, but when you get 
into “action” — that’s the 
time. 


Out-doors and foot-work are in- 
separable. If your feet feel com- 
fortable and fresh after a hard day 
of sport whatever you have spent 
for your shoes is going to hit you 
then and there as a worthwhile 
investment. 


You really ought to have the model 
pictured this summer. It’s smart 
enough for any company. Finely 
made, in white buck with tan calf 
trimmings. And it will keep re- 
minding you of its worth at a 
time when you'll be giving your 
feet pretty rough treatment. 


Come in NOW to be properly 
fitted with correct summer shoes. 
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Lure of Cool, Crinkly White 



























































The Lure of 
Cool, Crinkly White— 


is everywhere. It is Fashion’s wand 
with which she spreads cheerfulness 
and gayety when “all the world 
is out of doors.” 


Stunning White Shoes 


form the foundation of becoming summer 
finery. The right shoes make your costume 
You'll positively outdo yourself on 
occasions when what you wear is noticed by 
all, if you are properly shod. 

We've selected becoming shoes for every type 
) of woman. You will find inspiration for the 


smarter. 


most delightful, summery frocks in winning 
tailored effects; captivating color touches in 
trimmings will suggest pleasing combinations 
to be carried out in a dress. 

A good way to do is to select your shoes first 
of all. Why not? You can’t be comfortable, 
you can’t even be stylish without shoes that 
harmonize with your gowns. 

you to a selection of correct sum- 
mer shoes to fill every need which will draw 
many a compliment from your friends. 


Well help 


The 


Recorder 


It’s quite possible that you'll 
find ideas for two or three 
ads in which you don’t care 
to use much copy in each 
of the “White Footwear 


Stories”’ here. 
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Ad-Visor 
Service 


Why not plan a series of “Sport 
Shoe” ads in order to get away 
from what you’ve been doing? 
The demand for White Shoes 
is apart from the regular need 
for shoes and your ads ought to 
accelerate the desire for “dif- 
ferent” shoes by being “differ- 
ent.” 


Summer’s the Playtime of 


the Year 


And these bright, sunny days 
are just coaxing our White 
Sport Shoes abroad. 


Sometimes it seems that 
we've curbed our imagina- 
tion a little too much as to 
the many occasions which 
demand White Shoes, for our 
customers are actually “fall- 
ing in love” with pattern 
after pattern, and conjuring 
up “things to wear” with this 
and that beauty. 

Everyone is so ingeniously adapted 
to the occasion for which it is 
made—golfing, motoring, tennis, 
walking—you'll be surprised. 
Swagger strap effects for afternoon, 
sporty looking rubber-soled models 
with mannish perforations on calf- 
skin ballstraps which accentuate 
the snowy whiteness of the buck- 
skin fairly make you long for a 
swift game of tennis. 

They’re not high-priced, either. 


SIMPLY GOOD ENOUGH AND 
STYLISH ENOUGH TO BE 
WORTH EVERY CENT YOU 
PAY. 








Summers the Playtime 


of the Year ~ 
































ar 
\ 
Qe 
ej 


























Men! It’s Time to Think 
of Comfort 


There’s more than just “class” in the 
new Sport Shoes. 


There’s the fact you’ve a chance to 
give your feet a “breathing spell.” 


The coolness and comfort of a Sport Shoe is 
going to keep you at ease and feeling fit 
whether you’re “teeing off” or just lazying 
around. 


We've selected a range of styles, each type de- 
signed to add to the enjoyment of your sum- 
mer hours. 


And if you’ve been a “stickler” for conservatism 
in footwear just remember the downright prac- 
tical side of foot-freshness and freedom of 
action that you'll get in a canvas or buckskin 
Oxford when the sun is hot enough to “broil.” 


Here’s hoping you'll take advantage of our éfforts 
to keep you cool and comfortable this summer. 








Den! Its time to think 
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Hold Allied Shoe Trades Meeting 


Ten Prominent Shoe and Leather Men Give Survey of Trade 
Conditions from the Hide Puller to Consumer Before 
Gathering Under Auspices of Massachusetts Merchants 


Boston, May 19.—More than 200 shoe and leather 
men, mostly merchants, and members of the Massa- 
chusetts Retail Shoe Merchants’ Association, discov- 
ered much of interest in all of the processes from hide 
pulling to retailing in a meeting held at the Boston 
City Club last evening. 

President Henry FE. Hagan, erstwhile “City 
Father,” acted as presiding officer and after throw- 
ing a few bouquets which later were followed by ver- 
bal brick-bats, he introduced William F. Fitzgerald, 
president of the Turner Tanning Machine Company, 
and likewise a prominent Boston banker, who re- 
viewed financial conditions here and abroad. The 
most significant statement of his address was “We 
are five years behind in production, based on normal 
requirements. One look at the railroad equipment and 
the housing situation, gives you an idea as to how 
far we are behind. We are a great nation of money 
makers instead of wealth producers. No matter how 
difficult conditions may be, we can overcome them if 
we take them one at a time. Collectively, they seem 
insurmountable. Taken individually, it is a compara- 
tively easy job.” 


Leather Values Lifting 


Harry I. Thayer, president of the Tanner’s Council, 
in referring to progress being made in liquidation 
said that we can fool ourselves just as much by not 
buying as we can by overbuying. “I think that within 
the next 60 days there will be developments in the raw 
materials market which will prove my contention.” 
The slight improvement noted in the leather market 
during February and March was due almost entirely 
to the demand for specialty leathers. Demand for 
staple leathers is needed to stabilize conditions. Val- 
ues will lift in ninety days. Already some increase is 
noted in top grades of calf skin. He alluded to differ- 
ence in prices charged by different merchants for 
footwear of practically the same quality, and of the 
mental confusion thus created in the minds of the 
public. 

“The longer we hold back and the less we buy the 
nearer we approach to conditions similar to those 
which were obtained in 1916 and 1919 when there 
was a runaway market. Referring to the scarcity of 
calf skin he said a condition might arise where the use 
of other leathers would be forced. 


Real Value of Export Trade 


H. H. Morse, export manager of the Rega! Shoe Co., 
skillfully illustrated how export trade means pros- 
perity to the nation, and showed that the retail shoe 
merchant was interested in the wealth brought into 
this country. He said that the bright thing about the 
export trade to-day was that the people of the world 
needed everything that America can produce, and that 
the five points needing correction were balance of 
trade, issuance of paper money, instability of govern- 
ments, exchange and credit. 
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John C. McGaw of the Hood Rubber Company, 
“spoke for himself” and pointed out that canvas rub- 
ber soled shoes were trending downward in price and 
in his opinion the next announcement would be in that 
direction. He pointed out that in sport trim goods, 
the merchant had 25,000,000 prospects in the summer 
months. He said that styles also have come our way, 
and under the 19th Amendment, women are not going 
to dress again as though they had one leg. The de- 
velopment of the smart 4-buckle gaiter has made it 
possible to wear low shoes the year around. 


Must Regain Public Confidence 


Hollis B. Scates of the Emerson Shoe Company, 
said: 

“There can be no business until the public have con- 
fidence in prices. There can be no stability of prices 
until business men have confidence in each other. 
We cannot, as business men, impart confidence unless 
we ourselves have it. Our confidence must be sincere 
if it is to have the ring of sincerity that will convince 
other weaker minds that confidence is the keynote of 
the hour. 

“Here are my reasons for believing that business 
will be better: 

“1. Farmers will have money and must buy. 

“2. With the war nearly over, Germany will pay 
some and promise more. Financial stability will start 
exchange upward and export and import business will 
be better. 

“3. Closets are showing less thinner and less of 
extra pairs of shoes. Repairs have all been made. 

“4, Mutual confidence will gather momentum and 
will have an appreciable effect on trading of all kinds. 
So, by next September and particularly by October, 
look to see consumption and buying of goods reach 
the highest point in the past 20 months.” 


The Service of Turn-over 


Frank R. Briggs, president National Boot and Shoe 
Manufacturers’ Association, said: 

“In judging what constitutes normal conditions we 
must not base calculations on an abnormal year. The 
price level is likely to stabilize on a higher rather than 
lower level. Retail business this spring has been 
about 75 per cent of normal in dollars and cents and 
more than that in pairs. There has been less whole- 
sale business than retail. We are gradually arriving 
at the point where a shortage may exist which may 
be the forerunner of an upturn in prices. 

“Progressive improvement is noted in all lines. 
Large turnover at small profit per turn are much bet- 
ter than low turnover at high profit per turn. Mer- 
chants should give publicity to the cost and service of 
selling and this information should be given your re- 
tail salesmen so that they in turn may pass it on to 
customers.” 

Frank S. Farnum, president of Churchill & Alden 
Co., said: 

(Continued on page 151) 
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Guiding the Shoe Merchant A-Right 


Ambitious Plan of the N.S.R.A. Outlined by Past President to 
Aid All Members in Meeting the Keen Competition of Coming 


Seasons—Common Clearing House Proposed 
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From Address of 
A, H. GEUTING 


Before Allied Trades Meeting Under Auspices of Massachusetts Retail Shoe 
; Merchants’ Association 


The mission of the National Shoe Retailers’ Asso- 
ciation is the endeavor to educate the retail shoe 
merchants throughout these United States to become 
better merchants—to dignify their businesses—to 
become more alert—to really understand the psychol- 
ogy, the art of knowing the changing views of the 
public as they relate to footwear, and finally to em- 
phasize, to stimulate a greater professional knowl- 
edge of the foot and the importance of foot-health 
as one of the most important factors to aid the prog- 
ress of the individual as well as being to the advan- 
tage of the nation as a whole. 

In connection with this, I am stressing the fact 
that 70 per cent of the rejections from service in the 
recent war were because of weakened and imperfect 
feet, and that in the welfare departments in which 
women engaged to a great extent the condition was 
far worse. 


Clearing House a Feature 


It is our intention that such knowledge be brought 
to a common clearing house where the views are ex- 
changed with other retailers from various sections 
of the country and the big metropolitan centers, 
from which intelligent deductions may be made to 
be in turn transmitted to the tanners and manufac- 
turers and the entire production end so that it may 
square itself with the utmost elimination of waste, 
the minimum investment of capital and the least 
effort to meet the public demand. 

Furthermore, by this system of intelligent co- 
operation, when perfected, manufacturers and tan- 
ners may be able to anticipate intelligently the re- 
quirements of the consumer to a degree at least that 
sales may not be lost and that the supply may be 
kept on a reasonable parity with demand. 


All Must Co-operate 


This is a big program. It is what is sometimes 
called a large order, and yet it is not beyond the 
possibility of intelligent co-operative effort. 

Such co-operation, however, can only be predi- 
cated on a basis whereby each branch of the indus- 
try has a respectful regard for the various other 
functions of the craft and a proper respect for the 
business intelligence of each separate branch of 
the industry so that absolute confidence may ex- 
ist and be sustained. 

This is not-alone essential to attain the best re- 
sults, but is absolutely necessary to serve the pub- 
lic at. the least possible cost and in the most efficient 
manner inthis age of specialization. 

In setting forth these premises, it reverses the 


pesition in the industry which existed a generation 
ago when both manufacturers and tanners made up 
their stock on their own prognostications, and being 
somewhat removed from the public-at-large, they 
did not always succeed in pleasing the trade as to 
style, color and pattern. 

The result was a constant supply of shoes not 
marketable except at bargain prices. This condition, 
in the interest of economy, should be eliminated from 
our craft, and it can be eliminated to a very great 
degree. 

We find, in looking back over the history of the 
successful shoe retailers, they possessed that acumen 
of interpreting best the desires of their clientele 
in their respective communities and they had at the 
same time the faculty of transmitting their cus- 
tomers’ views to shoe factories so that they in turn 
could co-operate most intelligently. The factories 
most elastic in this regard and the most anxious to 
please in this respect to-day enjoy in common with 
such successful retailers great reputations and their 
names are household words in the shoe trade from 
Coast to Coast. 


To Make Success Widespread 


It is surprising in the light of this experience 
(actuated perhaps by an inordinate desire to con- 
trol) that this simple, effective and successful system 
is often disregarded instead of being intensified, 
and methods are resorted to which in the end lead 
to less progress, are more costly, more wasteful, 
more troublesome and hazardous. 

The National Shoe Retailers’ Association, there- 
fore, in its doctrine and in its educational effort, is 
endeavoring to make the successes history has re- 
vealed to us more widespread and stands ready to 
co-operate with the manufacturer and tanner in a 
broad way to accomplish these purposes aforemen- 
tioned, which undoubtedly will result in the greatest 
successes with the least possible waste and with the 
minimum outlay of energy and capital. 

In this doctrine there is no prejudice intended 
against manufacturers who seek to identify their 
merchandise to the consumer for it is honorable to 
produce such merchandise upon which the maker is 
proud to place his stamp of approval. 


Sticking to Retail Channels 


But we do believe that the introduction of such 
merchandise in the long run is best served through 
legitimate retail channels and that by co-operative 
effort only may the best results be attained. 

It is hardly reasonable for the manufacturer to 
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expect the co-operation of the retailer when he 
seeks to dominate the retail policy which he does 
not fully understand and in which his education 
and experience are necessarily limited. 

The best evidence of this is the fact that there is 
not a single big store in these United States the re- 
sult of a manufacturers’ organization, for primarily 
the manufacturer engages in his own retail distribu- 
tion to promote his own particular merchandise, and 
is therefore immediately at a disadvantage with an 
organization that has the specialized products of the 
entire world with which to compete against him. 
Besides this, the manufacturer misses the vital fac- 
tor of success in that he must hire his management, 
which can never compete against the individual mer- 
chant whose entire stake is the business in which he 
is engaged. — 

Doubts Success of Chains 


Furthermore, I question whether any great chain 
of stores dealing in the better grades of merchan- 
dise—even if run by successful retailers—could sur- 
vive, for there is something about retailing which 
requires the individual touch and expression of per- 
sonality in service that is so strongly manifesting 
itself in the upbuilding of the successful individual 
specialty store. 

You will recall that some years back every indi- 
vidual shoe store was fighting for its existence and 
feared the competition of the department store sys- 
tem. After a test of a number of years we note 
that the specialty store again dominates and that 
the strong appeal of the department store no longer 
intimidates the individual merchant who knows his 
particular business. — 

There is something in the human instinct which 
demands self expression and which in the end can- 
not be defeated. It is a principle that American doc- 
trine has encouraged, upon which liberty rests and 
upon which our great progress has been made. 

Even in the world’s affairs, as I view it, the down- 
fall of Germany was due to the system which they 
had set up and endeavored to extend, making each 
man a machine and allowing no one that individual 
initiative which is the basis of individual and world 
progress. 
The Test of Personal Service 

As every individual’s capacity is limited, a man 
ceases to serve best when his capacity is over-taxed. 
An ounce of butter will only savor a limited amount 
of bread, beyond which the taste vanishes. This is 
true in all organization schemes. We no longer find 
that the largest factories produce the best goods at 
the least cost, nor can the retailer who expands his 
business beyond his capacity for personal super- 
vision expect to successfully compete with the re- 
tailer of equal ability who keeps within his capacity 
for personal service. 

A shortstop cannot play second and third base 
at the same time with success, though the positions 
are close at hand. Good baseball would not result 
from such an arrangement and a shortstop’s ambi- 
tion to do some third base work might result in de- 
moralization and loss of the game for which he 
would be severely reprimanded, or even discharged— 
certainly he would be fined and charged with an 
error. 

The world moves onward and we all have our 
proper positions in the scheme of things. We have 
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learned that the social machine will run smoothly 
only when every cog holds its place, fits in its proper 
position and carries its share of the burden cheer- 
fully and efficiently. It is only through the smooth 
functioning of each unit of the machine that proper 
reward is assured to the unit. 


Every Cog Must Function 


The miseries of widespread social and economic 
confusion result from the universal desire of all 
sorts of people to get something or some special ad- 
vantage at the cost of somebody else. 

Secretary Hoover observed wisely at Atlantic City 
that the profits of industry must be fairly distributed 
if the nation itself is to be secure or happy. This 
applies to the individual branches of the industry as 
well as to the worker. 

The day of monopoly is gone and democracy in 
business is as essential to-day as it is in government 
Our greatest bankers are recognizing this fact and 
view securities from the standpoint of perfected or- 
ganization and good management at least as much as 
from the deductions from financial statements. 


Retailing an Art 


We know shoe retailing to be an art, and a busi- 
ness in itself. It must be studied with the minutest 
care and diligence from early youth and even then 
is never completely mastered. 

We also know this is true of the other branches of 
the industry, and it requires no argument to sup- 
port the statement that a man who devotes his entire 
effort to one branch of the business is bound to be 
more successful than he who scatters his forces by 
an endeavor to blanket a number of efforts. This is 
a truism—an economic fact—which has already 
proved itself and will continue to prove itself in the 
future. 

This question has been raised during and since the 
war by a few false economists in their endeavors to 
secure a lower price level for the consumer, or from 
those who had selfish motives, or perhaps to furnish 
pork-barrel bureaus to increase the patronage of 
politicians. 

Much was said about profiteering of the 
retailer and that he was holding back 
the progress of business because he re- 
fused to liquidate. Anyone familiar with 
the facts knows such a statement is ab- 
surd, for the middle name of the retailer 
is “Liquidation.” 

Every good retail merchant knows that 
the first loss is the best and that he must 
adjust prices to the point where his mer- 
chandise will move, regardless of conse- 
quences. He cannot hold on, and no suc- 
cessful retailer has ever done otherwise. 


Be a Specialist in Service 


No law has ever been written, nor can be written, 
that will secure to the consumer greater justice than 
the natural, keen competition that to-day exists 
throughout this country in the retail shoe trade. Un- 
less a monopoly or collusion can be proved, there can- 
not be such a thing as profiteering in the retail 
business, and while individual cases may be cited, 
the Harvard Bureau of Business Research has com- 
piled figures which refute the charge of inordinate 
profits in the retail shoe business of these United 
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Putting Thought Into Your Window 


More Than Shoes Are Required to Make a Campaign Effective—Such Elements 
as Novelty Should Not Be Overlooked—“Scooping” Your 
Competitor by Being Prepared in Advance 


A window trim of shoes is becoming more and 
more a matter of advertising for direct results and 
some of the most striking displays are of the sim- 
plest designs. In this line of merchandise there is 
always an opportunity to exercise artistic taste by 





FIGURE No. 1 


producing graceful lines in the window setting by 
the introduction of decorative materials. In fact, 
this introduction may be the difference between an 
attractive window display and one that is common- 
place. 

The position of the display man, especially in a 
high class store, is a responsible one, for’ he holds, 
as it were, the dignity and even the success of the 
firm in his hands. Some go into a window without 
any idea of what they are going to do, letting the 
character of the shoes and the circumstances guide 
them. It is, however, better for one who is not an 
expert to at least plan in a general way the effect 
wanted. It is a good idea to decide on your fixtures 
for a central unit of display and let the remainder 
of the grouping be secondary. A graceful setting 
will usually be the result of this practice. Our ac- 
companying illustration, Fig. 1, shows a unit dis- 
play of this character. 


Mapping Out the Campaign 


Much preliminary work can be done in getting 
ready to carry out the window advertising campaign 
by mapping out your plans at least two weeks ahead. 
By this method you will realize how much easier 
and more effective your efforts will prove than the 
haphazard plan and you will take more interest in 
planning your work. 

In planning your window displays in this way the 
display man will always be ready when the occasion 


requires to place a special or timely trim. As an 
illustration, suppose the display man hus his plans, 
the show cards, price tickets, etc., ready for a spe- 
cial display of waterproof shoes—as soon as the 
weather threatens the window trim is immediately 
placed. In this case the little advanced preparation 
has assisted the display man to make a “scoop” as 
a newspaper reporter puts it, when he comes out 
several hours ahead with a bit of choice news. 


Use of Bark Paper 


It is surprising what inexpensive and practical 
materials can now be secured to assist the window 
man in making his work more attractive and season- 
able. Our illustration shows a few ideas of this 
character, more of them will be given in future ar- 
ticles, each reproduction will be that of an actual 
display so as to give you a clearer idea for placing a 
similar suggestion. 

Fig. 2 shows an idea for a central unit. As before 
suggested it is advisable to work from this central 
unit to each side of the window. In this case you 
will note first a pedestal covered with a sheet of 
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bark paper; directly back of this pedestal is a round 
cylinder which is made with a sheet of cardboard 
covered with bark paper. Protruding from this 
cylinder we show a fixture holding one pair of shoes, 
which is also covered with bark paper. 


Harmonious Coloring 


Now with the introduction of suitable foliage in 
early summer colors we have a very striking, inex- 
(Continued on page 151). 
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How Shall I Become Well-to-Do 2 


The Answer to this Question Is Interestingly Discussed Here 
by Alvan T. Simonds, President of the Simonds 


It is said that all the people in the world may be 
divided into two classes according to which part of 
the head they use—those who use the upper half 
and those who use the lower half. There is no 
doubt but what one of the easiest things is to divide 
people into two classes: men and women, adults and 
children, workers and idlers, lifters and leaners, de- 
sirables and undesirables, optimists and pessimists, 
ete. The list is almost without end. 

Everyone hopes to be well-to-do, or even better 
than that to be classed as rich. Many believe this 
is practically impossible, but in America where every 
boy may hope to be President and every girl to be a 
President’s wife, there is no reason why everyone 
(leaving out, of course, a few rare and exceptional 
cases) may not become at least well-to-do. Benja- 
min Franklin saw this away back in the colonial 
days and saw clearly the actions that were necessary 
to bring it about. To-day his teaching is as neces- 
sary as it ever has been in America. 


Savers—Voluntary and Involuntary 


There are savers and non-savers, and the savers 
may be further divided into the voluntary and in- 
voluntary. Nature has placed in the lower animals 
an instinct that makes them save in time of plenty 
to meet the time of need. The chipmunk and the 
squirrel will spend all the fall months 
laying away nuts for the cold winter 
weather, otherwise they would starve. 
They do not need to be urged to do this 
or taught to do it or convinced that it is 
the thing to do, because nature has given 
them the instinct which drives them on to 
do it without questioning. Nature, how- 
ever, has treated the human being in a 
different way. To be sure, he is given 
certain instincts that have a dominating 
power over him like the instinct to keep 
alive and to perpetuate 
the race, but man is not 
bound to act upon even 
these as are the animals. 

As for saving, he can 
store up during the time 
of plenty for the time of 
need, or he may neglect 
to do so. There is no in- 
stinct that compels him 
to save. He must be con- 
vinced by being taught 
that it pays him to do so. 


Learning by Experience 
Dangerous 


For centuries man has 
recognized that learning 
by experience is a very 
long and often times dis- 
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astrous way of learning. There are, of course, some 
things that can only be learned by experience, for 
men and women in general will not believe that they 
might learn from the experience of others. They say 
they believe this, but refuse to act upon it until they 
have learned also from their own experience. This 
is always one of the most discouraging factors in 
dealing with the young. If the young man would act 
with the wisdom of his father and at the same time 
with the enthusiasm of youth,-the world would prob- 
ably be a different place. 

But as generation follows generation, it is prob- 
ably true that more and more is kept and used from 
the experience of the previous generations. To have 
a good time, to be happy seems to be almost an in- 
stinctive aim with a great many people; not to have 
a good time and to be happy during the whole life, 
but to have a good time and to be happy now, re- 
gardless of future consequences. Therefore, they 
take no thought for the morrow but live in to-day. 
There is no doubt but that the great philosopher’s 
saying is true, “Some people are losing to-day be- 
cause there has been a yesterday or there is to be a 
to-morrow.” But if you apply this literally to living 
the human life no one would look ahead, become edu- 
cated, or trained for any special work which he 
would do in the future. No one would, out of his 
plenty of to-day, lay aside enough 
in order that he might better enjoy 
to-morrow. 


When Optimists Are Pessimists 


The real trouble seems to be that 
the optimists are unduly optimistic 
in good times when they should be 
looking ahead to the bad times that 
are to follow. Then when the bad 
times come these same optimists be- 
come pessimists and discourage 
meeting the bad times 
with energy, industry 
and decision because they 
see nothing but worse 
times ahead. They are 
optimistic at the height 
of the best times when 
they should begin to be 
pessimistic, and pessimis- 
tic at the very bottom of 
the bad times when they 
should begin to be optim- 
istic. Roger Babson 
shows on his chart illus- 
trating good times by 
mountains of black above 
a line indicating the line 
of general prosperity and 
bad times by mountains 
of black below the same 
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line—he shows on this chart through each of these 
mountains a white line which marks when the 
character of the people begins to change. If 
it is in the time of prosperity, this change 
in character almost immediately leads downward 
to depression. If in a time of depression this 
change in character leads almost immediately up- 
ward to a time of prosperity. The pessimist and 
the optimist is usually the same person at different 
times, and one of the greatest problems in life is to 
know when to be pessimistic and when to be optim- 
istic. 
The Rhythm of Nature 

Everyone, at least when attention is called to it, 
recognizes that there is rhythm in nature like the 
high and low points in Babson’s scale. The seasons 
represent a four beat rhythm following each other 
vear after year. The tides and night and day repre- 
sent a two-beat rhythm. The human life has its 
daily rhythm of waking and sleeping, of high effi- 
ciency and power at a certain regular point during 
the twenty-four hours and of low efficiency and 
power at another point. Everything is rhythmic, 
even in the matter of living and of business. We 
have good times, bad times, times of plenty and 
times of need. This is known to all, or at least they 
recognize it and acknowledge it when it is called to 
their attention. The farmer works sixteen hours a 
day in the summer time and perhaps four hours in 
the winter time. He knows and follows the rhythm 
of his business. When he has a crop of hay to har- 
vest, he never stops working until he gets it under 
cover, whether it takes him eights hours or eighteen. 
He must improve his opportunities to the utmost 
when they are there, or he will be the loser. 

In a way every human worker is like the farmer, 
for no way has yet been found to avoid the continu- 
ous cycle of good and bad times. Neither has a 
thoroughly efficient way been found of persuading 
everyone in good times to work harder and to save 
in order to meet the bad times that are ahead. 


Forty Per Cent Do Not Save 


There is one class of people who will not save. A 
bit of money in their pocket seems to burn there un- 
til it is disposed of and turned into some sort of 
pleasure. Perhaps this includes 40 per cent of all 
the people. This leaves about 60 per cent who are 
savers and these savers may be divided into two 
classes. The first—those who save unwillingly and 
irregularly because they know they are likely to be 
sick or to meet with an accident or some obligation 
they may escape, but they are pretty sure they can- 
not. These are really involuntary savers, they do 
not like to save, do not want to save, but do Save to 
a limited extent because they realize that it is the 
only way to escape something worse than the painful 
process of saving at the present time. This num- 
ber is probably about 40 per cent of the whole, leav- 
ing about 20 per cent who are regular habitual 
savers. 

These habitual savers have a stronger tendency to 
save, almost an instinct like that in the animals. A 
sort of an instinct to collect may drive some of them, 
just as boys collect postage stamps and birds’ eggs. 
A very few of them go to the extreme and become 
misers. Probably a large part of them belong in this 
class because they have been put there by educa- 
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tion and experience. They are thoughtful and can 
see ahead better than others. They are of the type 
that enjoys leaving an interesting letter to be read 
after their housework is all done, or to leave a 
bundle that has excited their curiosity, unopened 
until they have plenty of time to sit down and thor- 
oughly enjoy it. Perhaps they have been started in 
early life by their parents and the habit of saving 
has been developed. Instinct and teaching have 
made them regular, habitual savers. 


Looking Into the Future 


This second class of savers—the 20 per cent of all 
—the class that saves habitually—is optimistic nor- 
mally when looking at the present, but in good times 
works eight hours a day and eight hours overtime. 
It is pessimistic enough to know that bad times are 
to follow. They save all they can and they can save 
a great deal because they are working so many hours 
that they have little time for spending. Therefore, 
when bad times are upon them they are well forti- 
fied to meet them because they have money and more 
than this they have money at a time when the value 
of money is greatly increased. In January, 1920, a 
dollar was worth a little more than half as much as 
it was in January, 1921, that is, it would buy only 
about half as much at wholesale at least. Brad- 
street’s Index Number for January, 1920, was $20.36 
and for January, 1921, $12.66. Those who were work- 
ing long hours in January, 1920, and saving dollars 
that were then easy to get, found these same dollars 
helping to make them richer in January, 1921, be- 
cause they could invest them at bargain prices in 
bargains made particularly attractive by the optim- 
ist of January, 1920, who became the pessimist in 
January, 1921. Thus the voluntary savers, only 
about 20 per cent of all people, profit both by good 
times and bad times and this is one of the chief 
reasons why these people grow richer and richer. 


Non-Savers Endanger Others 


But not only do the non-savers and the involun- 
tary savers endanger themselves, they endanger oth- 
ers. The abnormal death rate for 1921 is estimated 
at about fifteen million Chinamen, fifteen million 
Central and Southern Europeans, and fifteen million 
Russians, a total estimated deaths due to want and 
starvation of forty-five million people. In Russia 
alone death due to ignorance and waste caused by 
ignorance and other causes is twice the actual num- 
ber killed in the World War. The destruction caused 
by the war and the necessary results of this de- 
struction may account for 60 per cent of all these 
abnormal and seemingly unnecessary deaths, but 
the results of wasteful spending and extravagance 
since the war must account for the loss of the other 
40 per cent. The number of deaths due to lack of 
forethought, prudence and thrift is so very large in 
a world greatly reduced in capital by the devastation 
of war that everyone can see the horror of it all. 
But in any times the number is considerable and 
even if the total of losses caused by extravagance 
and wasteful expenditures does not result in a great 
many deaths, it is simply because those who other- 
wise would die are cared for by those who have 
exercised forethought and prudence. 

The four prime necessities for sustaining life are 
food, clothing, shelter and fuel. A minimum amount 
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of these to sustain ordinary life is an actual neces- 
sity. All expenses to obtain these may be classed as 
necessary expenditures. All other expenses may be 
classed as luxury expenditures. Now it is true that 
the luxuries, as they are called, also are what make 
life worth living, but it should never be forgotten 
that they cannot be enjoyed or life be worth living 
unless the necessities of life are first provided for. 
If there are only ten people in the world and pro- 
vision of sufficient food, clothing, shelter and fuel 
is made in adequate quantity only to keep six of them 
alive, then four must die. If part of the effort that 
was able to secure only enough to keep six of them 
alive is expended in securing luxuries, then probably 
only three of them can live and the other six must 
die. 
Production Has Let Down 


This has been about the situation in the world in 
1920 and 1921. The efforts of all human beings, 
owing to the destruction of the war and the wasteful 
extravagance made following the war, have not pro- 
duced enough to keep all the people alive, that is 
all the people who normally would live provided they 
had sufficient food, shelter, clothing and fuel; for 
many of them must die who might have been saved 
by economy and thrift. 

In a highly organized, prosperous society, it seems 
somewhat foolish to call everything except the act- 
ual necessities for preserving life luxury expendi- 
tures, but there is many a nation in the world in 1921 
where this thought would be fully grasped and en- 
dorsed. , 

There is nothing that is more despicable to a self- 
reliant man than the parasite. “The world owes me 
a living” is a very common expression and believ- 
ing in it fully oftentimes leads a person to become 
a parasite. All self-respecting men and women, how- 
ever, are to-day coming to believe that the world 
should not be worse off because of their living in it, 
but better; they should be lifters instead of leaners, 
helpers instead of hinderers. On the average about 
30 per cent of the life of the individual is spent as a 
parasite, that is, he is dependent for his support and 
his education upon his parents or upon others. John 
Fiske nearly a generation ago called attention to the 
truth that as you come up through animal life the 
longer the young is dependent upon the parent, the 
more capable is it of being educated. The chicken 
is scarcely dependent upon the mother at all. It 
knows on the first day how to secure its food and 
what to eat. It cannot be educated to any appre- 
ciable extent. But the human child is dependent 
from fifteen to twenty-one years and is able to re- 
ceive the very highest education of which we know. 
This idea, however, has been carried too far. Pos- 
sibly thinking that it showed a capability of being 
educated, young people have ‘extended, with their 
parents’ consent and complicity, the length of para- 
sitism. At any rate it is doubtless true that to-day 
young people become independent at a very much 
later age than formerly, and an increasing number 
of them fail to become independent at all. 


The Duty of the Individual 


The individual should at least, unless incapaci- 
tated by sickness or injury, take care of himself or 
be able to do so. This should apply in these times 
to women as well as men, since women are struggling 
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to get upon the same plane with the men. After a 
wage earner has made himself able to earn enough 
to live upon and to save enough to provide for acci- 
dent, sickness, old age, bad times and other unfore- 
seen contingencies, he becomes self-supporting and 
not until then. Until he is self-supporting he must 
be supported by others who have earned and saved 
an extra amount more than they need themselves. 
Forty per cent of all people belong to the self-sup- 
porting class, 40 per cent to the non-self-supporting 
class and the other 20 per cent must not only sup- 
port themselves and those dependent upon them, but 
also the 40 per cent who are not self-supporting. 
Notwithstanding the fact that they are obliged to 
do this, because of reasons already pointed out and 
especially because they make money in good times 
and even more in bad times, they usually are able to 
carry the load. And in carrying the load they de- 
velop themselves and their personal power to a very 
much greater extent than does any other class. It is 
from this 20 per cent class that come the captains 
of industry, the great constructive minds and the 
builders of the nation. It may occur at once that the 
artist and the literary man are usually considered 
unable to support themselves, or that they can do 
so only with great difficulty. Possibly this use to 
be so, but in modern times we hear less about it 
and begin to believe that the ability to create in an 
artistic way is not so very different from the ability 
to create in a practical way. In fact the whole trend 
of the last generation has been to reconcile the two 
and to make practical creation not ugly, but beauti- 
ful. There is no particular class of workers that 
we can put at once among the non-savers or the in- 
voluntary savers, it seems to be largely a matter of 
individual temperament and disposition or faulty 
training. 
First of All—Save 

Savings to lend, when other people need the money, 
bring twice the rate that they do in good times when 
other people do not need the money. Eight hours 
a day is too long a day when times are bad and there 
is not enough capital with which to provide work. 
Sixteen hours a day is not too long in harvest times, 
but 40 per cent, or the non-supporting, will only work 
about four hours a day when the harvests are good, 
because they do not have to; and only about four 
hours a day when the harvests are bad, because 
they cannot get any more work. School teachers 
and ministers get less than the average return in 
good times and more than the average return in 
bad times, but on the whole make just about the same 
return, working hours and responsibility considered, 
as any other class. 

The way to get rich, therefore, is, first of all, to 
become a saver. To do as the bees do—gather 
honey in the times when materials from which honey 
is made are plentiful—and to save it. That is in 
times of business prosperity to work as hard as pos- 
sible and save as much as possible. And be at such 
times in what might be called a pessimistic frame 
of mind that sees the times of depression that are to 
follow. Then when the periods of depression come, 
live as frugally as possible and save in every way. 


A Concrete Program 


Wealth comes to the one who follows this program 
both from his savings and from the fact that they 


(Continued on page 151) 
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The Business Getting Saddle Strap 


No. B182—Medium Brown Calf, Saddle Strap Oxford, Goodyear Wingfoot 
Rubber Heel, Code Word, Parker, Parisian Last. Price 


Ready to ship—Crossett quality and service 


Send for illustrated folder showing other Saddle Straps for Men and 
Women in Stock 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 


New York Salesroom San Francisco Salesroom Chicago Branch Boston Salesroom 
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There is only one | 


VICI KID 


There never has bee 
any other 
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| We want every shoe and leather 
man to realize that VICI and 
'FOERDERER are an inseparably 


} interwoven business fabric. 


| As maintainers of the reputation 
‘of VICI and FOERDERER we 


imust and will maintain VICI 


quality and improve it if possible. 


: Robert H. F an ae Inc. 


Sole Producers of Vici Kid 


Philadelphia - - ~- Pennsylvania 
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As We Expected, Our 


CHERRY SIDES 


Rec usa 


are making good shoes 


Watch Us—Something New Soon. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 223 W. Lake St., Chicago, Ill. 











BLACKS AND BROWNS IN STOCK 


Popular One-Straps for. Quick Turnover 





Black Kid | Tan Russia 


~~ SIZES IN STOCK 
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- <was See 
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R 258—Black Glazed Kid One Strap Pump, TERMS R 259—Tan Russia Calf One Strap Pump, 
Covered W: i Louis Heel, TURN. Net 30 Days d Wood Junior Louis Heel, TURN. 


eod Junior 
$6.00 $6.25 


JOY, CLARK & NIER, Inc. Rochester, N. Y. 
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EXHIBITORS 


Buek & Co. 

Ohio Leather Co. 
Smaltz-Goodwin Co. 
The Ferris Shoe Co. 
Barke-Gibbon Co. 

J. Edwards & Co., Inc. 


Shipley & Vaux Shoe Mfg. Co. 


Robert H. Foerderer, Inc. 
Mrs. A. R. King, Inc. 
Laird, Schober & Co. 
Donald Shoe Co. 

Perkins & McNeeley. 

W. E. Heffner Co. 
Schoelkopg & Co. 

Elkin Turn Shoe Co. 

J. G. Grieb & Son. 
Nahm Bros. 

R. D. Smith & Co. 

H. B. Hanford Co. 
Brooks Shoe Mfg. Co. 
Phila. Last & Pattern Co. 
Croxton Wood & Co. 


Richard White & Co. 

Cc. S. Gibbon Co. 

Ziegler Bros. Co 

Keystone Leather Co. 

Wm. H. Dorell & Son. 

The Shoe Retailer. 

Cc. C. Kempton & Son, Inc. 
The Annar Shoe Co. 

Kiddy Shoe Service, Inc. 
Amalgamated Leather Companies, Inc. 
Jno. G. Traver. 

Carlisle Shoe Co. 

Henry M. Willets, Inc. 

M. A. Smith’s Sons. 

Lenox Shoe Co. 

French Beading & Novelty Co. 
United Shoe Machinery Co. 
Lehigh Valley’ Shoe Co. 
Keystone Shoe Mfg. Co. 

Boot & Shoe Recorder Pub. Co. 
Howard S. Rue & Co. 

J. R. Newton & Co. 

Hallahan & Sons, Inc. 
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Big Shoes—Little Shoes 


—and all the shoes in between (we refer to value, not size) must involve the use 
of materials which are adjusted to the price at which the individual shoe is to be 
sold. 

The use of our “Doubletwill’’ Shoe Lining in a cheap shoe would undoubtedly 
add very substantially to its value, but it would be neither practical nor consider- 
ate if we were to urge the use of “Doubletwill’ upon every Shoe Manufacturer. 


Every shoe has its limitations as to cost. The problem is to make it as good 
as possible and still come within that cost limit. 


Recognizing this inevitable condition we have devoted ourselves to the 
development of various cloths which posses what we term “shoe lining value,” 
which means just this, viz.:—all the resistance of this peculiar kind of wear 
which can possibly be produced within a given price limit, and certainly re- 
sistance to wear is the one thing which gives value to any shoe. 


This is why we call attention not to one cloth but to a group of cloths, each 
one of which possesses special qualifications for this particular use. 


Rae wat aes FOR LESS MONEY 
Weaz Wel ne 
zroe unc Ml) TWIN-DRILL 
. _ SHOE LINING — 





| 
| 


PANY B NMA 


“FITNESS TO PURPOSE” PRODUCES FOR SHOE LININGS 
IS THE TRUEST GAUGE USE CLOTHS WHICH ARE 


FOR MEASURING VALUE MAXIMUM EFFICIENCY MADE TO BE SHOE LININGS 


eS 


Obviously, these cloths are not all equally good; but each one will yield the maximum 


the same opportunity as the builder of a Big Value Shoe to give Full Value in exchange 
for the price he asks—at least so far as the lining is concerned. 


We except no Shoe Manufacturer in making this statement, because there is no shoe 
made, however fine, which would not be rendered rarely attractive as well as durable if 
lined with ‘‘Doubletwill,”” and the ‘lowest and least’’ in the Shoe-Creation must be ade- 
quately lined if it is to yield a reasonable return in service. 


We know and can demonstrate the value of cloths which are built for this purpose. 
If everybody knew as much there would be a big jump in shoe-values in short order. 


Might it not pay to give the matter some thought? 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 


of wear for the price we ask; so that the man who is building a Little Value Shoe has just 
Wea 


i 
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IN STOCK 


No. 272—KID SANDAL, opera toe, 12/8 Gardiner’s Quality Comforts are Ne. a STOCK TIP OXFORD, 
: . 4 7 OF 25 . 2 ° medium toe, 8 rubber heel, gray ooze quar- 
leather heel. C, D and E 27 last..... $2.25 so accessible arried in stock tor lining, D, Band BM, 145 last....9R.00 
as they are in twenty-six styles— No. 40@—Ssame as above, but with 12/8 
oxfords, straps and sandals— _ '*!- i 2 eee $2.60 


high cuts and juliets. 





Send for catalog, or better still 
let us send you trial order se- 
lected from the styles shown 
here. 


H. K. GARDINER CO. 


Please Address my Nee to the Factory 
at 


ynn 
Factory: Boston Sample Room, No. 304—KID SANDAL, medium round 
No. 4510—KID SANDAL, medium toe, no 680 Washington St. Room 407, toe, 12/8 leather heel, C, D and BE, 30 
box, 9/8 rubber heel, B only, 145 last.82.00 Lynn, Mass. 183 Essex St. BM ccc ecciekGebeusenaneasetnenes $2.15 



































heaDY ror Decoration Day Specials 


TERMS: ~ SEND FOR 
NET 30 DAYS F.O.B. BOSTON Tom 4 . SAMPLE CASES 
SOLD IN 36 PAIR CASES ONLY eg 





peer 










No. B2260—Women's White Canvas Sport Ox- 
ford, brown cab trimmed, military heel, 
McKay sewed, white chrome slip. $2. 25 
Sizes: 2%/7, 3/7, 3/8, 4/8...... 


) , ACT QUICKLY 
Ne military heel, McKay sewed. €9'76 FIRST COME 
Set SPS PTS els Ce FIRST SERVED = No"2240—Women’s Brown Cab Oxford, mili- 


No. B2282—Sa tyle in Black Kid, tary heel, McKay sewed. Sizes: 
two a... ~ Law edaa a aaate $2.75 BFF, SIF, CLG vcccdccvcsivcecds $2.00 


Al O. WHOLESALE SHOES 
BS LTER SHOE Ct JOBS A SPECIALTY 
SOMETHING NEW 133-135 Essex Street, Boston, Mass. 
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Retailers: 


Kendex slip in- 
soles will not 
bunch, crack or 
curl. Packed one 
dozen pairs as- 
sorted sizes. Order 
‘a sample lot at 
once. 


Grade Up Your Line 


HEN a manufacturer puts Kendex 

Insoles in his shoes, he is grading up 
his line; he is making his shoes worth more 
to the merchant and consumer. 


Tests have proved that Kendex is. moisture 
proof; a non-conductor; will not shrink, 
swell, bunch or become hard; eliminates cal- 
louses. Absolutely fast color and will not 
stain even white sox. 


Kendex is made in all weights; in Oak, White, 
Black and Pearl Gray; it channels like leather ; 
trims to a clean edge and makes an excellent 
middle sole. 


Manufacturers, jobbers and shoe merchants 
who would like more information regarding 
Kendex are requested to write. 


Kenworthy Brothers Company 


Stoughton , Mass. 


Also 


Menworthy Brothers tal Canada Lt, St Johns, F. Qa. 
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T)? not delude your- ° . 
self into thinking ‘ashions 


that it’s sufficient to ° 
avorile 


say ‘make that style in 


kid.” eather 
Say SCHERER'’S and 


you'll get shoes that ‘ 
wear a quality badge. 
All the years of experi- 


ence and experiment 
which we have spent 
on SCHERER’S kid 
make a real difference. / 
Insist on SCHERER’S. Ower 
Our Most Demanded Colors 

SEA GULL GREY No. 23 

MIDNIGHT BLUE No. 14 

BELGIAN BLUE No. 21 

MAPLE BROWN No. 12 

BOOZIE BLUE No. 38 

HAVANA BROWN No. 10 

LIGHT BROWN No. 8 

BEAUTY BROWN No. 5 

CHAMPAGNE No. 18 

TERRA COTTA No. 3 


BRONZE No. 34 
WINE No. 6 

















Oscar Scherer & Bro., Jnc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. “Makes Better Shoes 


Originators of and Leaders in Fancy Colored Kid Still Better’ 
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A Shoe Merchant in 
Portland, Maine, Ordered 
Federal Arch-Lifts 


It was S. C. Whitmore of the Sample Shoe 
Store, Congress Street. 


A short time later he wrote us. Here’s a 
paragraph of his letter: 


“The box containing your ARCH- 
LIFTS had been opened about an hour 
when a customer came in with felt slip- 
pers on, and suffering with a fallen arch. 
Before she left the store we sold her a 
support for the right foot and a pair of 
shoes. We put them on her, and she 
walked away carrying the felt slippers 
under her arm.” 





Lift 

That 
Supports 
or 


Money 
Hefunded 


CHLEDEECERSRTRCRERECRSRRCROREEO CREE! 


Mr. Whitmore not only sold the arch-lift, 
but sold a pair of shoes. His experience 
will be yours if you feature ARCH- 


LIFTS. 
Never forget they have nothing in com- 
mon with the old-fashioned steel plates. . 








FEDERAL ARCH-LIFTS work 
nature’s way. ‘They contain no metal— 
no rubber—no leather. 


Get a sample dozen in your store. 


With this dozen we ship you striking 
window display outfit, newspaper electros, 
lantern slides, consumer booklets, etc., etc. 
If ordering single pair specify weight of 
customer. Sit down now and write us for 
further information. We’ll answer at 


once, and you’ll find the ARCH-LIFT 
story mighty interesting. 





Federal Arch-Lift Mfg. Co. 


168 Dartmouth St., Boston, Mass. 








5 
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RILEY’S White Shoes with Guaranteed Neolin Soles 


are proving big volume sellers for this season. They are made in three styles: Sport Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill — for delivery June 15th to July Ist. 





No. 2911—Women’s White Sea Island Can- 
vas One-Strap Pump, 14-8 inch heel, guar- 
anteed Neolin sole. 


No. 2902—Women’s White Sea Island Can- No. 2903—Women’s White Sea Island Can- 

vas Oxford, guaranteed Neolin sole, 14-8 vas Sport Oxford, guaranteed Neolin sole, 

inch heel, a ed inch heel. Trimmed in patent, tan or 
Ww. e. 





HESE are real shoes, and are made over our regular 

lasts, having the same fitting qualities as our other 

shoes. Each pair is made unbacked, therefore cool 
on the feet. Your trade will want these shoes this Spring 
and Summer. 


EADING shoe stores are now finding these styles 

excellent sellers, as indicated by large repeat 

orders. Here’s an example: One merchant’s orig- 
inal order for 4,000 pairs has brought a repeat order for 
2,000 more pairs, while another original order for 2,200 
pairs brought a repeat order for 1,500 more pairs. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG. CO. Columbus, Ohio 
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Attention to Staples Insures 
Profits 


LZ) 


Staple customers remain staple 
providing they can depend upon 
your service—sufficient sizes, care- 
ful fitting, comfort, wear and 


value. 


Fisher Shoes in your store makes 


No. 063—Ladies’ Tip Polish such service possible. The name No. 030—Ladies’ Juliet 


While the last over which this 
shoe is made is fashioned on easy 
lines, our Ladies’ Tip Polish is 
not barren of style. This model 
can be furnished with a plain toe 
if you prefer. 


of Fisher is significant of the best 
in slippers, house shoes and semi- 


dress footwear. 


Can be furnished with a plain toe 
or with a tip and comes in Turns 
and McKays, kid or cabretta, 
black or brown—rubber heels if 
you prefer them. 
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SHOE STORE 
SERVICE 


Section of the - 
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“87% will buy by the 
attraction of sight.” 


Babson Reports 
May 1921 






















Have you thought of the impor- 
tance of your window fixtures, in 
connection with the Sales Per- 





























centage? 











It is the business of our fixtures 
to sell your shoes. 





























We build Fixtures 100% to 






































Py make them cover the “Sales Ad- 
Jn vantage” you are entitled to. 
SHOW CASES ’ 
—— To realize the full benefit of our 









fixture service you will need our 
catalogs. Shall we mail you a set? 





G5 













HUGH LYONS & COMPANY 
Lansing, Michigan 






New York 
35 W. 32nd St. 






Chicago 
232 S. Franklin St. 























LIGHTING 
































S A SHOE MERCHANT, you sell something 
besides shoes. A shoe, because of its style, 
will sell for $12.00 per pair, but if the style 
demand shifts before you have sold out all of 
this pattern, these same shoes “drop” in value, 
often below the actual cost of manufacture. 
Therefore, you al something other than “just 
shoes.” 


You also sell “service,” for it is Good Service 
that draws customers and increases your sales 
and turn-over. 


You demand neat appearing, well mannered 
salespeople. Likewise fine looking, comfort- 
able chairs, with fitting stools to match, gives 
your store the advantage over your competitor. 


We show you how to get this desired result 
_ without obligation on your part. Send us an 
outline of your floor area and we will be glad to 
submit our ideas for all-around improvement. 

















MILWAUKEE CHAIR o 


Makers of Fime Chairs 


NEW YORK SEATTLE MINNEAPOLIS 
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MAKE TWO SALES GROW WHERE ONE GREW BEFORE 


When Mother brings 
Betty in for shoes 


you can sell them “ONYX” chil- 
dren’s socks. They are in the buy- 
ing mood. They are thinking 
about footwear. Mother’s practi- 
cal eye will be caught by the sturdy 
wearing qualities of these socks, 
while daughter will be delighted by 
the range of fancy tops to select 
from. 


—m. 
= 
~s° 
a 

. 


! 
Qf) 
Tay 


r Onyx” S 


Hosiery 


Children’s Socks 


come in Silk, Cotton, Mercerized Lisle, and Silk-plated, 
with a great variety of colored tops combinations of Old 
Rose, Reseda Green, Buttercup, Orchid and other popular chil- 
dren’s shades. 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
Broadway at 24th Street, New York 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


Chicago Office 36 South State Street 


Philadelphia Office 1033 Chestnut Steeet 
Boston Office 81 Bedford Street 
Buffalo Office Mutual Life Bldg., Pearl Street 


San Francisco Office 259 Geary Street 
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A Poor Shoe Cared For 
Has Something On The 
Good Shoe Neglected— 


TEL ESHSOHSSESOSSEESOSOESOOS HOSE OSE OH ES® 








Recommend to your cus- 
tomers the use of “Miller” 
Shoe Trees. You will be 
doing them a kindness and 
yourself a business benefit. 


MILLER 


PESSTT VENTILATED 
SHOE TREES 





¢ 

¢ 

¢ 

¢ 

+ 

¢ 

o 

° 

$ add to the life, appearance 
¢ 

$ Mlustration and comfort of all shoes. 
4 Patented “‘Pack-Flat”” Model . 

$ They satisfy a real need of 
; 
+ 
¢ 
© 


Women’s Ventilated Pack-Flat No. 298X 
Men’s Ventilated Pack-Flat No. 250 : 
every man and woman who 


' Send for Catalogue, today. 


is well shod. 


: O. A. MILLER TREEING MACHINE CO. 
3 SHOE TREE DIVISION 


BROCKTON, MASS. 
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How Findings Help Shoe Sales 


There has been a whole lot of self-evident theory 


the weather. In Europe they are a part of the man’s 


uttered as to how the sale of shoes directly helps in dress. As for walking sticks, one keen observer points 


the sale of findings, but we put the proposition on a 
different footing. We say that the sale of findings 
often promotes the sale of shoes. 


For example, Harry 
McLaughlin of the Pot- 
ter Shoe Co., Cincinnati, 
Ohio, placed his hosiery 
department, repair de- 
partment and shoe shine 
department in the base- 
ment. 

He did this for just 
one purpose —to make a 
thoroughfare into the 
basement so that more 
people would have an op- 
portunity to see the bar- 
gains there offered. He 
says that the reason why 
department stores are so 
successful in their bar- 
gain basements is because 
of the fact that so many 
people go in for some 
other article and have an 
opportunity of seeing 
footwear bargains. With- 
out the throng on a thor- 
oughfare, there would be 
no really bargain bhase- 
ment business in foot- 
wear. 

Another point on find- 
ings: 

The real smart men’s 
shoe shop which shows 
gloves, canes and garters 
has an opportunity of at- 
tracting customers. When 
they come into buy the 
lesser incidentals, they 
are often found to have 
an interest in another 
pair of shoes. Gloves in 
this country are worn by 
men for protection from 








Merchandising Calendar for June 


June 1 — June4—The month of Roses, June 

Brides and Commencements. 
A great month for “feature” 
advertising and window trim- 
ming. 
Watch stock records carefully. 
Stocks should begin to dimin- 
ish rapidly. The day of long 
profit taking is past. Rapid 
turn-over is the only chance 
to make satisfactory net 
profit. 

June 6 — June 11—Sport and outing footwear 
should be featured in adver- 
tising and in window trims— 
Summer vacation time. 

June 13—June 18 —Flag day (June 14)—-special 
trimmings for window and in- 
terior of store. Advertising 
space in newspaper devoted to 
patriotic editorial. 

Feature tennis and summer 
rubber sole footwear; chil- 
dren’s barefoot sandals, play 
oxfords, etc. 

Monthly meeting of sales 
force. Topic, “Fabrics Used 
in Shoe Construction.” 

June 20—June 25 —Make plans for mid-summer 
sales. Map out advertising 
campaign and busy on bill- 
boards, window cards, direct 
by mail and newspaper ads. 
Keep windows and store inte- 
rior “dolled up.” Enthuse 
salespeople by adding more 
lines to “sppecial section and 
readjusting P. M.’s 

June 27 — July 2—Prepare Fourth of July win- 
dow and interior store decora- 
tion. Newspaper ad should 
reflect the great national 
event. Get monthly state- 
ments in mail. 








out that more are worn in London than the entire 
United States, and the strange but true fact is that 
smart gloves and walking sticks presuppose smartness 


in footwear. 


SPATS TO THE FRONT 
FOR FALL 


The cleverly designed 
novelty spat must be 
given careful considera- 
tion for the coming fall 
and winter seasons. In- 
asmuch as low shoes 
promise to be popular 
even during the cold 
weather, Milady will se- 
lect the attractive spat 
as an aid to comfort. 
no single item adds so 
smart a touch to a wom- 
an’s costume. 

The alert dealer will 
do well to place orders 
for novelty spats as early 
as possible in order that 
he may be insured deliv- 
ery in time for an easy 
fall showing. Displaying 
the new novelty spats 
will surely create addi- 
tional sales and bring 
many new customers who 
are always on the watch 
for something “new” and 
“different.” 

Spats to be really pop- 
ular must be in keeping 
with the style trend— 
must harmonize as to 
color, fit and trimmings. 
The regular side button 
spat 12-in. pattern will 
be in vogue, though the 
9-in. pattern will meet 
with some favor. 
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Shoe Store Stock Records 


By R. G. FULLER 


Manager of Systems for 
Tallman, Robbins & Co. 


During the period of prosperity from which we 
have just emerged, it required little or no supervision 
of expense or mark down and no caution in buying. 
The most conservative became careless. 

Under normal or adverse conditions, however, the 
merchant must develop more careful buying habits. 

The oustanding reason for taking a mark down is 
poor buying. To avoid it you must: 

First—Buy the kind of shoes your customers want. 

Second—Have them in when the customer calls. 

Third—Buy in the right quantity. 

Fourth—Mark the goods at fair prices. 

To do this wisely a stock record will aid you. 


What Records Should Show 


A proper stock record should show the style, leather, 
width, size and quantity of goods on order. It should 
also show the sales in each of these divisions and the 
balance of each kind on hand at all times. It should 
also show the date and from whom ordered and the 
date received. By enabling you to buy wisely it de- 
feats the swallower of profits, mark down, and pro- 
motes turnover. Stock turnover is the secret of suc- 
cess in the running of a store. 

The first thing necessary in starting a stock record 
is to decide on the divisions or departments of stock. 
To do this we suggest the following numbering 


First—Arrange stock by departments, designating 
same by a letter of the alphabet. 

A—Women’s. 

B—Men’s. 

C—Misses and Children’s. 

D—Boys and Youths. 

E—House slippers (men’s and women’s). 

F—Rubbers. 

G—aAccessories (laces, polishes, insoles, foot ap- 
pliances, etc.). 

H—Repair department. 


Arrangement of Stock Numbers 


Second—Arrange stock numbers according to leath- 
ers or materials in vamps of shoes. The figures in 
this group are used as first digit of the stock number. 

1—Special. 

2—Black kid, Colt and Kangaroo. 

3—Gunmetal, boarded calf, black side leather, etc. 

4—Patent leather. 

5—Brown kid, brown kangaroo, etc. 

6—Tan calf, tan boarded, tan side, etc. 

7—White and fancy colored leathers (not brown 
and tan). 

8—White fabrics. 

9—Satin, gold cloth, silver cloth, etc. 

Third—Style or type of shoe represents second digit 
of stock number. 





DATE REC'D, Cotnter 3.IQtE 








RECEIVING SLIP 


RECEIVED FROM Cetre Shoe Con fanny, 


No__£2 
OUR STOCK No. GE7CE 


FACTORY LINING No._5 767-2 














Graton Mae 


INVOICE NOo.__2 47% 
DATE OF INVOICE F/30/16 
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ORDERS PLACED 


DATE ORDER 


1—Lace boot. 

2—Buttoned boot. 

8—Congress boot. 

4—Oxford. iy 

5—Strap slipper. 7% ey oP een 

6—Pump or Colonial. 

On the sales ticket the prefix (A, B, C, etc.) will 
designate the department and show whether men’s, 
women’s, misses and children’s, etc. The first digit 
will show the kind of leather, fabric, etc. The second 
digit will show the style or type of shoe. The third 
and fourth digits will show the particular shoe repre- 
sented on the sales slip. 


Few Numbers Advisable 


By this arrangement ninety-nine numbers are avail- 
able in each particular kind of leather or material, 
consequently this system can be used for very large 
stock or for a small stock. 

It is simple and yet comprehensive, as the stock 
number would read on a sales ticket. A24 would rep- 
resent a woman’s black kid oxford. 

The last two digits should be made to represent the 
quality, the lower stock numbers to represent the 
lower grade and lower priced shoes and the high num- 
ber to represent those of higher prices. 

It is advisable to have as few stock numbers as pos- 
sible, consequently as a number is sold out a new 
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STOCK. SHEET 
= 


Mae 


shoe can be put in to represent that same stock 
number. 


How to Handle New Numbers 


Where a new lot is bought to fill in with an older 
lot and the new lot is not exactly like the older one, it 
is a good idea to put a prefix (X) in front of the first 
digit of the older shoe in stock. By this arrangement 
the clerks will be able to sell out the older shoes in 
preference to the newer ones. 

By arranging the stock in departments, as sug- 
gested, by alphabetical letters, a separate accounting 
can be kept for each of these departments so that the 
merchants may know at all times which department is 
going ahead and which one is slipping. 

By frequent reference to his stock record sheets he 
may know exactly how each shoe is moving and in 
this way put selling pressure behind the “Shelf 
Warmers.” 

The stock records here described consist of two 
forms, the Stock Record Sheet and the Receiving Slip. 


Separate Sheet for Each Number 
Make out a sperate stock sheet for each number and 
file the sheets numerically under each department let- 
ter. When an order is placed with the jobber, enter 
in the “Orders Placed” division of the stock sheets, as 
illustrated in cut, showing the jobber’s name and 
(Continued on page 77) 
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A Monthly Show Card. 
for Progheestos ves <Any 


Beautiful Antique Card F 
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; ts at the start of service~ 
and Sixteen Hand Designed ~Season- 
able, Hand Colored Show Cards sent 
prepaid each month 





Start now with 
this month's issue 
-It's a2 winner ! 


ra 
Send Thie, —-~ ‘geers tie 
“ Standard Bldg. 
we Chicago tilinois 
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| Sell Your Customers 


Foot Comfort 








and 


FOR TIRED““/ 
ACHING of, 





P & V Shoe Powder relieves per- 
spiration and makes the feet com- 
fortable, in addition to preserving 
the leather and life of the shoes. 


During the summer you have many 
requests come into your store for 
something that will relieve tired, 
perspiring and aching feet. You 
can fill that demand with P & V 
Shoe Powder. 


Two dozen 25c sellers packed in an 
attractive Display Stand, with 
which we include advertising ma- 
terial, cost you $3.50. Order from 
your jobber, or write direct to 


Pfister & Vogel Leather Co. 








F 





Fd 
- ( This request incurs no obligation whatever ) 


Milwaukee Wisconsin 
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Idea No. 1 


The Salesmanship of Windows 


forethought, consideration and the selection of the 
right merchandise that is to be shown. 


There has never been a time when show windows 
have played such an important part in the retail 
business—and there has never been a time in the 
history of retailing when show windows will prove 
so productive in sales if handled in a proper man- 
ner as now. 

A good window display is but one degree removed 
from the actual selling of the merchandise. 


First—Attract Attention 


The first requisite in selling is to attract atten- 
tion, then you must, by the proper handling of the 
display, arouse interest, create desire, convince and 
close the sale. . 

These are the essentials to every sale and the first 
of these is accomplished by effective display and 
the arrangement of the merchandise in the most at- 
tractive manner amid the most suitable surround- 
ings. 

Plan and Prepare 

Effective show window displays is the desire of 
every merchant, as they realize more and more each 
day the importance of their display front and the 
effect it has on the people in the community as a 
sales-making factor. 

The trimming of a show window does not call for 
a great deal of time, nor does it necessarily mean 
a great outlay of money, but it does require careful 


The Window as a Stage 


The show window should be regarded as a stage 
for the exercise of the highest qualities of intelli- 
gence, imagination and ingenuity possessed by who- 
ever has charge of the show windows. 

It is conceded by all that the character of the 
store and its methods of doing business is revealed 
by the appearance of the show windows, so in face 
of this fact one cannot be too careful in laying out, 
planning and installing what we all would like to 
have, worth-while displays. Nobody wants his win- 
dows to be classed among the also-rans. 


Important Essential of Display 


One of the most important essentials of modern 
show window displays and one of the cardinal attrib- 
utes of a well dressed window is the background treat- 
ment. A back setting that will show off the merchan- 
dise in the best possible manner and be in perfect 
keeping with the display. 

Many displays striking and interesting in their ar- 
rangement, fail because they are robbed of their ef- 
fectiveness by not having the proper kind of a back- 


ground. 
(Continued on page 75) 
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AN excellent preparation, which 
for quick results cannot be too 


highly recommended. 

It is easy to use, and harmless to use, 
on finest buck, suede and canvas 
shoes. 

White shoes can be made to retain 
their freshness indefinitely by regu- 
larity in use of 


WHITTEMORE’S 
BAG POWDER 


You can order through your jobber, to 
whom we suggest you send liberal 
quantity orders, as when once started 
retail sales generally jump to most 
gratifying proportions. Here is a 
white shoe preparation women and men 
like. 


A Customer Retainer 


IMPORTANT— 


One time sales are all right. Repeated patron- 
age is better. Just the thoughtfulness of little 
services like preventing the pumps you sell from 
slipping at the heel welds your trade to you in 
permanent fashion. 

No sewing or stitching—the Gilco elas- 

tic tape is attached by simply moistening 

the surface of the Gilco Retainer. 

Assorted Colors $1.75 per dozen pair. 


If Your Jobber Can’t Supply You—Write US 


Wire Suede 
Brushes for - 
turning the nap 
on Suede Shoes. 
Wire Bristles. 
Price $2.50 per 


dozen. 


E. T. GILBERT 


fred int quick eaing strap pam leo MANUFACTURING CO. 


by using Gilco patent straps. Many 
shapes and colors—ask for informa- 


tion. 


ROCHESTER NEW YORK 
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The merchandise on display may have been bought 
right, priced right, and advertised right, but the 
psychology of sales must be credited to display, it is 
the show window that puts over your merchandising 
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around and giving them a new color scheme entire 

new and attractive settings could be made. 
The designs as illustrated are simple in construc- 
tion, elastic in their measure and can be made to fit 
any size window by making the 





various parts in proportion to the 








size of the window. 
Idea No. 1 


Our first illustration shows a new 
and novel treatment for a show win- 
dow. This design is shown as used 
in a window having a drapery back 


























but may be used to just as good ad- 
vantage in windows where a plain 
wood panel back is installed. 

The extreme simplicity of design 
is what appeals and makes it an 
ideal setting for practically any line 
of shoes. 

The entire setting is made of wall 
board. The tall center panel is 
made by tacking wall board to % x 
2 inch strips and painted a pea 
green shade, or it may be covered 
with a painting as is illustrated. 
This painting can be done in poster 
effect and may be purchased from 
any firm dealing in scenic back- 
grounds for windows at about 50c 





























Idea No. 2 


message, causes the desire and clinches the sale. 
The merchant who has found out these telling ar- 

guments of show window display, is the one who is 

doing business and cutting the keen 

edge of friction in the thick of com- 

petition by keeping his show win- 

dows looking fit and making them 

reflect the spirit of his store and 

business dealings. 


Some Decorative Ideas 


One pf the important phases of 
window display work is the neces- 
sity at times for quick changes. 

In making these changes it is al- 
ways advisable to make the display 
that is to be installed radically dif- 
ferent from the one preceding so 
that the people who pass your store 
will realize that a change has taken 
place in your window and that you 
have a new selling message for 
them. 

This method of procedure arouses 
new. interest in your goods and 
gives the impression that you are up 
and doing all the time with some- 
thing new. 


Some New Ideas 


The man who is looking for some 
new ideas to incorporate in his trim 
will find a hint from the ideas we illustrate and de- 
scribe in this issue of the BOOT AND SHOE RECORDER. 
In working out these ideas our display expert had 
the thought in mind to present something which by 
simply changing the various parts of these setting 


per square foot. At each side of the 
center panel are two strips of wall 
board painted a pea green color, using alabastine or 
any other cold water paint. The side flank pieces are 
cut from wall board in the shape shown and arranged 


Idea No. 3 


as designed. These side panels are treated in the 
same color scheme as the balance of the setting. 

The side flank pieces are decorated by means of 
light lattice strips painted black and arranged in the 


manner shown. (Continued om page 77) 
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Enhance the Beauty and Selling Values of 
Your Summer Displays 


Adler-Jones 


Decorations 
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Litt MRURAUEERUGUURECOSEERENOOGHEOOENROOOOUAEOOUUSOOOOSESEOOOSEEESOOUELOOOUEEEORSOEEAS 


Combining Originality of Design—Quality Perfection— 
Economy 


Special Pansy ee THE ADLER-J ONES CO. 
“——a” 206 So. Wabash Avenue Chicago 


Any Finish 


LETT 


JORRERURERRCRROORCCCRRRERORREORREE 


SURRCSROOCRRORREOURRREORERR 


Be Sure That Your Name Is on Our Fall Catalogue List. 
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a 


LE 


THE SHOE STORE BEAUTIFUL 
i NOTICE 


For several years this Company has been issuing 
books under the title, “The Shoe Store Beautiful” 
(copyrighted), identifying this title with and ex- 
pressive of the character of AMERICAN INTER- 
LOCKING CHAIRS FOR SHOE STORES in 
“The Boot and Shoe Recorder” and other publica- 
tions. The successive publications of this book are 


all copyrighted. 


A manufacturer of conventional 4 legged chairs 
not realizing the truth of the bromide—‘Imitation 
is the sincerest flattery”—is using our copyrighted 
title (a matter referred to our Legal Department) 
in violation at least of business ethics and with the 
probable result in some cases of buyers of Shoe 
Store Seating erroneously thinking the chairs of- 
fered represent what our years of experiment and 
labor, experience and advertising have developed 
into the perfect form of Shoe Store Seating— 
AMERICAN INTERLOCKING CHAIRS. 

To be sure of getting chairs appropriate 


to “The Shoe Store Beautiful” write direct 
to our headquarters. 


AMERICAN SEATING CO. 


Reproduction of Our Catalogue Cover General Offices and Sales Rooms, 
(Copyright on title page) 1016 Lytton Building, Chicago 
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(Continued from page 71) 
other information at the top of the sheets. 

When goods are received and checked, they are first 
entered on the receiving slip as illustrated and from 
there transferred to the stock sheet, making a tally 
for each different size and width. 

From your sales slips at the end of each day’s busi- 
ness, the sale of each pair is checked out on the stock 
sheet by marking a short line across a tally of the 
size and width sold. Any shoes that are returned are 
restored to stock and indicated on the stock sheet 
under the proper number, size and width. 


Keeping Track of Daily Sales 


You should also keep track of the total number of 
pairs of each kind sold every day. Enter this figure 
in the summary on the right hand side of the stock 
record sheet. Thus, if you receive on an order 48 
pairs of shoes of one kind and sold 4 pairs of that 
number, you would enter the 48 pairs in the Received 
column of the summary and 4 pairs in the Sold col- 
umn and 44 pairs in the Balance on Hand column. 

In the same way shoes are entered in the Return 
column of the summary and the number added to the 
previous amount shown in the On Hand column. The 
Balance on Hand column should always balance with 
the total tally on the body of the sheet. Once a month 
a total of the balance on hand of each number should 
be extended into money. The sum of all these totals 
under each department should be made. The grand 
total of all departments should be considered as your 
inventory of merchandise for your balance sheet. 

WATCH YOUR STOCK RECORDS. Keep a sharp 
eye on what kinds of stock are the best sellers. By 
watching these you can do more business on less cap- 
ital. Instead of putting in a large stock of all kinds, 
you will buy those that sell quickest, thus turning cap- 
ital invested every time you sell out that particular 


kind of stock. 


(Continued from page 75) 

Just in front of the center panel is a low plateau 
made of wall board and painted pea green in color. 
The central part of the plateau top is painted black 
or a piece of black felt is laid on smoothly. 

This design gives plenty of breathing space for the 
display of merchandise which may be made on shoe 
stands, glass top stands, etc. The introduction of 
several pieces of wicker furniture such as small chairs 
and tables would make very attractive fixtures upon 
which to display the merchandise. 


Idea No. 2 


In the second illustration we show an entirely dif- 
ferent window background made from the same pieces 
as were used in the window design as described above. 
The construction is the same and the color scheme has 
been changed from pea green to a cream color. It will 
be noticed that the center panel has been turned up- 
side down. The side flank pieces have been reversed 
and are used by making up a little lattice, paint- 
ing them gold and using them at the top of the panel 
as is illustrated. 

The arrangement of the flowers and foliage on the 
lattice is clearly shown. 

On the face of the center panel narrow gold pic- 
ture frame moulding is tacked. This moulding can 
frame a neat show card which will carry a message in 
regard to the shoes on display, something similar to 
that as illustrated. 
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Idea No. 3 


The idea we illustrate here makes very good setting 
for the display of white shoes, oxfords and pumps. 
This design is constructed of wall board cut out in | 
the shape shown and consists of three pieces and | 
small lattice pieces. The center circular cutout is 
painted a light blue color using any kind of cold 
water paint. The lattice pieces are made of light 
strips and painted gold. The center lattice which 
backs up the opening in the cutout is made in the 
same manner and painted gold. 

The small side flank pieces are cut from wall board 
and arranged as shown. These are painted the same 
color as the center cutout. 


Arrangement of Cutout 


Upon the lattice work and over the front of the 
center cutout is arranged the flowers and foliage. In 
selecting the flowers for this decoration small pink 
roses with summer green foliage will give the best 
color harmony. The low plateau is made of wall board 
and painted light blue. 

This design may be changed by simply changing 
the color scheme and removing the lattice work back 
of the center opening and placing a scenic painting 
or a sign in the opening. : 

Make a re-arrangement of the flowers on the lattice 
and then place a tall wicker vase filled with flowers 
and foliage on the low plateau at each side of the 
cutout. 

Space will not permit us to illustrate other changes 
and combinations of the various pieces used in con- 
structing the backgrounds as illustrated here but by 
experimenting you may get up ideas which will be 
quite attractive for future displays. 








(Continued from page 35) 
shoemaking, we believe that there are not yet 
enough shapes and sizes of shoes to get all shoes 
fitted right. 
“It is our humble opinion that there is still 
abundant room for the development of that idea 
of “getting more shoes fitted right.” 


The Shoe Traveler’s Ex- 
penses 


“Expenses for travel might be brought back 
to normal,” remarks a traveling man, “to the all 
around benefit of the shoe trade. 

“For traveling I used to allow $100 a week and 
to make two trips a year, each of four weeks and 
my total traveling expenses for the year were 
around $800, well under $1,000, you see. 

“These days traveling costs me from $200 to 
$250 a week, I make six trips where I made two, 
and I am on the road at least twenty weeks in a 
year. My traveling expenses run up around 
$4,000 a year and are four times what they were 
in the days of normalcy. 

“High transportation costs is one reason for the 
big increase in my traveling expenses. They 
should be reduced.” 
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DrScholls fifth annual 
“Joot Comfort Week, 
June 18th to 25th 


Ae ee 


Your ple will read these Ads. The question 
is:— re can they buy the Foot Comfort 
Appliances and Remedies described there? 





Make These Ads 
Work for You 


Your people read these magazines. 
They will read this powerful Dr. 
Scholl’s Foot Comfort Week adver- 
tising. It is put up in such big space 
that one can’t miss it. The question 
is Where are they going to buy the 
Dr. Scholl’s Appliances and Reme- 
dies described there? 


Tell them they can buy them in Your 
Store. Tell them in your local news- 
papers. We'll furnish you with plates. 
Tell them again in your window. 
We'll furnish the trim. Put in a Dr. 
Scholl window trim for this one week 
of tremendous advertising—Dr. 
Scholl’s Foot Comfort Week, June 18 
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to 25. 
That’s the way you can make these 
ads work for you. 


And the other Selling Helps we have 
made up for you. Booklets, Pack- 
age Inserts, Movie Slides—and we 
imprint your name and address on 
every one of them. Why not send in 
for them now and use them during 
this big week of National Magazine 


Advertising ? 
Use the coupon! 


Tell people during Foot Comfort Week—in your 
windows, in your local papers—that You are 
the Dr. Scholl Dealer in Your town. 

me 
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Ladies’ Size, ‘‘Autopoint’’ 
Lead Pencil, Gold Filled 
beautifully chased, in velvet 
lined, jeweler’s case. Value 

: $5.00 


You can Win. This chance is made to 
order for you. Towns over 10,000 com- 
pete separately. Towns less than 
10,000 compete separately. 


An equal chance for all. 


And better still—Everyone who enters 
the contest gets a prize. Beat that if 
you can. There are no blanks in this 
contest, but you must be sure to follow 
the conditions. 


CASH PRIZES 
Towns 10,000 and over 
ie mererrer rr oe ee $100.00 
eS: . :  p BG sendcaes sees~ bee dee << 50.00 
SE es A Pers Tee re ot ee 25.00 
A rrr tc ere eo er 15.00 
eS, reer er re er each 10.00 


ee 


339 Broadway 
New York, N. Y. 


211 West Schiller St. 
Chicago, Ill. 


One thousand dollars 


in prizes for the best Window Jrims 


And all those who fail to win one of case. Value $5.00. 
the cash prizes get one of these Gold 
Filled, “‘Autopoint” pencils, the regu- 
lar $5.00 value. 


choose from, Ladies’ or Men's. 


You Can Win One of These Prizes 





Write today for Free Materials and don’t 
forget the dates—June 18th to 25th. 


The Scholl Mfg. Co. : ” 


World’s Largest Makers of Foot Comfort Appliances 


112 Adelaide St., E. 
Toronto, Canada 





Men’s Size, ‘‘Autopoint’’ Lead 
Pencil. Gold Filled, beautifully 
chased in velvet lined, jeweler’s 
















Two designs to 







Towns less than 10,000 









Oe ar rer rere ee Gren irae arr $100.00 
MGT. daa de aS oardid ee ote a deo sOTE MRE 50.00 
ESS cigs otis asudcatacad tase SR eed 25.00 
| A ee ee 15.00 
Dee TE MBs sco cc ac lecece os eau each 10.00 

1 Lalli ee PRP OT ERE LEER AEE ITI Prete re each 5.00 






Simply send in a photo of your Dr. 
Scholl Foot Comfort Week Window 
Trim with your name and address and 
that of your store written plainly on the 
back and give your town population. 










It must, of course, feature Dr. Scholl 
service and it must be used in the win- 
dow during Foot Comfort Week. 






Make up your mind to get in on this. 
One of these $5.00 pencils is certainly 
worth an hour in the window and you’re 
absolutely certain to win either a cash 
prize or a pencil. 









rod Brings 
Full Supply 
oe of Material. 





@° The Scholl Mfg. Co., 
e 213 W. Schiller St., 
Roa Chicago, Ill. 





e Gentlemen:—I wish to 
rod cash in on this Nation- 
Wide Advertising you are 






e doing in connection with Dr. 
+. Scholl’s Foot Comfort Week. 
e Send me, without charge, a com- 






2 plete supply of Selling Helps and 
o Window Trim material. x2 






ee ee et 


ee es | 





80 


BOOT AND SHOE RECORDER 


May 28, 1921 














Rhinestone Buttons 
the Latest Novelty 


for Women’s ml Shoes 


The old buttons are easily removed 
and the novelty buttons attached. 
Your customer has a better looking 
shoe and you make an extra sale. 


= 
Our line includes buttons in silver 
and gold finish, with one or more 
Rhinestones. Be quick to feature 
this latest novelty in your store. 


Send for samples and prices today. 


Dalrymple-Pulsifer Co., Haverhill, Mass. 


Boston Office: Corner Lincoln and Essex Streets 





Many retailers are converting 
plain pumps into popular effects 
by use of ‘‘Dalco’” beaded straps. 
These, with Rhinestone buttons 
make an ideal combination. 






















, 1 Dozen $1.75 
Price | Gross 18.00 


Samples sent FREE. 


Write for samp’e and see 
for yourself. 
a ni Hi ae 


MGMT. int VAN YE sf) 








It is a Perfect cleanser and dressing which not 
only gives an even and beautiful white but _ 
POSITIVELY WILL NOT RUB OFF. asl Z 











The Calls Repeat 
wounnl | (Ver You spar 


‘WONDRWITE: _ 


Leads in shoe cleaners for Ca d Nubuck. 
nvas and Nu ut at rE 
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213 MILWAUKEE AVENUE CHICAGO. ILLINOIS. U.S.A. 
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SUEDE AND NAPPY LEATHER FOOTWEAR 
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Grifin White Kidine 


For all white kid shoes. A per- 

fect white cleaner that gives a 

kid glove finish, 

Small on Size, $15.60 Gross, 
1.85 Doz. 





Griffin Suede Powder 


Large me). =, $21.60 Gross, 
In the pad bottom tin. Cleans ; 


Ih 
ee I 


, 


et 
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Griffin Lotion Cream 
In white, black, light tan, 
Havana brown, dark brown, light 
gray and dark gray. Cleans, 
softens and polishes all kid 
leather. Contains no injurious 
acids. It is to the leather what 
cold cream is to the skin. 

8 os, Size, $21.60 Gross, 

$2.00 Doz. 





GR 
white KIDINE | 
FOR wet E m'D Sow 
THER TS NOTHING URE oy 














Griffin Peuerwhite 





and restores color and surface in- 
stantly. The pad is absolutely 
effective. In white, chamois, 
fawn, field mouse, gray fawn, 


medium and dark gray, black. 


The Right Shoe Dressings 


Cleaner 
For all white shoes except kid. 
A - “re cleaner, not a white- 
wash. 





champagne, ivory, light, medium, * 
dark and y castor, light olive, 3% oz Folding Top Carton— 
seal. and nigger brown, light. for Spring $18.00 Gross, $1.55 Dos. 


5 oz. Size, Neck Box— 








$20.20 Gross, $1.85 Doz. 


67-69 MURRAY STREET 


$21.60 Gross, $1.90 Des. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


NEW YORK, U. S. A. 
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BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 




















Over a Quarter 
Million and 
Still Going 
Strong 


Are you getting your 
share? 





Already the Jung Arch Brace is giving comfort and support— 


properly applied—to over a quarter million people. 


The demand 


is stronger than ever. Repair shops, retail stores, foot specialists 


make quick profits on it. Retail price $1.00. 
Let us send you OUR TRIAL OFFER. 


THE JUNG ARCH BRACE CO. 
Jung Building 
CINCINNATI, OHIO 


BUNGS 


ARCH BRACES 
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REPCO—your customers want it 





* Seder is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 







Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 














For sale by Shoe Findings Jobbers. Better order 


some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
















































No. 301 





Colonial Tongues or Straps 


This is what we make and what you need 
now. You will always have a stylish shoe 
by using Vanity made ornaments. Colonial 
tongues, covered buckles, bows in all com- 
3 binations of leather, canvas and satin, will 
give you satisfaction as well as our straps. 







Classic Design in 
THONET BENTWOOD 























Stock patterns and apectes designs. 


Prices range for armchairs $8.50 up; YOUR OWN 
stools $6.00 up. DECORATOR 
will equip your 


TION | i] store with the 
newest Thonet 
Chairs and 

Imported Stools. 

BENT WOOD 3222" 


THONET 
Madison Ave. at 47th St., New York City 
World’s Largest Manufacturers of BENTWOOD Chairs 


Write for samples. 

















The Vanity Novelty Works 


Designers and Manufacturers of 


SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 
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This letter says to 


Shoe Store Owners: 


A Progressive 
Repair Depart- 
ment in your 
store will add 
to your profits. 


It will do more than 
that, too. 








A Progressive Repair Department 
will broaden the service you can give to your trade; 
and in these days of keener competition, it is the store that gives the bet- 
ter service that is more certain to experience continued success. 
But it must be a “Progressive,” not just a “Repair Department,” for 
those advantages in design of equipment that make for the most profit- 
able operation are distinctive of Progressive machines. 


Just say, “I’m inter- 
ested,” on a postcard, 
and we will send our 
Catalog 18B with full 


information. 


Progressive Shoe Machinery Co., 


mA VAR DASS S 


Me AANAAa AS 


Minneapolis, Minn. 
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PRICE 


UVENILE SHOE SYSTEM FOOTWEAR iS 
NOW BACK TO A NORMAL LOW PRICE 
LEVEL WITH THE SAME HIGH QUALITY 
MATERIALS AND WORKMANSHIP 




























CONSTRUCTION 


THE ILLUSTRATED PATTERN NO 40 |1S CON- 

STRUCTED OF GENUINE CALFSKIN AND TOP GRADE 

KID; OAK SOLES: ALL LEATHER INNERSOLES. 

COUNTERS AND HEELS; © RED-LINE-IN" LINING: 
i GENUINE GOODYEAR STITCHED 


BLACK KID 
MAHOGANY CALF 
BLACK CALF 


12-2 HEEL bX to) 
8'v-11'» SPRING HEEL 3.00 
5-8 SPRING HEEL 2.75 
2-5 SPRING HEEL 2.25 


DISTRIBUTED UNDER THE FOLLOWING BRANDS 


KEWPIE TWINS 
PUNCH AND JUDY 

LITTLE JACK HORNER 

PLAY HOUSE MISS. HAVERFIELD 
FAIRY TALE 









SOLD BY OUR AUTHORIZED DISTRIBUTORS 






WRITE OR WIRE FOR NEAREST SHIPPING POINT 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 


SAINT LOUIS. U SA 















FACTORIES 








CARTHAGE MO BELOIT. WIS AURORA MO 





PATTERN Wo. 40 
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SHOEING THE JUNE BRIDE 


Retail Shoe Stores Selling Attractive 
Footwear for Weddings 


One of the interesting features of 
trade in retail shoes stores and 
shoe departments has been the dis- 
play and sale of attractive footwear 
for May and June weddings. And 
shoes are being trimmed in a design 
to match costumes. For instance, at 
one of the leading retail shoe stores, 
a white kid one-strap had been pur- 
chased by a woman who was to wear 
same with a gown which was deco- 
rated with pearl beads in feather de- 
sign. As the shoes the customer 
wished carried no beading, the woman 
manager of the shoe department was 
instructed to decorate the shoe in a 
beaded feather design to match that 
on the gown. 

White kid is a favorite shoe for 
weddings, with the white satin opera 
a close second. Silver and gold cloth, 
plain and brocaded, in plain pumps 
and strap effects, are also popular. 
The popularity of the white kid one- 
strap is ascribed to the fact that it 
can afterwards be worn for a street 
shoe, and with the many cieaners now 
on the market, it is a practical invest- 
ment. 

Recently one of the big store win- 
dows carried a display of wedding 
gowns and shoes. A bridal group was 
represented—with bride and groom, 
father and mother, best man, flower 
girls, ring bearer and small boys, thus 
bringing in a wide range of footwear 
which could be worn by the entire 
family for weddings. 

Wide Size Range 

“And in wedding slippers, it is well 
to have a wide assortment of sizes,” 
said Miss Waugh, in charge of the 
slipper department of the Walk-Over 
Shop, Tremont Street. “As an illus- 
tration, a week ago, I had six brides 
to equip. It was necessary to fit one 
to an 8AA; another took a 24%4B, and 
here recently & woman came rushing 


in at 5.80 P. M., whom I was obliged 


to fit tow 6% AAA. 


Walk-Over Salesforce Increased 
The ,Walk-Over Shop, ‘Tremont 
Street; has recently closed the biggest 
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Boston 


four months’ business in its history 
and has increased materially its sales 
force. In the slipper department, two 
women -have been added—one Miss 
McDonald from McRobbie. Shoe Co., 
St. Johns, N. B., and the other is a 
Miss Harris, who is being trained un- 
der the direction of Miss Waugh, the 
manager. In the men’s department, a 
Mr. Bill, from Connecticut, and a Mr. 
Moore, an experienced retail shoe 
store man from St. Johns, Newfound- 
land, have been added. 


AT $1.00 A PAIR 
A Big Lot of Women’s White Canvas 
Pumps and. Boots 


The shoe department of Houghton 
& Dutton Company offered for sale 
recently 17,000 pairs of women’s white 
canvas pumps, oxfords and boots at 
$1.00 a pair. They were made to sell 
originally at $3.50 to $4.50. There 
were eleven styles in the lot, with 
choice of military, flat, Louis, or baby 
Louis heels. -The uppers were of fine, 
white Sea Island cotton and had rub- 
ber soles and heels. The shoes were 
made by one of the large rubber com- 
panies who wished to turn their stocks 
into cash and consequently the buyer 
was able to purchase them at a very 
low figure. Customers were not 
limited as to the number of pairs they 
could purchase. There were fifty ex- 
tra salespeople, and mail orders were 
filled. The “big event” had been well 
advertised and on Monday morning, 
at ten o’clock, the department was 
actually blocked. The old sales force 
used their usual manner of making 
out sales, but the new salespeople is- 
sued a check to the customer with a 
serial number on same. After the 
customer was fitted, she went to the 
cash desk, paid the cashier and then 
proceeded to the bundle desk, where 
she was given a bundle with a check 
containing the same serial number as 
was on the check given to her by the 
salesman. 

P. N. Harper, who for the last two 
years has bought for Jordan, Marsh 
& Co.’s basement shoe department, 
has taken charge of the shoe depart- 
ment. 
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SHOES .AT 96 CENTS 


Sheinwald’s, 40 Summer Street, Going 
Out of Business 


William . Sheinwald, proprieter of 
Sheinwald’s, 40 Summer Street, and 
several other retail shoe stores under 
names other than his own, has been 
selling out his entire stock at 40 Sim- 


mer Street. He has recently acquired . 


the J. B. Thomas & Tarr shoe factory 
of Lynn, and has turned over his:en- 
tire stock at 40 Summer Street to 
Charles Sumner Jacobs for imfnediate 
disposal. The store has been rented 
and fixtures aré’ offered for sale. 
Women’s white canvas pumps and ox- ' 
fords sold at 96 cents; women’s high 


and low calf, kid and patent lea-: 


ther shoes at $1.00; men’s tan and 


black oxfords: at $1.00. Thirty. extra 


salespeople were nécessary to take 
care of the large crowd present when 
the doors of the store opened. 


A GROUP OF STYLES 
New Numbers for Men and Women 
Well Displayed 


One of the very attractive styles: in | 
women’s shoes now being..shown -at-: 


the T. E. Moseley Co. store:is a silver 
gray stitched Patent pump. i I€ is also 
bound in ‘gray? "This is.’a} onesstrap 
and has @ turn sole and a junior Louis 
heel. 

At Thayer McNeil Co.’s, wedding 
slippers were well displayed. One of 
the popular numbers was a silver 
cloth side seam plain pump with a full 
Louis heel. 


At Jones, Peterson & Newhall Co.’s, | 


a Hague pump in tan Russia calf was 
a popular number. This shoe had a 


wide strap with a harness buckle. It ' 


carried a wing tip and- military heel. 
At Hagan’s a fawn suede, in a side 
strap Colonial, with ‘perforated bands 
of brown kid carried a 1% covered 
Cuban heel; a tony red calf oxford, 
with ball band and saddle of stitched 
straps was rae throughout in or- 
ange; ja wo’ Ra ig 
oxford of seen Norwegian calf 
similar to a. man’s tan Sousegian 
grain, stitched saddle strap, plain toe, 
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eH Women’s Shoes 














- BOUDOIRS IN STOCK 





Westcott Whitmore Co., Syracuse, N. Y. 
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BOUDOIRS ‘AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 






Turned Boudoirs. Quilted 
Sock. Black 
$1.40, Red and 
Brown $1.50. 
2% to 8. Wom- 
en’s Fine Black 


Kid_ Ballets. 
Bench Sewed Turns. Sizes 2% ‘to 7. $1.60. 
Same in Misses’ 11% to 2,.$1.50. 5%: 10 days. 
SALEM SHOE CO., Salem, New Hampshire | 




















in fancy straps and novel- 
ties in colored suedes, sat- 
ine and all leathers. vs 


118 Phoenix Row 


Haverhill , Mass. 
183 Essex St., Boston 





Genuine 
MONMOUTH MOCCASINS 


Nature’s Footwear. No 
. For Every 
eed. 

Write for Catalog. 
JOHN D. am SHOE 
Monmouth, 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











BOUDOIR _ 
SLIPPERS ¢ 
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sole in corduroy finish and stitched 
aloft with a mannish half-inch heel. 
Of Gray and Green 

At the Walk-Over Shop, Tremont 
Street, the window showing was in 
grays, whites and tans in women’s 
shoes; some very neat models were 
shown for men, especially in sport 
styles. In a women’s sport. style, a 
gray buck was made very attractive 
by green kid trimmings, as well as 
displaying a green heel and sole. An- 
other sport shoe for women was of 
tan elk, with saddle strap of taupe 
suede; the rubber soles and heels were 
of white. 

At Jordan Marsh Co.’s shoe depart- 
ment, a black suede one-strap pump, 
smartly tipped and collared with dull 
calf was a ready seller; this shoe had 
turn soles and Louis heels; another 
popular number was a black satin 
one-strap pump with Baby Louis 
heels, and the same model also car- 
ried a Louis XV heel. 

Genuine Russia Featured 

In men’s styles, Coes and Stodder 
are featuring a very neat oxford. This 
is made of genuine Russia calfskin, in 
mahogany shade, English last, with 
plump single soles and broad, square 
heels. The only stitching on this shoe 
is at the tip, around throat and at top. 
At the All-America Shoe Shop and 
Willson’s Shoe Shop, an attractive 
shoe for men is in a rich dark Russia 
calf. 

At Carman’s, a patent leather wom- 
an’s two-strap, fastenings made with 
diminutive silver buckles, is a popular 
number. 


Getting the Price News Across 

At the Regal Shoe Store, 129 Sum- 
mer Street, “A Right About Face in 
the Shoe Business” sign in both win- 
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dows gave the prices at $7.50, $8.50 
and $9.50. “The.same standard of 
values as last year, with a saving of 
$2.00 to $4.00 per pair,” reads the 
sign and adds: “People who are 
grumbling about shoe prices haven’t 
heard the news. Consider the shoes 
in this window—genuine calfskin, 
genuine shell cardovan, genuine kid- 
skin—old-time quality. But new time 
prices.” 


Gives Talk on Welting 


Charles A. Brown of the Brockton 
Rand Co., was the speaker at the 
Round Table group of the Boston Re- 
tail Shoe Salesmen’s Institute Wed- 
nesday, May 18. Mr. Brown told 
about welting and showed samples of 
the different kinds. “Types of Shoes 
and Their Parts” was the subject 
studied. The class reviewed the talk 
given by Mr. Maxwell, Jr., of the 
Thomas G. Plant Co., at the May 11 
meeting. Arthur L. Evans, president 
of the Institute, left after the May 18 
meeting to complete plans for the 
Philadelphia Round Table group. This 
course is in charge of Frank A. Guini- 
van, formerly retail shoe store sales- 
man and manager, and traveling shoe 
salesman. 


Norman Hertz Honored 


A luncheon was held at the Boston 
City Club on May 24, in honor of 
Norman Hertz who was appointed by 
the Government as Trade Commis- 
sioner upon the recommendation of 
the Tanners’ Council to go abroad and 
investigate hide and leather conditions 
in England and the European coun- 
tries. There was a good attendance. 
J. Dudley Smith, District Manager of 
the Tanners’ Council, issued the invi- 
tations. 


Haverhill 


“IN ON” STYLE SHOW 
Twenty or More Haverhill Manufac- 
turers Take Space in Boston 
Exhibit 

Haverhill shoe manufacturing con- 
cerns, to the number of 20 or more, 
will be represented at the National 
Shoe and Leather Exposition and 
Style Show at Mechanics Building, 
Boston, July 11-14. These exhibits 
will be on the community plan, oc- 
cupying a space so arranged that each 
exhibitor will have equal prominence. 
The Haverhill section, will, under 
present plans, be in the form of an 
elipse. Decorations will be artistically 
prepared. A runway in the center 
will provide opportunity for feminine 
models of Haverhill’s footwear crea- 
tions, to show at stated intervals, 
afternoons and evenings, Haverhill’s 
latest footwear creations. Other en- 
tertainment features will be provided 
with a view to making the Haverhill 
Section a Mecca for visiting shoe 
buyers. 


Among the Haverhill concerns who 
have thus far planned to be repre- 
sented at the Exhibition and Style 
Show are: C. K. Fox, Inc., Hazen B. 
Goodrich & Co., Emery & Marshall 
Co., Kimball & Sherman Co., Hop- 
kins & Ellis, Ellis Eddy Co., Witherell 
& Dobbins Co., Welch, Moss & Fee- 
han Co., Civilian Shoe Company, 
Herman E. Lewis, J. H. Winchell & 
Co., Rickard Shoe Company, Clare- 
mont Shoe Company, Le Bosquet- 
Moore Co., F. W. Mears Heel Com- 
pany and Slipper City Wood Heel 
Company. Several other concerns 
will be added to the list of Haverhill 
exhibitors. L. H. Downs of C. K. 
Fox, Inc., is a director of the Exposi- 
tion. Messrs. H. E. Lewis and E. M. 
Rickard are members of the Style 
Show Committee. 


Business Continued in Seabrook 


Hervey E. Guptill, Inc., for ‘many 
years manufacturing women’s turn 
shoes in this city, has disposed of the 
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equipment of the Haverhill factory 
and will continue business in Sea- 
brook, N. H. The local factory on 
Duncan Street will be later occupied 
by another concern producing wo- 
men’s footwear. 


Arbitration on Labor Prices 


The Haverhill Counter Manufactur- 
ers’ Association and one of the locals 
of the Shoe Workers’ Protective 
Union have agreed to arbitrate labor 
prices. The arbitration board is com- 
posed of local men, one chosen by 
each organization and those two 
choosing a third man, who will be a 
disinterested party. The decision of 
this arbitration board will be final. In 
adopting the principle of arbitration 
these interested parties have taken a 
step in the right direction and one of 
importance to the future of Haverhill 
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as a center for the production of shoes 
and accessory lines. 


New Factory Nearly Ready 


The eight-story steel and concrete 
factory building owned by Witherell 
& Dobbins Company, manufacturers 
of women’s welts and turns, will be 
occupied by that concern in June. Of- 
fices and interior equipment are now 
being furnished. They will utilize the 
entire building with the exception of 
two upper floors and the street floor. 
The latter have been leased to the W. 
S. Bray Company, leather dealers. 


Boston Office Opened 


The Harding Shoe Company, Inc., 
Haverhill’s newest concern making 
women’s turn footwear, has opened a 
Boston office at 207 Essex Street, in 
charge of B. L. Durgin. 


Philadelphia 


RECOVERY IS SLOW 
Best Volume Recorded in Women’s 
End of Shoe Retailing 

Picking up slowly, is about the best 
that can be said of retail business at 
this time. The women’s end shows 
fairly good volume, but not to the ex- 
tent hoped for with the advent of bet- 
ter weather conditions. The call con- 
tinues for straps and combinations; 
patent and tan calf vamps with gray 
and fawn quarters being the most 
popular two-tone effects. The baby 
Louis heel has enjoyed quite a run in 
Philadelphia and looks good to stay 
for awhile. Men’s business is very 
quiet, despite considerable effort of 
leading men’s stores to put new life 
into the game by intensified advertis- 
ing, displays of “doggy” creations, 
etc. 

The stage is all set for the white 
season but the real break into a sell- 
ing stride on this class of seasonable 
merchandise has not yet come in this 
section. All in all the retail market 
is devoid of anything startlingly new. 
If anything, the shoe business shows 
better progress than most other lines. 
Downtown restaurants are experienc- 
ing depleted patronage to the point 
where the waitresses complain of 
their income from tips being cut in 
half, which condition reflects directly 
the unemployment situation due to 
strikes and shutdowns in industry 
here. 


ARGUES FOR CHAIN STORES 


Trade Commissioner Cites England— 
Different Conditions Here, 
However 

Norman Hertz, trade commissioner, 
who for two years has been in France, 
England, the Scandinavian countries 
and Germany, studying the tanning 
industries, is at. the Philadelphia 
Chamber of Commerce this week 
where local leather men will have the 


opportunity of receiving an expert’s 
views on the conditions abroad and 
their bearing, present and prospective 
on America. 

Philadelphia is especially concerned 
with the glazed kid business which 
imports normally around 50,000,000 
goatskins annually from abroad. At 
present the local industry is soaking 
only about 60 per cent of normal. 
Through the preferential tariff on 
raw skins from India and the bulking 
of British buying by a co-operative 
body known as the British Glaze Kid 
Tanners’ Association, Ltd., Mr. Hertz 
professes to see danger to American 
interests later on, although to-day 
our advantage over all competitors 
from abroad lies in large volume 
production enabling proportionately 
larger quantities of uniform grade to 
be offered for shoe manufacture. 


England’s Record Tannage 


England tans about 10,000,000 skins 
yearly and has been importing consid- 
erable finished leather from this 
country. At present, owing to ad- 
verse exchange and high prices for 
the American leather, she is import- 
ing quantities from France where 
there is considerable industry. Ger- 
many is beginning to come back, Mr. 
Hertz reports, though at present she 
plays only a small part in the glazed 
kid business, having fallen far down 
the scale from the position of second 
to America which she enjoyed before 
the war. 

The chain store situation in Eng- 
land is commented upon by the trade 
commissioner, who says we are far 
behind that country in applying this 
method of shoe distribution. He 
speaks of one concern in England 
operating 500 chain shoe stores and 
estimates that there are twenty of 
these chain establishments: which 
manufacture about 25 per cent of 
their merchandise and buy. the re- 
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“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
BOOTS, ommoens 
Cushion Sock Lining 
Widths, D, E, EE 


FERN SHOE CO. 
41 Water St. 
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“WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
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than the Best, 
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than the Rest! 
Send for Catalogue 


MAID-RITE FELT SLIPPER CO 
163-169 Livingston St., Beckie NY. Y. 




















E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac 
Haverhill 
Boston Office 
207 Essex %&. Reom211 











FERN & BPOOR CO., Inc. 
Man acturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














WOMEN'S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 
On All Lasts 
Inquiries Promptly Answered 
Felstiner-O’Connell Shosteeias. 
Washington Street 
















Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St., Haverhill, Mase, 
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BALLET SLIPPERS 


Ready To Ship NOW 


Black Cab., at $1.40, for women’s. Five 
cents between runs on misses’ and child- 
dren’s. Special prices in 1000 pair lots. 
Let us hear from you. 


HAMMOND SHOE CO. 
7 Fleet Street, Haverhill, Mass. 














BOUDOIRS IN STOCK 


Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining 
Price $1.15 Net 
ESSEX SLIPPER CO. Haverhill, Mass. 


-—Harding Shoe Co., Inc.— 


Makers of Women’s Turn Shoes Specializing 
im High Grade Novelties 














Write us at the factory. 
NEW YORK BOSTON 
D. F. Mellen 207 Essex St. 
Bernard L. Durgin 


Haverhill, Mass. 








A HIGH-STYLE LINE 
OF 
‘Women’s Fine Turns. 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 








BOUDOIRS AND BALLETS 
IN STOCK 

‘ Shipped on day order is 
received. 

Black, $1.20; Red, §1.90; 

Tan, $1.35. 

Black Kid Ballet, 8-11, 

se: 11%-2, $1.45; %%-7, 

2% W days. Net. 3. 

BAY STATE SLIPPER COMPANY 

Haverhill, Mass. 
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HENRY LILLY CO. 


88-90 Reade St... , New York 
AUCTION TRADE SALES 
SHOES AND: RUBBERS 

Every Wednesday and Friday 
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mainder. Sometimes one company 
operates under three different names 
in one city, each store catering to a 
particular class of trade and carrying 
a particular grade of goods, drawing 
supplies from a central warehouse in 
the town as needed. 


Chain Argument Answered 


Apropos the comment made by Mr. 
Hertz that by the British chain store 
system overhead is greatly reduced 
and that this form of retailing is 
worthy of study in this country, he 
doubtless would be surprised to learn 
that, according to latest reports, con- 
cerns which have given serious study 
to the possibilities of the American 
chain shoe store to the point of open- 
ing such retail outlets in many of 
the large cities of the country, are not 
contemplating further expansion of 
the idea. Recently two such stores 
were started in Philadelphia, outlets 
for probably the largest factories in 
the country, but if they have suc- 
ceeded in cutting into the business of 
the independent retailers of the 
neighborhood, the effect has not been 
noticeable, according to retail mer- 
chants. 

There would appear to be a good 
deal of theory as to the public de- 
mand for merchandise handed over at 
a minimum of overhead. This ap- 
plies especially to shoes. One leading 
downtown retail merchant declares 
that with one of the heaviest rentals 
along Market street, the volume of 
this store is such as to bring the rent 
item of overhead down to less than 4 
per cent, while on a side street where 
he operates a store at a tithe of the 
main store rental, this item of dis- 
tributing cost mounts to over 7 per 
cent. 
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Endicott-Johnson Stages Sale 

The recently opened Endicott-John- 
son store on Market street is staging 
a big sale beginning Thursday morn- 
ing with “nothing over $5.95” as the 
keynote of the sale. The store was 
closed all day Wednesday to arrange 
the stock for the sale. 


Hosiery Sale Big Success 

The annual Geuting sale of hosiery, 
featuring reductions of from 30 to 50 
per cent from regular prices, moved 
more than 20,000 pairs of stockings 
and socks during the opening week. 
The hosiery department of the Geut- 
ing stores have become known ll 
over the country for successful mer- 
chandising. 


Walk-Over.-Store Being Refinished 

Harper’s Chestnut Street Walk- 
Over store is undergoing a brighten- 
ing up process this week. All of the 
interior furnishings are being refin- 
ished and when completed the store 
will present the appearance of spick 
span newness. 


Shoemen Visit Pittsburgh 

Secretary George Garmen, of the 
Pennsylvania Shoe Retailers Associa- 
tion and Treasurer Hoffman, West 
Chester, attended a meeting of the 
Pittsburgh . Association Thursday 
night. President Mensch, of the 
State organization is a hustler of 
hustlers when it comes to booster 
plans for helping association affairs 
and since his election in February has 
fostered a number of local shoemen’s 
meetings in various parts of the 
State. A regular monthly bulletin is 
now issued from the office of the sec- 
tetary in Philadelphia. 


New York 


PREPARING FOR WHITE SEASON 


New York Merchants Ridding Shelves 
of Spring Footwear 


Adverse weather conditions are still 
the largest retarding factor in the lo- 
cal retail shoe field, with the result 
that some of the merchants already 
have begun clearing out their remain- 
ing stocks of spring shoes at lower 
prices. One of the most important 
sales that has been set before the 
New York populace was opened last 
week when the I. Miller stores offered 
50,000 pairs of women’s shoes at the 
flat price of $10 a pair. The shoes, 
according to the Miller advertise- 
ments, comprised 87 styles of one and 
two-strap pumps in Louis, Baby Louis 
and walking heels in a great variety 
of’ leathers and combinations. The 
reason for the sale was. set forth un- 
der three heads: > 

‘“First; a rainy, reluctant spring 
season dampened our usta}. heavy 
spring business.» Second, sur factor- 


ies were late in delivering these shoes 
to our stores. Third, we must clear 


our shelves for white shoes before 
Decoration Day on May 30.” The 
shoes, it was said, formerly were 
priced at $11.50, $13.50, $14.50 and 
$16.50. The 42nd Street, Broadway 
and Church Street stores participated 
in the sale. No salé was held in the 
new Fifth Avenue store. 


Sale Held Also by. Cammeyer 


The Cammeyer 34th Street and 
Newark, N. J., stores also are running 
a clean out sale at $7.85 a pair, but 
up to the time this was written had 
not advertised the sale to the general 
public. Circulars were sent to charge 
account customers, stating that all 
broken sized stocks of women’s spring 
novelty pumps and oxfords had been 
reduced to the flat price of $7.85. 
Some of the shoes sold as high as 
$17 a pair. 

James McCreery & Company, the 
department store, also jumped into the 
realm of. special sales, with am “intro- 
ductory; sale of» MeCreery »summer 
footwear for women and misses,” at 
three prices, $7.75, $9.75 and $10.75. 
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These shoes were all white, fabric, kid 
and buck, or combinations of white 
and colored leather, and is believed to 
be the first sale of real summer foot- 
wear in the New York district this 
year. Other stores have been running 
specials on small lots of shoes in or- 
der to stimulate lagging business. 

All in all, it is apparent from the 
ales in progress and the statements 
of merchants here that the let down 
following the pre-Easter activity has 
continued longer than most of the 
merchants anticipated. The weather 
has been the chief obstacle, but the 
approach of June, with its anticipated 
lemand for white footwear, has caused 
most of the merchants to take heroic 
methods of clearing out the remainder 
of spring stocks. 


Men’s Business Fairly Steady 


The men’s footwear business has 
held fairly steady. It did not revive 
with the alacrity that the women’s 
shoe business did earlier in the year, 
nor did the retail merchants stock 
men’s shoes as heavily as they did 
women’s. For this reason there have 
been fewer sales of men’s shoes in 
this vicinity. Most of the dealers are 
holding firm to the prices with which 
they entered the spring season. A 
few readjustments have been made. 
Several of the retail merchants have 
come to a flat price basis, or at most 
three prices. Chief among these is 
the men’s store of Franklin Simon & 
Company, which now has only three 
prices. Banister’s at $14, Gothdales 
at $11 and Franklin’s at $9.50. Re- 
gardless of cost price, according to 
Manager Hutchinson of this depart- 
ment, the shoes are sold at these flat 
prices. 


Nemours Shoes at $1.50, $2.50, $3.50 

The sale of the remainder of the 
women’s shoe stock of the Nemours 
Trading Corporation is continuing at 
the company’s warehouse, 140 West 
43rd Street. The two pairs for the 
price of one policy announced when 
the new sale was begun has been 
abandoned. Instead the shoes are of- 
fered at three prices, $1.50, $2.50 and 
$3.50. The corporation’s surplus of 
men’s, misses’ and echildren’s shoes 
were sold to the Kalter-Cerf Mercan- 
tile Company. This stock was said to 
involve shoes inventoried some time 
ago at about $2,000,000. 


Lectures on Leather Manufacture 


An illuminating and instructive talk 
on leather, from the time the hide is 
taken from the animal until it appears 
in the finished shoe, was given 'by 
James Y. Lobell, leather chemist, :bé- 
fore the regular May meeting jof the 
Retail :Shoe Dealers’. Association’ of 
New York at >the -Bush’: Terminal 
Buildingicon Tuesday aftermoon,. May 
17. President Percy: Hart presided 
at the meeting. ~-Mr. Lobell’s talk, 
from tomments 6f members attending 
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the meeting, was of inestimable value, 
and some of the oldest shoe merchants 
in the city declared that they had 
learned something at the meeting. It 
is the intention of the association to 
obtain other men who will give the 
members scientific lectures on various 
phases of the shoe industry. 


Cammeyer Employees Have Social 
Evening ‘ 


The house of Cammeyer held a so- 
cial evening, at which the entire Cam- 
meyer forces from the 34th Street, 
Newark, N. J., and Fifth Avenue 
shops, numbering about 150, gathered 
at the company’s Fifth Avenue store 
on the night of May 17. The rugs 
were taken up, the chairs pushed back 
and the entire personnel of the stores 
had one of the best dancing evenings 
ever experienced. A supper was 
served during the evening. Harring- 
ton’s Colored Jazz Band furnished the 
music for the dancing. 


WHOLESALERS IN NEW HOMES 


Duane Street’s Moving Day Sees a 
P Number of Changes 


May is the moving month in down- 
town New York, and the wholesale 
shoe section did its share. Duane 
Street shows some new faces. 

The Crescent Shoe Company, for- 
merly at 11 Reade Street has taken 
over the five-story and basement 
building at 159 Duane Street. The 
company will occupy the basement, 
ground floor and two upper floors 
when the remodeling is completed. 
Two other floors have been rented to 
the Berthwell Shoe Company and P. 
W. Weaver. When alterations are 
completed the Crescent Shoe Com- 
pany, which has had a remarkable 
growth in its year and a half of exist- 
ence, will have attractive offices in the 
front of the ground floor, with show 
rooms and private offices in the rear. 


Other Changes Made 


The Powell Shoe Company has 
taken over the building at 157 Duane 
Street and will occupy four of the six 
floors. The firm formerly was located 
at 188 West Broadway. Two of the 
floors in the Powell building have been 
taken by the Saks Meth Shoe Com- 
pany, formerly at 157 Duane Street 
and are being remodeled. The in- 
terior is being done over in white 
enamel paneling and black grill work. 

The company announces that the 
following salesmen are representing 
it: George Lippman in Brooklyn; 
Phillip: Sarfin- iw New York, Morris 
Adler. in New Jersey, J.:Higgins in 
Philadelphia, Baltimore and Washing- 
ton, ands Paul 1Solomon:in::Michigan, 
Ohio:aind Western Pennsylvania, The 
company carries’d>'line of! women’s 
novelty footwear in welts and turns. 
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Men’s Shoes 
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The Temko-Bass Shoe Company is 
moving from 118 West Broadway, to 
154 Duane Street. 

The Lexington Shoe Company has 
taken over the entire building at 141 
Duane Street. 

The Golo Slipper Company has 
moved to the ground floor at 129 
Duane Street. 
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Some New Patterns 


Lax & Abowitz have some brand 
new patterns to offer the trade. 
They have rearranged their factory, 
which gives them more working space 
necessary for their increased output. 
They are located at 17 Smith Street, 
Brooklyn. 


Chicago 


WEATHER THE MAIN FACTOR 


Volume of Retail Business Satisfac- 
tory Only on Warm Days 

Weather during the week begin- 
ning May 16 was disappointing to 
shoe merchants in Chicago and 
throughout the Central West. Occa- 
sionally the sun shone and the ther- 
mometer registered temperatures 
sufficiently high to make people think 
of warm-weather footwear. On such 
days business was good, which indi- 
cates that if warm weather arrives 
in time spring business will yet prove 
satisfactory in volume. Very little 
complaint is being heard about prices. 
People generally seem to have plenty 
of money to spend and it is only 
weather conditions that are hamper- 
ing the volume of business. 


WHITES ARE ACTIVE 


Wholesalers Report Slow Deliveries— 
Collections are Good 


The same week saw a large move- 
ment of white footwear and sport 
footwear through the Chicago whole- 
sale market. Several wholesalers re- 
port deliveries slow from factories on 
this class of footwear, but anticipate 
that deliveries can be made to retail 
merchants in sufficient time to meet 
their needs for these articles. 

The head of the credit department 
of one of Chicago’s largest whole- 
salers says collections have been ex- 
ceedingly good with his house, which, 
to his mind, is the best evidence in 
the world that retail merchants have 
pretty well liquidated the high-priced 
merchandise on their shelves and are 
proceeding on the basis of smaller 
stocks and more rapid turnovers. By 
this same token he predicts that busi- 
ness for fall will be exceedingly good 
and that merchants will be in position 
to buy with clearer understanding of 
their needs than for several seasons 
back. — 

Spats Selling Well 


From the way merchants are buy- 
ing spats for early fall delivery it is 
pretty sure that they are anticipating 
a large business on low shoes. F. H. 
Mahler, with the Tweedie Boot Top 
Co., reports one of the heaviest ad- 
vance fall selling seasons for some 
years. F. A. Hattenbach, who has 
just completed a trip through Michi- 
gan and Wisconsin, says merchants 
are looking forward to a big season 
on spats and are placing orders early, 
so that they may be sure of having 


the merchandise when it is needed. 
Prices on spats are 30 to 35 per cent 
lower than a year ago, which makes 
them more attractive to both mer- 
chants and consumers. 


Frank C. Rand Visits Chicago 

Frank C. Rand, president of the 
International Shoe Co., and Oscar 
Johnson of the same organization 
were in Chicago recently, looking over 
the new office and salesroom of the 
firm in the Lees Building. 


Freak Legislation in Illinois 

The wave of freak and insane legis- 
lation which is showing itself in many 
State legislatures recently hit the law- 
making body of Illinois. House Bill 
No. 265, introduced by S. B. Turner, 
entitled “A bill for an act in rela- 
tion to regulation of manufacture, 
sale and exchange of fabrics and ar- 
ticles produced in whole or in part 
from wool, cotton, silk, linen or 
leather.” 

The. bill defines “adulterated” and 
unadulterated leather. It provides 
for the marking by tags or labels of 
all shoes containing “adulterated 
leather” or “substituted leather.” 

There is really not a great deal to 
be feared from this bill, because it 
is so idiotic and so radical that it 
would be utterly impossible to com- 
ply with its requirements should: it 
be enacted into law. However, it 
would mean a lot of trouble and ex- 
pensive litigation by tanners, shoe 
manufacturers, wholesalers and retail 
merchants should it become a law and 
an attempt made to enforce it. 


10,000—Not 100,000 

In the half page advertisement of 
the Wein Shoe Company of Chicago, 
appearing in the May 7 issue of the 
BooT AND SHOE RECORDER, the state- 
ment was made that the new quarters 
recently occupied by this company 
contained 100.000 square feet of floor 
space. This should have read: “10,000 
square feet.” 


Correction in Price 

In the half page advertisement of 
the Wobst Shoe Company of Mil- 
waukee, appearing on Page 108 of the 
May 14 issue of the Boot AND SHOE 
RECORDER, the price of an oxford pic- 
tured was incorrectly quoted at $1.85. 
The correct price should have been 
$2.15. The price of the one-strap 
slipper shown in the same advertise- 
ment is $1.85 net. 
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St. Louis 


WHOLESALE BUSINESS GOOD 


Salesmen Sending in Liberal Orders 
—Early Deliveries Specified 


The fact that the salesmen on the 
road with the early: fall samples, as 
well as the fill-in numbers for sum- 
mer and early fall, are sending in 
quite liberal orders is encouraging 
the St. Louis manufacturers in the 
belief that business will keep up 
steadily through the summer, fall 
and even winter. The principal rea- 
son for the belief is that the orders 
are, individually, for small quanti- 
ties in comparison with previous sea- 
sons and are for delivery within 
sixty days for the most part and 
rarely to exceed ninety days from 
the date of the order. One house, 
which was late in sending out its 
men, reports that every one came in 
with good-sized orders from their 
first stopping point, and that since 
that time the flow of orders has been 
steady in number and volume. Prac- 
tically all the orders, however, are 
for low-cut footwear and for early 
delivery as already noted, indicating 
that the buying is for the warm pe- 
riod with incidental purchases of ox- 
ford types that will sell well in the 
fall. There is no apparent change in 
the character of the demand so far 
as style goes, although there is evi- 
dence that increased novelty in de- 
sign is expected to attract the con- 
sumers steadily to increase the buy- 
ing. In the'cotton district buying is 
still restricted in a spotted manner, 
indicating that the buying that is 
being done is based on local condi- 
tions. Elsewhere the volume of buy- 
ing is more even. All the St. Louis 
factories are operating now up to 
their capacity, with the exception of 
the plants making men’s shoes, which 
still show the lack of demand on the 
part of the consumer. In the nov- 
elty departments and plants the pres- 
sure for manufacture is high, and 
some such departments and plants 
report that the number of pairs being 
turned out now is the largest in their 
history and that the orders ahead 
will keep up this state of affairs for 
some time to come. 


RETAIL TRADE FAIR 


Men’s Business at Low Ebb—Women 
Still Buying Straps 


In the local retail stores the busi- 
ness being done is only fair. This is 
partly due to the weather conditions, 
the temperature having remained be- 
low the normal for the most part all 
during recent weeks. Men’s shoe 
buying is at a very low ebb in a re- 
tail way, practically all the stores 
admit. Women’s buying and that 
for children is at a better level and 
helping materially to keep the ag- 
gregate of business up to a level that 


is at least not entirely discouraging. 
The goods that have not been moved 
in the early spring selling and im- 
mediately following Easter are being 
put out as inducements, at reduced 
prices, to draw the public into a buy- 
ing mood. The cuts, however, are 
not very severe as yet and are, for 
the most part, calculated only as 
teasers. The chill in the air, it is 
feared, is going to delay the demand 
for white goods and likewise for 
sport goods, but as the weather is 
likely to turn any minute this is only 
a fear and not a prediction on the 
part of the merchants. The demand 
that exists is showing no special 
characteristics as to the _ styles 
wanted, save that there is a steady 
continuance of the call for the low 
cuts and the strap effects, both new 
and old, as all those shown are still 
salable. 


Boyd-Welsh Addition Being Pushed 


The new addition to the factory of 
the Boyd-Welsh Shoe Co., which haa 
been under way for some time is 
being rapidly pushed toward comple- 
tion in the hope that it can be put 
into production by July 15 or at least 
not later than August 1. The addi- 
tion is three stories in height, of re- 
inforced concrete, and fully lighted 
by steel sash windows that pretty 
nearly fill the side walls save for the 
necessary supporting columns. The 
factory in its entirety will be about 
400 feet long on Cook Avenue, ex- 
tending to the alley, and will be one 
of the most fully lighted by nature’s 
light of any plant in the city. The 
fact that so extensive an extension 
can be erected at such a time, con- 
sidering building and material condi- 
tions, is indicative of the conditions 
prevailing in the shoe industry of St. 
Louis. 


Three Hundred Attend Union Con- 
vention 


The Boot and Shoe Workers’ Union 
opened its fifteenth annual conven- 
tion at St. Louis May 16, Presi- 
dent Collis Lovely in the chair, and 
the welcoming speech of the day 
made by .Mayor Henry W. Kiel. 
About three hundred delegates from 
the States of the United States as 
well as from Canada were in attend- 
ance during the sessions which lasted 
practically all the week. Included in 
the officers in attendance were C. L. 
Baine of Boston, Mass., secretary- 
treasurer; G. Martindale of Roches- 
ter, N. Y., general vice-president; 
L. S. White, president of the joint 
council; as well as a number of other 
leaders. Entertainment for the dele- 
gates included automobile rides about 
the city, luncheon, a dance and a ban- 
quet. In his opening address Presi- 
dent Lovely made the statement that 


AND SHOE RECORDER 





91 








Where to Buy 


Children’s Shoes 











Leseeecscses: 





sO 























W°-C.Goodger 


Manufacturer of € 
Children’s JDlexible Gurn Shoes 
89 Allen St.. Rochester, D7? 





WBE P FOOTWEAR CO. 


4 Ber 7 / Tar 111f ae larercs 0 
INDIAN MOCCASINS, BOO SOCKS 


FOOT COMPORT end SLUMBER SLIPPERS 


é - > 
Yamples or Calalog?: 


‘| FACTORY 1, OSWEGO, NY. | 








Soft Soles and Moccasins 


oe our ag vy for our 
ai DO NOT sell 
a retail ye 4 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








‘Bonita. Shoe * Baby 











; “ELAM?’? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 
150 Lines Children’s Shoes 


Geowtna, Girls to Flexibles 
Standard Merchandise 











~ 


The Bs P FOOTWE AR CO! 
1 


URNS-SOFT SOLES 
) MADI MOCCASINS 


INFANTS 
1 1d HAN 


AC TORY OSWEGO, N 








Site 




































































Pee 


a 





92 


Where toBuy 


Standard Shoe Materials 








BOOT AND 











Boggs & Cobb, Inc., Boston, Mass. : 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
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Formerly Walpole Shoe Supply Co 
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MEYER THREADS 


Best in quality—Prices right. Diamond 
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and colors. Samples for the asking. 
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30 Reade Street, New York 








the chief problem of the organization 
would be to maintain wages at the 
present levels, declaring reductions of 
any character unjustified. 


Merchants Hold Monthly Meeting 


The monthly meeting and dinner of 
the Associated Shoe Retailers of St. 
Louis was held Wednesday, May 18, 
with a very satisfactory attendance. 
President Frank Ames devoted most 
of the session to the discussion of 
various problems of present interest 
to the trade, declaring his belief that 
the best results for the trade were 
to be obtained by practical exchanges 
of experience. In response to his call 
for discussion nearly all of those 
present participated either with the 
discussion of their own problems or 
the results they had obtained in at- 
tacking problems found in business 
by others. The interest was so great 
in the discussion that the session held 
on later than for many months and 
there was no lagging of interest while 
the debate was going on. 


Shoe Advance in Price 


The shoe stocks on the local ex- 
change are attracting some renewal 
of interest in recent sessions with the 
result that Brown Shoe common, 
which has been closer to 30 than to 
40 for some time, has moved up to 
$39 and $40 per share, with a really 
good demand at the price. Interna- 
tional common, which has yet to be 
exchanged for stock in the new cor- 
poration recently formed with com- 
mon stock of no par value, has moved 
up to $181 per share. When the ex- 
change takes place the new stock will 
be given six for one and is antici- 
pated to be a dividend payer. Hence 
the advance. 


Selling St. Louis Shoes in New Eng- 
land 


Carrying coals to Newcastle seems 
to have been accomplished by one of 
the salesmen of the Brown Shoe Co., 
who has put himself among the 
leaders on the Brown sales force, al- 
though he has been selling shoes for 
the company in New England. Rich- 
ard B. McCarthy is the man and is 
among the first sixty of the Brown 
sales force. This is the first time in 
the history of this or any other St. 
Louis house that a New England 
salesman has been among the leaders. 


J. H. Wilson Visits Milwaukee 


John H. Wilson, advertising man- 
ager for the McElroy Sloan Shoe Co.; 
who made a trip recently to Milwau- 
kee to look over the Harsh-Chapline 
plant, which is now allied with his 
company, and incidentally to sell 


shoes to Milwaukee customers, has 
returned to headquarters well satis- 
fied with the results of his trip from 
both angles. 
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Country Factories Busy 

The country factories of the St. 
Louis shoe houses are all being put 
into goed production by the addition 
of help to the existing forces, and 
the general report from all the plants 
engaged in manufacturing women’s 
shoes is that capacity production is 
being maintained. The _ specialty 
houses in St. Louis are also pushing 
their plants and are getting a maxi- 
mum output from their forces. The 
Johansen Bros. Shoe Co. is putting 
out about 3000 pairs daily and the 
Johnson, Stephen & Shinkle estab- 
lishment, which was recently en- 
larged by the leasing of a west end 
building, in addition to its downtown 
plant, is up to about 2500 pairs daily, 
as is also the Boyd-Welsh plant, 
which will be brought to 5000 pairs 
when the addition under construction 
is ready for operation. The Pedigo- 
Weber plant is also putting out all 
that its force can rush through the 
factory, as also the Shoe Specialty 
Mfg. Co., the specialty division of the 
International and the United Shoe 
Co., the specialty division of the 
Brown Shoe Co., in addition all the 
novelty sections of the other factories 
of the International and the Brown 
Shoe Co., as well as of the Hamilton- 
Brown Shoe Co., are making use of 
all the help available. The new Tra- 
vaso Shoe Co., which took over the 
Van Kleek factory, is also working 
up to a point very close to capacity. 


Manufacturers and Wholesalers Meet 

The usual monthly meeting of the 
St. Louis Shoe Manufacturers and 
Wholesalers’ Association was held the 
last Friday in May with a good at- 
tendance, although a number of the 
members were not represented. The 
association is considering the adop- 
tion of a united policy in connection 
with the retailers’ conventions and 
also other plans for the extension of 
the publicity of the St. Louis shoe 
market. Matters of common trade 
interest also form the subject of dis- 
cussion, and from this time on each 
of the monthly meetings will feature 
an address or a paper by some se- 
lected speaker on subjects of immedi- 
ate interest to the trade. 

The following officers have been in- 
stalled: President, Paul B. Jamison, 
Friedman-Shelby Shoe Co.; first vice- 
president, John Wilson, McElroy- 
Sloan Shoe Co.; second vice-presi- 
dent, Al G, White, Brown Shoe Co.; 
secretary-treasurer, C. S. Strayer, 
Johansen Bros. Shoe Co. Directors, 
Harry Vinsonhaler, of Vinsonhaler 
Shoe Co.; Julian Samuels, Samuels 
Shoe Co.; J. C. Hatler, Pedigo-Weber 
Shoe Co.; Claud Luckett, Hamilton- 
Brown Shoe Co. 

The following chairmen of commit- 
tees were appointed: Publicity, Harry 
Meyer, George F. Dittmann’ Boot & 
Shoe Co.; ‘convention; Beverly Jones, 
Roberts, Johnson & Rand Shoe Co.; 
booths and display, J. C. Hatler; 
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transportation, Claud Luckett; fi- 
nance, Edward Stouffer, United Shoe 
Mfg. Co.; entertainment, Charles 
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Reader, James Clark Leather Co., and 
membership, Alfred Meier, John 
Meier Shoe Co. 


Milwaukee 


RETAIL VOLUME IS GOOD 


Women Buying Novelties—Men Bay- 
ing Oxfords 


A very good volume of business is 
reported by Milwaukee shoe dealers 
so far in May. As a rule, boot shops, 
both in the downtown and outlying 
districts, have no difficulty in main- 
taining business equal to that of a 
year ago, while some show a grati- 
fying increase. In respect to pairs, 
trade is fully as good as last May, 
although obviously the dollars and 
cents volume is generally somewhat 
lower. While the call in women’s 
footwear runs mainly to novelties, 
the range of these is now so wide 
and the call so uniformly good that 
it would be difficult to name any par- 
ticular style which is moving best. 

In men’s goods the oxford is ex- 
periencing a run such as never be- 
fore was the lot of Milwaukee stores. 
Boots are being purchased by an es- 
tablished clientele that never buys 
oxfords, even in spring and summer. 
But a good many converts have been 
made by the new styles of low cuts 
having a touch of the brogue with- 
out the extreme appearance of the 
real thing. The lighter shades of 
tan are becoming more and more pop- 
ular, although chocolates and mahog- 
any shades are moving nicely. Blacks 
are wanted principally in boots, rela- 
tively few sales of black oxfords in 
either staple or novelty styles being 
made from day: to day. 


Good White Season Anticipated 


Although the season here is rather 
early and climatic conditions continue 
vagarious, boot shops are putting out 
feelers in white goods and sport 
styles with a splendid early-season 
response. This applies both to 
women’s and men’s goods. The 
exodus of Milwaukee people to the 
interior lake and resort country will 
begin in about three weeks, and it 
now seems certain that shoe dealers 
are going to profit from the devoted 
attention which is being paid to style 
apparel by women and men. Canvas 
and buck have divided business so 
far in the summer specialties. 


Factory Production Increasing 


Boot and shoe manufacturers in 
Milwaukee and vicinity continue to 
make small but steady increases in 
operating forces. to accomméddaté the 
demands of business. While orders 


are mainly for immediate or prompt 
shipment, some. factories discern a 
tendency among some merchants to 
buy forward: However, the bulk of 


business is that which can be handled 
out of in-stock departments, or ship- 
ment is specified as soon as goods 
are made up. Interest in fall goods 
is growing keener every day, and 
travelers report that dealers are in a 
more favorable mood on _ future 
orders, due to the active period which 
they are now experiencing. 


Craddock-Terry Co. Licensed in Wis- 
consin 


The Secretary of State of Wiscon- 
sin has issued a license to the Crad- 
dock-Terry Co. of Lynchburg, Va., to 
do business in Wisconsin as a foreign 
corporation. The application gives 
the capitalization as $10,000,000 and 
it is signed by John W. Craddock, 
A. P. Craddock and T. M. Terry. 
The purpose of the action is merely 
to accommodate the acquisition of the 
Harsh & Chapline Shoe Co., Milwau- 
kee, by the Lynchburg corporation, as 
previously announced. The propor- 
tion of the capital stock to be used 
in Wisconsin is given in the applica- 
tion as $1,272,726. George R. Harsh, 
head of the Harsh-Chapline Co., is 
named as Wisconsin agent and vice- 
president of the Virginia corpora- 
tion. 


“Booster Day” Helps Business 


The Chamber of Commerce of 
Stevens Point, Wis., conducted a big 
“Booster Day” celebration for the 
benefit of local merchants on Friday 
and Saturday, May 13 and 14, in 
which the boot shops of the city took 
a hearty interest and participated to 
the fullest extent possible. 


Chicago Firm Opens Store in 
Kenosha 


The Brown Shoe Co. of Chicago 
has opened a new store at Kenosha, 
Wis., occupying the former Army- 
Navy store at Church and Wiscon- 
sin streets. The business is under 
the joint management of Edward 
Edelson and Louis Segal. 


Stephen J. Brouwer, head of the 
S. J. Brouwer Shoe Co., 322-324 
Grand Avenue, Milwaukee, was one 
of the principal speakers at the tenth 
annual State convention of the Pa- 
rent-Teachers’ Association of Wiscon- 
sin, which was held May 13 and 14 
at Waukesha, Wis. Mr. Brouwer 
spoke Friday: afternoon on “Correct 
Footwear for Children,” giving the 
benefit: of his long expérience as'-a 
shoe merchant who has gained a na- 
tional reputation -as one -who: has 
been a stickler for correct fitting. 
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San Francisco 


WOMEN BUYING FREELY 


Men Not So Keen, However, to Pur- 
chase Footwear 


Business, especially in women’s 
shoes, is in a thriving condition at 
present. Men’s lines seem to be sell- 
ing more slowly in San Francisco and 
Bay cities. W. Russell Werner, man- 
ager of the Market Street store of 
the Frank Werner Co., believes that 
the times are causing a certain need 
for economy and men are unselfishly 
wearing their shoes a little longer 
than usual and indulging the wife 
and daughters of the home in new 
footwear. “That is the only reason 
I can imagine,” said Mr. Werner, 
“for the fact that business is partic- 
ularly good on the women’s side, 
while the men’s side is more difficult. 
However, our April business in men’s 
shoes showed a gain over the April, 
1920, business. Grays, with strap ef- 
fects, are still the popular footwear 
for women.” 

Frank Werner, who has been in the 
East for some time studying condi- 
tions, is expected home shortly. 


Many Stores Holding Special Sales 


Anniversary sales at some of the 
big department stores have caused 
substantial reductions in shoe prices, 
with a resultant rush of business. 
The City of Paris is celebrating its 
seventy-first anniversary, and the 
shoe department has shared in the 
advertising and window displays with 
excellent results. The same is true 
of Hale Brothers, Inc., which has 
been holding two weeks of anniver- 
sary sales. in which both the upper 
floor and the basement shoe depart- 
ments have actively participated. 


The Philadelphia Shoe Co. recently 
celebrated its fortieth birthday. The 
Emporium is preparing to hold a big 
sale. The Royal is announcing a 
$100,000 sale and, on nearly every 
hand, special sales announcements 
greet the shoe shopper. 


C. H. Wolfelt to Visit Europe 


C. H. Wolfelt, president of the 
Bootery, has gone to the East and 
will sail for Europe on June 4. It is 
Mr. Wolfelt’s intention to visit Eng- 
land, France and Switzerland in the 
course of a business trip. 


Thinks Present Styles Hold Prices Up 

Harry Gibson, of the White House, 
has returned from the East with the 
conviction that prices on women’s 
shoes are rather stiff. “It is the 
present styles that are keeping up 
the cost of women’s shoes,” declared 
Mr. Gibson. “Perforations, inlays 
and color combinations necessitate 
not only much work, but skilled 
labor.” William B. O’Connor, man- 
ager and buyer for the Emporium 
Shoe Department, has just come home 
from the Eastern markets and says 
he bought nothing much but novelties. 
He added that his department is be- 
ginning to experience a demand for 
French styles—Cuban heels and 
French heels, the former one to one 
and three-quarters and the French 
heels fifteen up to eighteen-eighths. 


Berkeley Merchant Dies 
Edwin A. Ingalls, a well-known 
Berkeley shoe merchant, died recently 
at the age of 44, after a few weeks’ 
illness. Mr. Ingalls, who was a na- 
tive of Machias, Me., had lived in 
Berkeley for the last sixteen years. 


Denver 


BUSINESS IMPROVING 
Good Crop Prospect Leads to Belief 
That Summer Will See Good Trade 


Retail shoe merchants in this city 
report business growing better right 
along. Summer-like weather of the 
past few weeks has helped to better 
business conditions, and local shoe 
men are looking forward to a good 
summer trade. Reports from other 
sections of the State are to the effect 
that business is good. Prospects are 
that Colorado will enjoy another good 
farm crop this year, which will mean 
that business should continue to grow 
better from this time, 


Shoe Stores to Change Locations 


Many important changes in busi- 
ness houses are being made in Den- 
ver at this time. The Johnston Re- 
gent Store Co. at 617 Sixteenth 
Street will move into the quarters 
now occupied by the Ville de Paris 


Millinery Co. at 607 Sixteenth Street. 
The Fontius Shoe Co. will move from 
its present location in the Symes 
Building to the present location of 
Tom McDonald, and the adjoining 
store now occupied by the Johnston 
Shoe Co. The changes will be made, 
it is stated, between now and Aug. 1. 
Increased business of the shoe firms 
calls for larger quarters. 


New Shoe Department Installed 

Jefferay, Fifteenth and Stout 
streets, Denver, who has been in the 
gents’ furnishings business in Den- 
ver for a good many years, has just 
added a shoe department to his busi- 
ness, consisting of shoes for men, 
women and children. The new shoe 
department has been opened in the 
basement. 


Retail Store Changes Hands 
T. J. Smirl has purchased the 
Leader Store in Rocky Ford, Col., 
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from his brother, I. L. Smirl. The 
establishment carries a large stock 
of shoes. 


Schedule Cards as Advertisements 


At the opening game of the Mid- 
West Baseball League in Denver this 
month the Florsheim Shoe Store, 918 
Sixteenth Street, this city, distrib- 
uted neat little 1921 schedules, show- 
ing the games to be played at home 
and abroad by the Denver club of the 
league. 


Spring Sales Drives Start 


Denver shoe merchants have been 
doing a lot of good advertising in 
the local newspapers of late, fea- 
turing spring footwear. Among the 
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advertisers were Henning’s, Wea- 
ver’s Shoe Store, Joe Weiner Shoe 
Co., R. & J. Hendrix, Fontius Shoe 
Co., Johnston Regent Shoe Co., the 
Florsheim Shoe Store and others. 
The ads were all got up well and 
prove the shoe merchants of Denver 
are alive to the fact that good ad- 
vertising is well worth while in in- 
creasing the sale of footwear. 


Store Alterations Completed 


Michaelson Brothers have just com- 
pleted extensive alterations to their 
store at Fifteenth and Larimer 
streets. The growth of the Michael- 
son Brothers’ store has kept pace 
with the growth of Larimer Street, 
the oldest business street in the city. 


Salt Lake City 


TRADE HOLDING ITS OWN 


Conditions in Copper Industry Mili- 
tate Against Rapid Improvements 


The retail shoe business in Salt 
Lake City may be described as 
“fairly good.” On the whole it com- 
pares very favorably with last year. 
The economic situation shows a slight 
tendency to improve, but it will be 
some time before things are normal. 
The mines of the famous Utah Cop- 
per Co. are still closed, and many of 
those thrown out of employment have 
left the district or have failed to find 
other work. 


WOMEN BUYING BLACK STRAPS 


Few Merchants Still Selling Greys— 
Men Buying Oxfords — 


Women are buying black strap 
pumps. Greys are falling down, 
though one or two dealers are ex- 
periencing a fair demand for them 
yet. Sport shoes are being sold, but 
the stormy weather of the last week 
or two has been against them. All 
whites are expected to hold their 
own. The tendency to buy shoes with 
more conservative heels has become 
marked. This is believed to be due 
largely to the recent agitation in the 
newspapers and the talk of anti-high 
heel legislation. In men’s’ shoes 
oxfords are popular. The younger 
men are buying many brogues, but 
brogues are not so popular as some 
expected they would be. There is 
also a fair demand for English shoes 
of the medium and better qualities. 


Working Up Mail Order Business 


A factory expert conducted a spe- 
cial demonstration recently of the 
“Ground Gripper” shoes at the local 
store of the Fontius Co. Mr. Tiede- 
mann, manager, reports that he con- 
tinues to do a nice business, part of 
which is done in the country through 
the mail. 


Boys’ Shoes at $1.98 

The shoe department of the Auer- 
bach store is conducting a boys’ sale. 
They are offering 900 pairs, all sizes 
up to six, at $1.98.. Manager Horton 
says he is not losing any money on 
them, although he regards the sale 
more in the nature of an advertise- 
ment than a money-making proposi- 
tion. He bought the stock with the 
view of placing it on sale. Mr. Hor- 
ton is among those who describe 
business as “picking up.” 


Shoeteria Doing Good Business 


Managing-Director Hansen of the 
new Shoeteria Shoe Co. on State 
Street reports a very satisfactory 
business. “We have done much bet- 
ter than we anticipated,” he said the 
other day. Asked as to the class of 
people whom he served, he said he 
had expected to cater to the cheapest 
trade, but was not doing so. A large 
majority of customers, he said, were 
women who came to buy shoes for 
themselves or their children. One 
clerk can take care of eight or ten 
customers at a time, whereas under 
the old plan he can serve but one or 
two, he said. 


Los Angeles 


PATENT GROWS IN FAVOR 


All-Patent Ball Strap Sport Shoe the 
Latest 


There seems to be a growing de- 
mand for patent leather in shoes. It 


has. been used quite extensively on 
sport and semi-sport models, but re- 
cently the trade has been asking for 
all-patent oxfords and straps. 

At Bullock’s Sportswear Store, fea- 
turing outdoor shoes for women, they 
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Style 400— 
This dashing brown 
kid oxford tie is 
cleverly perforated to 
give the effect of ball 
strap and backstay. 
Goodyear welt; 1% 
inch military heel. 

Price $5.25 pair—2% 
10 days—net 30 days. 


Style 403— 

Same style as 400 in 
black kid, $4.60 pair. 
2% 10 days—net 30 
days. 





Style 402— 
The tailored note of 
this oxford tie of 
brown kid is accentu- 
ated by the perforat- 
ing anne the appear- 
ance of ball strap. 
Goodyear welt; 1% 
inch heel. 

Price $5.25 pair—2% 
10 days—net 30 days. 











Style 4o1— ; 
c illa Belmont Strap is the name of this 
ea aie with the semblance of ball strap, 


liar and foxing effectivel. produced by the 
perforating sent TR Goodyear welt; 1% 


/ 
inch military heel 
Price $3.00 pair—2% 10 days—net 30 days. 


ev’ 08 for Mid-Summer 
HELMING MSKENZIE OXFORDS 


Summer and early fall mean vacation. Vaca- 
tion means travel. Travel means new shoes— 
shoes that interpret the newer fashion notes 
already being sought by women to complete 
their vacation wardrobes. : 

With such opportunities looming large on the 
horizon, every store will want to be prepared 
to gather its share of this seasonable business. 
Stock shoes in the splendid styles pictured will 


be ready for 
—Delvery June Fifteenth 
HELMING-McKENZIE, CINCINNATI 
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are showing an all-patent ball strap 
sports oxford with low, flat heel and 
Neolin sole. A large volume of busi- 
ness has be&€n done by this store on 
a sports oxford with leather or Neo- 
lin sole and low, flat mannish heel, 
ball strap or imitation ball strap. 
This is also carried in white buck, 
tan calf, and patent, with soles and 
heel to match; and of brown, gray, 
and fawn buck with white sole and 
heel. This same style is worked out 
in a two-strap effect, which is fast 
gaining in favor. 


Men Sticking to Tan Leathers 


Men are still favoring tans, both in 
brogue and semi-brogue effects.. Toes 
are narrower and more near to the 
regulation English last again. A 
tendency is seen to introduce novelty 
lines in men’s footwear, especially in 
strap effects. Perforations and ball 
straps are the rule on street models. 
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More Attention to Style in Children’s 
Shoes 
Children’s footwear is probably 
more attractive this year than ever 
before, and patterned more nearly 
after their. elders’, With sports 
styles so much in vogue the juvenile 
styles could not escape the general 
tendency and their footwear bears 
the same earmarks of distinction that 
is such a factor in the smart ladies’ 
shoes. Some of the styles noted in 
the junior department of Innes’ -were 
very good looking, of white and fawn 
buck, of tan and black calf, of pat- 
ent and canvas, etc. 


To Concentrate on Fewer Lines 

Van Degrift’s have just conducted 
a price-adjustment sale at their two 
stores, in pursuance of a policy being 
inaugurated of concentrating on 
fewer lines and fewer prices, with 
more sizes. This sale has eliminated 
a great many pairs of high-grade 
shoes at very low prices. 


Columbus 


OXFORDS SELL BEST 


Women Buying Them in Tan Calf 
With Military Heels 


That the retail business is largely 
governed by the state of the weather 
is shown by the greatly increased 
trade which developed in local retail 
shoe stores during the past week. 
With the promise ‘of continued good 
weather the merchants are “looking 
forward to a continuance of the good 
business which has prevailed. 

Tan calf oxfords with military heel 
continue to lead in sales in women’s 
footwear, while the strap effects in 
brown and black come a close second. 
The majority of sales in this class are 
with the Cuban heel as first choice 
and Baby Louis heel as second. The 
gray, brown and black suede novelty 
strap effects with Louis heel are bet- 
ter sellers than the Baby Louis heel 
at this time. 


Men Buying Ball Straps 


Many novelties in different shades 
and hues are being shown, but‘so far 
the sale of this style of goods has 
made no marked inroads on the sale 
of the other styles of footwear. The 
sale of misses’ and children’s foot- 
wear continues very good. The de- 
mand seems to be for the patent ankle 
strap. 

Ball strap oxfords in the lighter 
shade of tan are greatly in demand by 
the men, the smaller eyelet style sell- 


ing much better than the large, con- 
spicuous brass éyelet style. Blacks 
in the same style are reported as sell- 
ing well by several of the largest re- 
tail shoe stores. The majority of re- 
tail shoe merchants say that the sales 
so far this year are far in excess of 
the pairs sold up to the same time 
last year. 


Shoe Stores Delivering by Mail 


*Seven of the largest shoe stores in . 


this city use the parcel post for all 
of their deliveries in the city and re- 


“port a very satisfactory service on 


delivery. This service means quite a 
saving on delivery in a year’s time, 
as the average cost per package 
amounts to about 7 cents by mail, 
whereas heretofore it cost at least 20 
cents per package for the delivery 
companies to handle the same amount. 


Former Manager Now Proprietor 

Charles O. Graham, who was for- 
merly manager of the Kirby Shoe 
Store, and who only recently assumed 
the managership of the Grover Boot 


Shoppe at 166 North High Street, has | 


severed connections with this concern 
and has opened a shoe store at 172 
South High Street, under the firm 
name of Charles O. Graham & Co., 
where he will handle. a full line of 
shoes for everybody at low prices. 
Mr. Graham is well known in the 
shoe circles throughout central Ohio. 


T. J. Kiely & Co., producers of white 
buck shoes. for growing girls. Mr. 
Kiely accepted orders for some white 
buck one-strap pumps, in New York 
market Monday, May 2, and tele- 
_phoned the orders to his factory in 


MADE IN TWO WEEKS 
Records Believed Broken by Lynn 
Firm 
A new achievement in welt shoe- 
making was made in early May by 
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Lynn. The orders were immediately 
put into the works, and deliveries of 
the shoes were started on Monday, 
May 16. 

Two weeks for making welt shoes 
is a record of quick production for 


Lynn. 


Stage Last for Big City Trade 


Allen, Goller, Leighton have just 
added to their sample lines a new 
stage last, with a three-inch vamp 
and an 18-8 Louis heel. It is made 
in the one-strap pump style, of black 
kid or patent leather. It is for the 
big city, at once, trade. 


Inlay Patterns Predominate—Patent 
Leathers With White Fittings a 
New Style Bet 


Patent-leather shoes,‘ with white 
fittings, predominated the last week 
in the factory at Brésnahan, Mac- 
Laughlin & Co. ‘A typical shoe of 
this sort is a one-strap pump, with 
an imitation tip, stitehed with white 
thread, and white piping on the strap 
and quarter; and also a white rand 
and a white lift in the heel. The 
white lift, by the way, takes the place 
of the aluminum lift. Inlay shoes 
also are being made. Patent or black 
kid shoes have inlays of white or 
other colors. Tan kid shoes have in- 
lays of champagne. 

Mr. MacLaughlin thinks that one- 
strap shoes of suede and satin will 
be fayorites in the fall, and that pat- 
ent leather and black and brown kid, 
of fine grain, will sell, too. Also he 
believes that high he2!s, or Louis, 
17-8 high, will be in new favor. 
Straps will continue slender. Nov- 
elty buttons will be used for fasten- 
ings. The general purposes will be to 
keep women’s shoes light and dainty, 
and as feminine as possible. 

in 

White Fabrics for Growing Girls 


Porter & Sveden Shoe Co., Inc., a 
new Lynn firm, are busy making 
white canvas shoes for growing girls. 
But they will soon turn to Russia calf 
low cuts for fall. These shoes will 
have a regular tip and an imitation 
ball strap. A few black and tan kid 
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LITTLEFIELD’S HEELS 


When buying high grade leather or fibre 
heels of real quality, write us for 
samples. and prices. Prompt deliveries 


assured... 
/EFIELD HEEL Co. 
32 High St., Amesbury, Mass. } 
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RUGGED 
BAL 


MEN’S—$2.25 BOYS’—$2.00 YOUTHS’—$1.75 







A sturdy, rugged shoe, as the name implies. Built to stand the 
wear and tear of strenuous boys. Jobbers ordering a few cases 
now will find convincing evidence of merit in the latest ““CAMCO” 
product. Carries our special Duplex Suction Sole. 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
| RUBBER FOOTWEAR ‘CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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shoes also will be made for fall. All 
of the Porter & Sveden shoes are 
Goodyear welts. The fall low cuts, 
by the way, will have 10-8 heels. 


More Inlay Patterns Noted 


Lynch Shoe Co. is making patent- 
leather pumps, with square or dia- 
mond perforations, and in the per- 
forations are inlays of white, or red, 
or green. One shoe has a white in- 
lay across the vamp to make an imi- 
tation tip, and corresponding inlays 
on the strap and quarter. Also the 
firm continues to make a four-barred 
strap, which fastens with four but- 
tons. It will soon have some samples 
of Wilson process shoes ready for in- 
spection; also some new welt shoes 
with heavy edges and low heels for 
fall. 


Whites for Sunday? 


A Lynn maker of shoes for grow- 
ing girls insists on making all white 
shoes of white buck leather, and re- 
fuses to trim his shoes with straps, 
or tips, or tan, or black leather, to 


$10 THE MAXIMUM 


High-Priced Shoes Moving Slowly, 
Say Merchants 


Despite all the rainy . Saturdays 
and the unusual cold weather, retail 
and wholesale shoe merchants report 
a fairly good month. With the com- 
ing of the warmer summer months 
it is expected that more business will 
develop, with a record white. season 
predicted. Window displays show 
novelty shoes in color combinations 
of brown and white, and black and 
white straps and oxfords. Saddle 
straps show signs of becoming pop- 
ular. Prices from $7 to $10 seem to 
be the best. High-priced stock is 
moving slowly. 


White Buck Pump Display 


A recent advance showing of in- 
fants’, children’s and misses’ white 
buck pumps in one-strap, two-strap 
and two-button effects at prices 
ranging from $3.25 to $5.50 made a 
very attractive display at the store 
of F. E. Ballou Co., Weybosset and 
Eddy streets. Patent leather and tan 
Russia calfskin at $2.50 to $5 were 
also being shown. Manager Smith 
states children’s business is especially 
good, with the other departments 
holding their own. 


The “Argyle”—a new Fashion 
Gladding’s recently presented to 
its trade: :the “Argyle,” a one-strap 
slipper, at $12, in tan calf, and fea- 
turing the newest mode with a double 
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get sport effects. He says that sport 
shoes are all right in their place, but 
that the church isn’t their place. He 
adds that most of the children who 
wear his shoes are expected by their 
parents to go to church on Sunday. 
So their parents pick for them a nice 
looking, all-white shoe that is proper 
for them to wear to church and, at 
the same time, is serviceable for 
dress wear during any week-day. 





Brogue Boot Patterns Being Made 

A sign of the fall fashions is the 
making of patterns of 8%-inch boots, 
brogue styles, at the pattern shop of 
Reando & Stone, Lynn. Also this 
firm is making patterns of brogue ox- 
fords, and of one, two and three- 
strap pumps for fall. 


Defer Building Until Next Year 

The Michaud Shoe Co., Salem, had 
plans made for a model factory for 
the production of 1000 pairs a day of 
shoes for misses and children. But 
costs of building are so high that it 
let the plans go over for another 
year. 


Providence 


row of beige color stitching around 
vamps and quarters. It is cut high 
in back, fitting the heel securely, and 
is low and graceful in front, with a 
single strap. 


A $1 Sale Held 


Jordan’s Department Store, at 208 
Weybosset Street, on May 13 held 
a $1 sale throughout the store. 
Women’s patent colt, black kid ox- 
fords and pumps, regular $4.00 to $7 
values, were sold at $1. 


Cordovans at $7.88 


A special local Walk-Over sale of 
9000 pairs men’s low shoes of ‘cordo- 
van, calf and patent, with some plain 
and others of saddle strap effects, are 
being offered the male trade at -$7.88 
pair. J. A. Thomas, manager, who is 
vice-president of the Rhode Island 
Retail Shoe Dealers’ Association, says 
business is holding its own. Women’s 
sport shoes of gray buck, and com- 
binations ‘of green and white, black 
and white and blue and white were 
sold at $12. 


Women’s Regals at $3.95 and ’$4.95 


One of the most successful shoe 
sales in the city was that conducted 
by the Regal Shoe Store, where 1000 
pairs women’s first-grade shoes were 


_ offered at $3.95 and- $4.95. William. 
_W. Monroe, manager, is on a_busi- | 
‘ness trip: J. °J:“Bickley, New Eng-~ 


land sales manager, visited the local 
store recently. 








vam eo 





















s The selling PLAN- 














We used- 











To bring- 
A $28,000.00 volume- 





Of CASH business- 
in TEN days~ 














To Thompson's- 
In Ft.Dodge,Ia.- 
Wouldn't work- 







5° SYR th oe = 


















In YOUR case for- 





Sea 


PR 





Different conditions- 
& Demand- 

Different methods. 
After our SURVEY- 
And ANALYSIS- 








Of your store- 
And territory- 
I CAN tell you- 


SSSR RATES ITOLN EARRA EE be 





% What you may expect- 
From YOUR Kelly sale- 









baa <4 eee? 





* And then prove it- 






With a KELLY man. 







Coupon- 
Starts ACTION. 


i de 


re 






DMCA 


Pas 




























T. K. Kelly Sales System 
2548 Nicollet Ave. 



















Minneapolis, Minn. es 4 ; 
Size of my stock i 
ae fr ' 
Name ld 
BIA (LF f A 4 
City efi _Stat 






















































‘100 BOOT AND SHOE RECORDER May 28, 1921 


WF Ye, OLDE TYME COMFORT 
. PRICES! 


No. 16 





$2.17% 







WE | thee aia 
Don't 
Promise ..~.. 


Prices __.... 
| $3.00 






Oxford, Stock Tip, 
Rubber Heel, C, D, 
B and EE 2%-9. 


No. 836 (Made to 
Order Only) $2.35. 
Plain Toe Oxford, 


No. 93 


No. 9 Same Shoe 
lucher . 


Make 
Them 3 


$3.35 


Seamless, Steel Arch 
Support, Rubber Heel, 
-9; D and 
2%-9. 

Same Shoe Other 


des 


ra 

‘“‘Wide Ankle’ Stock We. OB ciccsses $3.15 
Tip, Steel Arch Sup- No. 893 (Made to 
port, EEE 3-10. Order Only) ...$2.85 


LUNN & SWEET COMPANY 


Auburn, Maine 
ALL SHOES GENUINE ‘BLACK GLAZED ' KID 
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PRICES! 


Best for the Money No. 311 


$2.174 2 


Best for the Money No. 302 


$2.10 










One Strap Sandal 
B 3-9. 


No. 46 





No. 72 


Plain Toe Polish, 
Rubber Heel, OC, 
-' > a - 


No. 391 (Best oe 


the Money). .$2.75 


LUNN & SWEET COMPANY 
. Auburn, Maine | 





Prices 


oT 


Promises 


$3.00 WHICH 
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A Splendid 
Advancement of 
Shoe Modeling for 
Men’s Feet as They 

Are To-day 


& 


A shoe that has a stylish, 
well set up appearance, at 
once separating it from the 
ordinary run of shoes. 


A. P. Shoes are the only 
shoes with double anchored 
steel shank embodying the 
scientific principle of bridge 
construction — fitted to the 
foot from heel to ball in- 
stead of heel to toe; with the 
assurance of longer wear and 
shapeliness because of the 
rigid arch construction and 
a flat even tread base that 


can’t break down. 


The A. P. Shoe provides you 
an opportunity to give your 
clientele a real pleasure in 
shoe fitting, stylish shoes 
that show character are new 
in last and pattern—that 
marks a new standard of 
shoe value and setting ap- 


peal. 
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Keeps Good Feet Good 
and Helps Weak and 
Tired Feet to Recover 
from Their Discomforts 

































Carried 
In Stock 
and Made to Order 


in the new and snappy 
patterns. 









Made by 





E. T. Wright & Co., Inc. 


: Rockland, Mass. 3 





























May 28, 1921 


OUTLOOK IS BRIGHT 


Special Inducements Successful in 
Getting Customers Into Stores 


Trade for the remainder of the 
spring looks good. It is true the first 
week of May was unusually cold and 
all of April was cold and rainy. This 
is very unusual in the Central South 
for May. As a consequence the 
number of shoppers fell off appre- 
ciably, yet with many attractive 
showings, opening events, special 
sales, anniversary sales, visiting mer- 
chants’ day, and sundry other draw- 
ing cards, the shoe merchants, whole- 
sale and retail, got by notwithstand- 
ing. 

Some lines of business in the South 
are still very dull. This is true es- 
pecially of the woodworking lines and 
the left-over cotton crop. Then, too, 
spring building is backward, though 
considerable building is under plan 
for the summer and autumn, and 


FACTORY INCREASES STOCK 
Interest in Batavia Firm Acquired 
by Henry Minor 

The firm of P. W. Minor & Son, 
shoe manufacturers of Batavia, has 
increased the capitalization of its 
stock from $200,000 to $500,000. The 
company will have three directors, 
elected for one year each. The pres- 
ent directors are Frank B., Henry H. 
and Della M. Minor. Henry Minor 
went to Batavia from Binghamton 
last March and purchased the control- 
ling interest in the plant and was the 
instigator in incorporating the busi- 
ness. Previous to assuming his pres- 
ent position with P. W. Minor, Henry 
Minor was superintendent of Dunn & 
McCarthy’s Binghamton factory. 


Tongue Pump Featured 
Gould, Lee & Webster are featuring 
a new pump, “The Fannette,” with 
a fan-shaped tongue inlaid with har- 
monizing shades of suede. Models in 
golden brown calfskin, gray and black 
kidskin are featured at $11. To 


NEW STORE OPENS 


Retail Shops Doing a Normal Busi- 
ness . 


The Globe Shoe Co., which was or- 
ganized some time ago, has thrown 
open its doors to the public. The 
new shoe store is equipped with all 
the latest comforts found in the most 

up-to-date shops. - It: is conducted 
under the ‘management of Moe Elli- 
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Memphis and Nashville 


some large contracts are now being 
signed up. A couple of strikes pre- 
vail in Memphis, but the number of 
people affected is small. Collections 
hold up well, and the mercantile 
credit bodies are engaged in a series 
of publicity announcements urging 
prompt payment of monthly accounts 
between the first and the tenth. 
Other publicity suggestions are for 
liberal and spontaneous trading. An- 
other plan is bargain days on Wed- 
nesdays. 


To Have an Arcade Store 

The novel idea of an arcade shoe 
store is to be worked out by the Cara- 
dine Shoe Co., 63 North Main Street, 
Memphis, which has acquired by pur- 
chase a three-story building at 85 
Jefferson Avenue. The building has 
a frontage of 20 feet by a depth of 
75 feet, abutting on the rear of the 
present Caradine Main Street store. 
Plate-glass windows will be placed in 


Rochester 


stimulate the sale of hosiery, Gould, 
Lee & Webster mention in ali their 
advertising that they carry in stock 
hosiery to match the particular 
models that are featured. 


Another Bargain Store Opened 


A bargain house has been opened 
by the Adjustors Shoe Store at 38 
North Fitzugh Street, opposite Duffy 
Powers. Prices range from $2.98 for 
boys’ dress shoes to $5.95 for 
women’s dress pumps. 


Clearance Sale of Colored Strap 
Pumps 


Due to the breaking in size range 
of strap pumps in brown and gray 
ooze calfskin, William Eastwood & 
Son Co. are offering all their remain- 
ing stock at a clearance sale price of 
$9.85. 


No Regular Meetings Until Fall 


Owing to the fact that many of 
the members have found it impossi- 


Charleston 


son, who has recently returned to 
Charleston from the North. 

The twenty-fifth anniversary of 
W. F. Livingston’ & Son was cele- 
brated by a public reception on the 
evening of.Monday, May 9. A quar- 
ter of a century ago “Walter” Liv- 
ingston was a shoe clerk in a small 
store on King Street. After several 


_years’ service he resigned and opened 
up a small shop “on his own hook.” 





103! | | 


the remodeled Jefferson Avenue front | 
and an iron and glass canopy will be ' 
constructed at the second-floor level | 
over the sidewalk. This store car- 
ries a large stock of the most fash- 
ionable footwear for men, women and 
children, retail, and they report 
spring business good. For some time 
their store has been much crowded. 


Women’s Line Is Added 

The Emerson Shoe Store at 63 
South Main Street has recently added 
a line of women’s shoes, and is show- 
ing the most extensive and varied 
line of men’s shoes they have ever 
carried. Claude Borum, the mana- 
ger, is one of the best-known win- 
dow trimmers in Memphis. 


Shoe Department Enlarged 


Castner-Knott Co. department 
store, Church Street, Nashville, have 
materially enlarged their shoe de- 
partment this spring. 


ble to be present at the weekly lunch- 
eon meetings, and because of the very 
small attendance during the past few 
weeks, the officers of the Rochester 
Retail Shoe Dealers’ Association have 
decided to suspend the meetings from 
now until fall. Special meetings will 
be called in June ‘to boost the New 
York State Retail Shoe Dealers’ Con- 
vention, which will be held in Buf- 
falo July 11 and 12. The officers of 
the Rochester Retail Shoe Dealers’ 
Association are C. E. Shields, presi- 
dent; Philip Leckinger, first vice- 
president; Don J. Burke, second vice- 


’ president; Isadore S. Friedman, third 


vice-president; A. L.- Robinson, treas- 
urer, and R. L. Fitzgerald, secretary. 


A. H. Martin Co. Moves 


The firm of A. H. Martin Co., 
makers of “Bonita Shoes for Baby,” 
has removed from its former location 
on South Avenue to 116 Mill Street, 
where it will have much larger quar- 
ters. 


To-day he is the head of a firm oper- 
ating one of the largest retail shoe 
stores in the South. Mr. Livingston 
is also alderman from his ward and 
is at the head of several important 
committees of city council. 

The various shoe stores in the city 
are doing a normal business, though 
continued cool weather had a bad ef- 


fect on the sales of men’s low quar-_ 


ters. 


| 
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JOHNSON BROS. 
FALL STYLES 


No. 684 


A nine inch Russia calf 
boot made from a new 
light shade of Russia calf 
with ball strap and me- 
dium heel—the last has 
plenty of width and makes 
an attractive style. 


CEEENSTTTETINUTITITIT ITT 


No. 718 


Showing our new last for 
girls— No. 119—a ball 
strap oxford with low heel 
and heavy sole made in 
Russia calf and side 
leathers. 


You’ll find the widest assortment of next season’s best styles in 
Johnson Bros. line of good looking, well made shoes for women. 


JOHNSON BROS. SHOE MF’G CO. 


HALLOWELL, MAINE 
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MANNS-OWENS CO. CHANGES 
HANDS 


Purchased by Men Formerly Inter- 
ested in Wise, Shaw & Feder 


Another important change of own- 
ership among the shoe manufacturing 
plants of this market took place last 
week. The Manns-Owens Co., after 
having suffered heavy losses last fall 
and winter, which resulted in the ap- 
pointment of Oscar W. Kuhn as re- 
ceiver, has been purchased by Mark 
and Walter Feder and John Gregg. 
Both the Feders and Mr. Gregg were 
formerly interested in the Wise, Shaw 
& Feder Co., but sold their interests 
in this company a few months ago to 
Robert Wise. 

During the last two months the 
Manns-Owens Co., though in the 
hands of a receiver, has been oper- 
ating and filling a goodly number of 
orders received from old customers. 
It has not yet been announced 
whether the new owners will retain 
the old name of Manns-Owens. The 
Manns-Owens Co. for many years 
manufactured men’s shoes. A great 
number of lasts formerly used by the 
old McDonald-Kiley Co. have been 
taken over by the Manns-Owens Co. 
during the last two years. However, 
the manufacture of men’s shoes has 
been entirely replaced by the manu- 
facture of women’s shoes. It is the 
opinion of many of the manufacturers 
here that the change in ownership of 
this concern will mean a right-about- 
face in its progress. The Feder Bros. 
are old-timers in the local market, 
and John Gregg is considered among 
the livest of sales managers. 


P. Sullivan Increases Capacity 


The need for an increased daily 
capacity has been felt by the P. Sul- 
livan Co. to such an extent that it 
recently had to install a considerable 
amount of new machinery in the fit- 


TO CELEBRATE CENTENNIAL 


Special Events, Including Pageant, 
Being Planned 


The week of June 12-18 will be an 
important one for Brockton, inas- 
much as it includes the dates of the 
100th celebration of the incorporation 
of North Bridgewater, now Brockton. 
The city’s gates will be wide open 
to welcome all visitors duri 7 

00th anniversary. . Special f 

being planned, such as a SF reat 
the Fair grounds, illustrating va- 
gus episodes of Brockton’s history. 
bmbers and employees of the shoe- 
manufacturing trade will take im- 
portant. parts in these events. The 
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Cincinnati 


ting room. According to W. T. Dick- 
erson, vice-president of this company, 
the daily output has been increased 
to 1200. This is the highest mark 
reached by this concern. Mr. Dick- 
erson returned last week from a two- 
week trip in the East, during which 
time he made arrangements to open 
a New York office, under the super- 
vision of the Eastern representative, 
Charles Auer. 


Merchants Ordering High Shoes 

The local boot and, shoe manufac- 
turers report the receipt of a healthy 
amount of business booked for deliv- 
ery during the months of July and 
August. Salesmen from this market 
are expected to return from their ter- 
ritories between the first and middle 
of June. This last trip has been con- 
sidered their second trip of the year. 
During the past two weeks orders 
have been coming in on high shoes 
of brown and black calf, more or less 
of the staple nature. This means, 
however, that they are considerably 
dogged up with plenty of perfora- 
tions, saddle-strap effects, etc. The 
larger portion of the orders received 
for boots thus far call for the 8%- 
inch height with a 10-8 heel. It is 
the opinion of many of the local man- 
ufacturers that the average merchant 
is beginning to figure a few more 
weeks in advance of his needs than 
he has during the past six or eight 
months. Some even state they be- 
lieve that the old order of placing 
orders six months in advance will re- 
turn within the next few seasons. 


Says Men Want Style Shoes 


In order to maintain a volume 
business in men’s shoes during the 
coming fall season the element of 
style is going to have to be given full 
sway. This is the belief of G. R. Van 
Meter of the Bostonian Shoe Store. 
Mr. Van Meter states that in buying 


Brockton 


entire city will be in gala array in 
honor of the centennial celebration. 


Centennial Week’s Program 


On Sunday, June 12, the observance 
will be at the churches; Monday, 
June 138, educational and historical 
exhibits in schools and stores; Tues- 
day, June 14, fraternal and social 
functions by clubs and lodges; Wed- 
nesday, June 15, exact anniversary 
of the centennial incorporation . of 
North, Bridgereier (no 
old home ay throughout the city, 

presentation 
ht at’ Fair 
Me Thursday, June 16, second 
presentation of the historical ‘pageant 


_at the Fair Grounds;-Priday, June 
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his shoes for fall he has figured that , 
men are going to demand stylish foot- 
wear. He also states that 50 per 
cent of his purchases for fall are in 
low shoes. Brogues made up in Nor- 
wegian and Scotch chain calfs in light 
shades of tans are considered good 
for fall by Mr. Van Meter. 


Predicts Demand for Spats 


| 
\ 


Pete Levy of the Vogue Novelty - 


Co. returned last week from an ex- 
tensive trip in the trade. From all 
indications, according to Mr. Levy, 
next fall is going to be a good spat 
season for the shoe merchant. With 
the general popularity of low shoes, 
he says, he can: see no reason why 
spats should not be in great demand. 
He predicts that the regular side but- 
ton 12-inch pattern will meet with 
favor, but that novelty in spats as 
well as in shoes is going to be the 
greatest factor in demand. 


Demand for Black Calf Oxfords 


The Val Duttenhofer Co. reports a 
growing demand for black calf ox- 
fords for early fall. This company 
also reports the daily receipt of or- 
ders for fall boots made up in brown 
kid and brown calf, 8% inches high, 
with 10-8 heels. Stanley Dutten- 
hofer, advertising manager of this 
concern, has been away from his desk 





for the past two weeks as a result of 
illness. 


Cincinnati Notes 
W. E. Conners, sales manager of 
the Elbinger Shoe Co., was in the 
East last week making a study of 
conditions. 


Henry F. Hagemann, secretary of 
the Ohio Valley Retail Shoe Dealers’ 
Association, returned last week after 
a short honeymoon, following his 
marriage to Miss Mabelle Minton of 
Hamilton, Ohio. The wedding took 
place on April 30. 


17, high school commencement and 
other school programs and reunions; 
Saturday, June 18, free out-door 
sports in various parts of the city. 


Group Exhibit at Style Show 


Shoe manufacturers in Brockton 
and Brockton district have arranged 
for a group display of footwear at 
the National Shoe & Leather Expo- 
sition and Style Show in Mechanics’ 
Building, Boston, July 11-14. The! 
committee has secured a desirable lo- 
cation and is planning to make the 
Brockton district display an impor- 
tant feature of the show. More than’ 


twenty firms in Brockton and nearby) — 
~towns will- show  their-products. 








1 
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In Stock — June Only 


12 WHITE NOVELTIES 


“SPORTS” and “STRAPS” —_ 





These are all new shoes and new styles in the fullest 
sense, and comprise a range of choice that meets every 


possible preference. 


White Buck White Kid 
White Reignskin 


Trimmed with Brown Calf and Patent Colt 


Write NOW for our catalog which gives full descrip- 
tions, illustrations and prices. 


It’s the only way to have the whole story before you. 


WILLIAMS CLARK & CO. 
LYNN GOODYEAR WELTS EXCLUSIVELY M ASS. 


BOSTON OFFICE: 183 ESSEX ST. 
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following committee is calling on the 
trade to outline the style show plans: 
Herbert T. Drake, of Emerson Shoe 
Co.; J. A. Munroe, of E. T. Wright 
& Co., Inc., and Harris W. Fleming, 
of Churchill & Alden Co. 

Names of some of the exhibitors 
in the list of concerns which have 
signed for space at the Boston 
show ineiude: W. L. Douglas Shoe 
Co., Churchill & Alden Co., M. A. 
Packard Co., Brockton Rand Co., and 
Dunbar Pattern Co., Brockton; Com- 
monwealth Shoe & Leather Co., 
Regal Shoe Co., Whitman; Emerson 
Shoe Co., E. T. Wright & Co., Inc., 
Rockland; M. N, Arnold Shoe Co., 
North Abington; C. H. Alden Co., 
Abington. Brockton and the South 
Shore manufacturers are prominent 
as officers, also as members of the 


BUSINESS ON UP-GRADE 


Many Factors Combine to Justify 
Feeling of Optimism 


The Cleveland Trust Co., one of 
the largest banking institutions in 
the Middle West, says that there is 
no doubt that business is rapidly 
growing better in this city. Any 
shoe merchant in the city will say 
the same. Their cash registers af- 
ford unmistakable evidence. The 
crowds in the stores and the bank 
deposits also tell a story of better 
business. F 

The reason is that’ the condition 
of the Federal Reserve and the finan- 
cial institutions has improved; that 
interest rates are lower; unemploy- 
ment is decreasing; there is greater 
activity in such lines as automobiles, 
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various committees of the forthcom- 
ing show. 


Shoe Man Returning to Orient 


J. Warren Baldwin, who represents 
George E. Keith Co. in the Far East, 
has been in Brockton for several 
months on leave of absence. To- 
gether with Mrs. Baldwin he is now 
returning to the Orient via the Pa- 
cific Coast. He will travel through 
China, India and other Far Eastern 
points. Mr. Baldwin’s trip, which is 
in the interests of Walk-Over shoes, 
will cover about two years of prac- 
tically continuous traveling. A 
brother, Walter Baldwin, who is 
manager of the Walk-Over store at 
Rome, Italy, will be visited during 
this trip. 


Cleveland 


rubber, textiles, shoes and leather; 
car loadings are increasing and earn- 
ings are increasing on the part of 
railroads that enter the city; stocks 
are advancing in prices; far-reaching 
wage adjustments have been made in 
important industries; building con- 
struction is on the increase; and the 
general demand on the part of the 
consumer for the things that he has 
denied himself in recent months is 
on the up-grade. 

At the shoe department of the Hig- 
bee Co. it was stated that business 
is running far better than in the pre- 
vious month. At the Ames Co. shoe 
department the management asserted 
that not only has the volume of busi- 
ness increased -gradually since the 
first of the year, but credit conditions 
have improved during that period 
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Naval Order for South Shore Concern 


The Emerson Shoe Co. has received 
an order from the Government for 
40,000 pairs of naval shoes, which 
will be made in the Rockland, Mass., 
factory of the company. The con- 
cern is now finishing an order of the 
same sort of footwear. Of four bid- 
ders for the contract the Emerson 
Shoe Co.’s price of $3.43% was low- 
est. 


To Enlarge Stock Department 


T. D. Barry Co. are planning to 
enlarge the factory stock department 
the coming season, and to develop 
this feature of the business to an 
important extent in the carrying of 
seasonable styles in men’s welts. 


Fall Buying Is Beginning 


Cleveland merchants have begun to 
purchase lightly for fall wear. They 
are banking that oxfords will be the 
most popular style, and are making 
their purchases accordingly. The 
old reliable brogue is still the stand- 
by of the Cleveland merchant who 
is in the market for next fall’s wear, 
and goodly quantities of that style 
are being purchased. Chocolate- 
colored tans seem to be having a run 
in this city, although the color has 
just appeared, and merchants are 
predicting that this shade of brown 
will be worn largely next fall and 
winter in Cleveland. Everybody is 
looking forward to a good fall sea- 
son, and one that will stand out long 
in the memory of the merchants. 











ARMY SHOE PRICES LOWER 


Contracts Awarded for Total of 250,000 Pairs at 
‘Average of $3.43 


Washington, May 17.—The Quartermaster Corps, 
United States Army, has just awarded contracts for 
a total of 250,000 pairs of service shoes, the average 
price being $3.43 net per pair. This represents a 
reduction of approximately 50 per cent paid in April, 
1920, when 500,000 pairs of shoes were bought at 
an average price of $6.73 per pair. The shoes being 
bought are for sales stores of the Army throughout 
the country. The largest single lot consisted of 
150,000 pairs, in boxes, awarded to Rosenwasser 
Bros. Co., Inc., Long Island, New York, at a total 
price of $506,750, f.o.b. New York. This lot and 
prices were divided into 50,000 pairs at $3.245, 25,000 
pairs at $3.345, 50,000 pairs at $3.445 and 25,000 
pairs at $3.545. The other awards were as follows: 

Menzies Shoe Co., Fond du Lac, Wis., 18,000 pairs 
at $3.6115, f.o.b. Chicago; Joseph M. Herman Shoe 
Company, Boston, 60,000 pairs in boxes, divided as 
follows, the prices being f.o.b. Boston: 10,000 pairs 
at $3.235, 30,000 pairs at $3.435, 20,000 pairs at 
$3.535; Brown Shoe Company, St. Louis, 22,000 pairs, 
in boxes, at $3.624, f.o.b. box, St. Louis. 


The Philadelphia intermediate depot, which had 
invited proposals for May 5, on 24,000 pairs of offi- 
cers’ shoes, has cancelled this circular because bids 
for these shoes have been asked by the office of the 
Quartermaster General in Washington to be opened 
at 11 a. m., June 2. 

Hip and knee rubber boots have been awarded as 
follows by the Quartermaster Corps: 

Eighteen hundred pairs of knee boots at $3.11 
and 1120 pairs of hip boots at $4.77, f.o.b. Boston, 
to the Hood Rubber Products Co., Inc., Watertown, 
Mass.; 6000 pairs of knee rubber boots to the United 
States Rubber Co., New York City, at $3.04, f.o.b. 
Boston. 





SELLS SHOES IN A TENT 
Rochester Merchant Accommodates Overflow Trade 
in Unique Way 

Rochester.—To accommodate the crowds that at- 
tended their anniversary sale, The Forman Co., spe- 
cialists in ladies’ ready-to-wear, erected a tent in 
the rear of their store, where special bargains were 
displayed. To get customers into the tent, the store 
indicated the way by green lines leading from the 
front of the store. All advertising carried the cap- 
tion, “Follow the green line to the tent.” 
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ANNOUNCING THE CREATION OFIT 


these union of the International Shoe Company of St. 

Louis and the W. H. McElwain Company of Boston means 
that every cent you invest in shoes will buy you more in 
service, more in style, more in vaiue. 


Through the manufacturing economies of vast production 
and the advantages of immense purchasing power, savings 
heretofore impossible will be made at every step—from the 
time the hide is bought, through tanning, manufacture and 
distribution, until the finished shoe comes to you at your. 


own retailer’s store. 


HE INTERNATIONAL SHOE ComPANy of St. — 


Louis and the W. H. McELtwain CoMPANY 
of Boston have merged. 


It brings together a combined manufacturing 
capacity larger than that of any other maker of 
shoes in the United States or abroad. 


In 1920 the International Shoe Company made 
more pairs of men’s, women’s and children’s 
shoes than any other manufacturer in the world 
—bearing the widely known marks of their dis- 
tributing companies : 

Roperts, JOHNSON & RAND 
Peters SHOE COMPANY 
FRIEDMAN SHELBY COMPANY 

In the same year the W. H. McElwain Com- 
pany made more pairs of men’s and boys’ street 
and dress welt shoes than any other manufac- 
turer in the world. McElwain Shoes are widely 
and favorably known under the guarantee of 


their trademark,x— McELWAIN 


The combined volume of these two companies 
in 1920 was $128,000,000. So this merger creates 
the largest agency for the manufacture and dis- 
tribution of shoes in the world. 


*““What does this mean to me?”’ 
asks the Purchaser of Shoes 


Both companies enjoy the advantages of im- 
mense purchasing power, both control their own 
tanneries, both have worked with highly skilled 
labor, highly compensated, and yet—through the 






tremendous economies of vast production—have 
been able consistently to improve the quality of 
their product without increasing the profit per 
pair. 

The International Shoe Company has 32 fac- 
tories in Illinois, Missouri and Kentucky. The 
affiliated tanneries of Kistler, Lesh & Co., in 
Pennsylvania and North Carolina supply its sole 
leather. Through its three great distributors its 
shoes are sold everywhere, predominantly in the 
agricultural territories of the West and South. 


McElwain Shoes are made in New Hamp- 
shire, in 10 McElwain factories, of leather tanned 
in two McElwain tanneries. Four McElwain 
factories supply other materials. McElwain 
leather is bought at the very sources of the 
world’s supply. McElwain Shoes are sold from 
the Atlantic to the Pacific—particularly in the 
large cities and great industrial centers. 


*““What does it mean to me?”’ 


asks the Dealer 


Neither the International Shoe Company nor 
the W. H. McElwain Company owns or operates 
retail shoe stores. The officers of both com- 
panies believe sincerely in the economic value of 
the service rendered by the independent retail 
shoe merchant. 


They believe that the problem of the past 
decade was the problem of wasteless manufac- 
ture, and that the problem of the next decade 
will be the problem of wasteless distribution. 


INTERNATIONAL SHOE COMPANY 


ST: LOUIS; MISSOURI 
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JFITHE LARGEST SHOE COMPANY 
IN THE WORLD 


Only by the closest’eo- 


operation between ‘the 
manufacturer and the 
merchant will this prob- 
lem be solved. 








HE members of the International 

Shoe Company and the W. H. 
McElwain Company regard this meet- 
ing of East and West as the open 
door to new fields of efficient and 
economical service by which all the 
public shall profit. Our mutual prog- 
ress will be measured by a degree of 
service to the shoe industry and to 
the public which would not have been 
possible in separate.effort. 


The announcement of our merger, 
therefore, is a solemn pledge, taken in 
the full realization of its responsibil- 
ity, and with the inspiration which 


utmost elimination of 
waste in making better 
shoes and ° distributing 
them to the men, women 
and children of the 
country. 


On the basis of better 
merchandising _ service 
to the public at large, 
the new company 
pledges its best efforts 
in cooperation with the 
60,000 independent re- 

* tail merchants who sell 


arouse. 


President 


CoMPANY 





_ only a call to greater service can 


J.F.McEtwain_ , Frank C. Ran 


W. H. McEtwain’ INTERNATIONAL SHOE 


No change in 
policies 
Those ideals will not 
be changed. 


As a new and larger 
International Shoe Com- 


President 


CoMPANY 














pany, these makers will 





its shoes, 


Why these two successful 
enterprises merge 


In their swift rise to the top of the shoe in- 
dustry, the two companies have followed parallel 
lines of reasoning; to each in his field this ideal 
has brought success: 


Make more shoes and you can make each 
pair for less. 

Make them better, and more men, women 
and children want them and wear them. 
Make more shoes better-for-less, and you 
will overcome competition, distance, and 
every other obstacle between the public and 
your shoes. 


Both companies have met common problems. 
Their paths have seldom crossed, for the com- 
panies have not been largely competitive. They 
were fellow-travelers, who saw that the strength 
of both companies could be brought together to 
carry both more rapidly to their goal—to the 


encourage and foster the 
individual organizations which have contributed 
their several successes to the common triumph 
that lies ahead. 

There will be absolutely no change in the 
quality that is guaranteed by the several trade- 
marks, 

Manufacturing methods will be wholly shared 
to reduce the price and increase the value of 
every shoe. There will be a complete exchange 
of formulz, cost-control methods and operating 
practices, in an industry in which the correct use 
of materials and by-products is all-important. 

Net tangible assets of $40,000,000 will afford 
the largest purchasing power in the world for 
the best hides, leather, and other materials. 


Wider distribution 


Cooperation of distributing organizations and 
warehouse facilities can have but one result: 

To put within “arm’s reach” of every inde- 
pendent dealer, everywhere, shoes that supply 
every demand in product and price. 


_ W.H. Mc: ELWAIN COMPANY. 


BOSTON, MASS. ~ 
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““One Pair Sells Another”’ 


F’r instance— 


Gallun’s No. 4 Tan Norwegian Oxford. Tip, Vamp, 
Quarter and Heel Foxing Pinked and Perforated. 
Heavy Single Sole. Stitched Heel Seat. Broad Inch 
Heel. A, 7-11; B, 6-11; C and D, 5-11. 


Price $6,50 
Stock No. K 902 
Same as above only Black Norwegian, $6.50. 


Stock Departments 


New York City 


At the Factory: 
ws 200 Fifth Ave., Raom 698 


Brockton, Mass. yA 4 
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T. D. BARRY CO. 


BROCKTON, MASS. 


The Home of “Barry Shoes,” built for men only by men who know how. 
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VALUE OF ORGANIZATION 


Cleveland Shoe Travelers Secure Bet- 
ter Transportation Service 


The value of a well-organized bu- 
reau that is backed by all the weight 
and influence of the Shoe Travelers 
Club has been demonstrated forcibly 
in Cleveland where the travelers have 
won important concessions from bag- 
gage transportation companies. 

It was not so long ago that shoe 
travelers were held up daily in the 
Forest City by the transportation 
companies. These companies not only 
asked any price they pleased for haul- 
ing baggage from the depot to down- 
town hotels, but took their time about 
hauling it. 

Many a salesman in this city has, 
in the past, used harsh language at 
the baggage smasher because of his 
dilatoriness. 

But conditions are different now. 
The price of hauling a trunk to a 
hotel or sampleroom is now 50 cents. 
Formerly it ranged from 75 cents to 
$1.50. All a salesman has to do now 
to get a prompt call and quick service 
is to put in a request by telephone. 
The baggage man answers promptly. 
He is more courteous and gives better 
service. 

Things in this respect had become 
so bad that D. R. Eberley, president 
of the Cleveland Shoe Travelers’ Club, 
appointed D. Osack, a committee of 
one to “haul the baggageman down 
from his high horse.” Osack started 
out with blood in his eye, and in the 
words of local travelers, “he brought 
home the bacon.” 

Travelers from other cities, who 
have cause to complain of service 
given by the baggageman here, have 
been asked to submit their statements 
in writing to Mr. Osack, The Arcade. 
They will be given prompt attention. 


A BUNCH OF NEWS 


On New England Boys by National 
Secretary “T. A. D.” 


Harry Le Favor, “The Count” of 
Braintree, Mass., and big output man 
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for the Milford Shoe Co., has reported 
at the Boston Shoe Trades Club, after 
a very profitable business trip through 
the West. “Harry” made everything, 
from Boston to Omaha, and selling 
as he does in case lots only, booked 
some very neat orders. He is an op- 
timist and in describing his trip gave 
very substantial proofs that business 
is there, if one gets after it properly, 
and properly means proper shoes at 
proper prices. He says that the trade 


D. R. EBERLEY 
President renee Shoe Travelers’ 
u 


wants shoes, but balks at high prices, 
because there is such a variety of 
prices being offered. 


Regarding “Mike” Darling 


A. W. Darling, “poetically” known 
as “Mike,” was seen at the Boston 
Shoe Trades Club recently, after a 
little hibernation, due to a touch of 
rheumatism, but as “Mike” comes 
from the real old New England stock, 
it took him but a short while to re- 
cuperate. He is now packing up his 
samples to finish up his trip, so as to 


get back home again for the early 
summer. 


Fanning Planning “Stunts” 


Frank T. Fanning was in Boston a 
few hours recently, having finished a 
trip throughout New England with 
the Walk-Over line. He was bubbling 
over with enthusiasm on new ideas for 
the outing of the Boston Shoe Trav- 
elers, which is to be held July 15. 
“Frank” has some novel stunts to 
pull off and he is guarding them 
so closely that he would not allow 
Tom Delany, the president of the 
Boston Shoe Travelers’ Association, 
“to get in on them.” 


FOR REDUCED R. R. RATES 


President George J. Nichols of the 
N. S. T. A. has been in touch with 
every affiliated association in relation 
to the following bill authorizing the 
Interstate Commerce Commission to 
issue mileage books of not less than 
one thousand miles and at a reduction 
of 20 per cent from the established 
rate, urging the affiliated associations 
to follow up their Senators and Con- 
gressmen. Every commercial travel- 
ers body in the United States has been 
invited to co-operate with the N. S. 
T. A. toward securing the passage of 
the bill. This bill is of particular in- 
terest to New England, and it is a 
manufacturing center and traveling 
men going out from this section must 
cover the whole country. The Bill 
reads as follows: 


Authorizing and directing the Inter- 
state Commerce Commission to is- 
sue mileage books of not less than 
one thousand miles and at a reduc- 
tion of 20 per centum from the es- 
tablished rate. 


Be it enacted by the Senate and 
House of Representatives of the 
United States of America in Congress 
assembled, That the interstate passen- 
ger rates as now or hereafter in force 
shall provide for the issuance of mile- 
age books of not less than one thou- 
sand miles and at a reduction of 20 per 
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No. 112 


Army Shoe 
No. 1 Side Leather 


$3.60 
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HE salability of this Model 112 Herman Shoe in retail stores all over 
the country has marked it as one of the leaders in the Herman line. 
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Its demand has gone far outside the circle of militia men. Nowadays 
men in all occupations who enjoy the noteworthy fitting qualities of the 
Munson Last and who desire footwear that has extreme serviceability as 
well as fine looks, are buying this Herman Style 112. 


. 
oa 


Herman’s prices are based strictly on replacement costs. Herman 
quality and value lead the entire Specialty group. 


Style 112 is in stock, in full sizing. 


_ JOSEPH M. HERMAN SHOE COMPANY 


BOSTON, “MASSACHU SETTS 
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centum from the established rate. 
That the Interstate Commerce Com- 
mission is hereby authorized and di- 
rected to take such action as may be 
necessary to carry into effect the op- 
eration of this provision. 

Many Chambers of Commerce in 
New England are working with the 
officers of the N. S. T. A. toward the 
enactment of this measure. The Na- 
tional Shoe Manufacturers’ Associa- 
tion has given assurance of its in- 
terest and is pushing the movement 
through its many associations. It is 
the duty of every shoe manufacturer, 
jobber, retail merchant, and sales- 
man to put his shoulder to the wheel 
and secure the passage of this bill. 


A BIT OF INFORMATION 


H. Rosenthal of the Family Shoe 
Store, Bakersfield, Cal., asks the 
RECORDER to publish the following for 
the information of shoe travelers. 

The Specialty Shoe Co. of Fresno, 
Cal., is now owned by Rosenthal, Win- 
berg & Shyer. Rosenthal and Winberg 
are of The Family Shoe Store, Bakers- 
field, Cal. Mr. Shyer was formerly in 
the insurance business at Los Angeles. 
Both stores are now known as The 
Family Shoe Store. At present buy- 
ing for both stores is done at Fresno 
by Harry Rosenthal. 


Slocum in New Offices 


E. B. Slocum, the Chicago represen- 
tative of The Dalton Co. of Brockton, 
has taken new offices in the Security 
building in Chicago, which have been 
nicely fitted up for the trade. 


Platts with Nettleton 


Fred D. Platts of Holbrook, Mass., 
who has been selling shoes for the 
Emerson Shoe Co. of Rockland, has 
joined the selling staff of the A. E. 
Nettleton Co. of Syracuse, N. Y., and 
is traveling through New York, 
Ohio, Indiana, New Jersey and 
Pennsylvania. 


Leaves Store to Take to Road 


William (Bill) Hardin, who has been 
connected with Brcwning’s Shoe Store 
for the past year, has resigned his po- 
sition with this concern and: has be- 
come associated with the Excelsior 
Shoe Co. of Portsmouth, Ohio, 
for which concern he will visit the 
trade demonstrating the Grant Arch 
Support Shoe. Mr. Hardin will haye 
no. special territory at this time as 
it'4s the desire of this company to 
have-him travel over the entire coun- 
try demonstrating the many features 
ofthis shoe. Mr. Hardin was secre- 
tary-of the Columbus Shoe Retailers’ 
Association and Mr. C. E. Corwin, 
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manager of the Shoe Department of 
The Dunn-Taft Company, is now act- 
ing secretary of this organization, 
until the meeting of the directors is 
held to elect a successor. 


HAYES ON TRIP 


Showing Fall Line of Helming-Mc- 
Kenzie 


C. C. Hayes, of Birmingham, Ala., 
Division Manager, through Alabama, 
North and South Carolina, for the 
Helming-McKenzie Shoe Co. of Cin- 


Cc. C. HAYES 
With Helming-McKenzie 


cinnati, left on his trip May 25 with a 
full line of fall high and low shoes. 
Mr. Hayes is enthusiastic over the 
prospects of considerable business for 
the coming season, inasmuch as he 
has had many promises from his trade 
for an increased volume of orders. 


George F. Scholl Taking Trip 


George F. Scholl, a well-known shoe 
man in this territory, is now out with 
the line of the Levie Shoe Co. of Chi- 
cago, Ill. This company manufactures 
a line of novelty and staple footwear 
in men’s only. Mr. Scholl covers part 
of Ohio, Indiana and West Virginia 
with this line and is well-known 
throughout this territory. 


STYLE SHOW COMMITTEE BUSY 


Philadelphia Exhibit Prontises to. Be 
Bigger and Better than Ever 


, a 
Philadelphia.— The Philadelphia 
Footwear Style Show, which will open 
at the Bellevue-Stratford, July 18, and 
continue for two-days, promises to be 
larger and better than last year... Al- 


113 


ready nearly fifty exhibits have been 
planned and the local manufacturers’ 
association, which has the affair in 
charge, is leaving nothing undone to 
make the show a great success. Only 
local concerns will exhibit, the idea 
being to have annual exploitation of 
strictly made-in-Philadelphia prod- 
ucts. ; 


SPORT SHOES AND HOSE 

For men there are country club 
shoes of white buck with black trim- 
mings and sport hose of silk and wool 
mixture, in black and white colors to 
match. Also, there are similar com- 
binations of white and tan. Some 
merchants are offering shoes with 
sets of hose to match. 


F. B. HIGGINS JOINS SOLVOL 
PRODUCTS CO. 


Chicago.—The Solvol Products Co. 
has taken over the assets of the F. B. 
Higgins Co. of Aurora, IIl., which has 
heretofore manufactured Atlasta pol- 
ishes, dressings and dyes. 

The. Solvol Products Co. will con- 
tinue to make its own line of polishes 


F. B. HIGGINS 


under the trade name of Solvol and 
will also make the other line under 
the name of Atlasta. 

F. B. Higgins has joined the Solvol 
Products Co. and will become sales- 
manager of the combined organiza- 
tion. E. B. Sickle will remain as gen- 
eral manager of the business and J. 
E. Wollenhaupt, president, will be in 
charge of the production end of the 
business. ge"E - 


Chamber of Commerce Director 

C. G. Craddock, Jr., of the Crad- 
dock-Terry Co., was elected a direc- 
tor of the Lynchburg Chamber of 
Commerce at the annual meeting held 
May 10. 
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UNIO 


Factory 


Mr. HAROLD E. KEITH, President of the George E. Keith 
Company of Brockton, Mass., recently paid the following tribute 
to the Boot and Shoe Workers’ Union, in an address before the 


Lynn Chamber of Commerce: 


HARMONIOUS RELATIONS 


“New England has had altogether too 
many breaks in business due to strikes and 
industrial disputes. This situation our 
friends in the west have not been slow to 
take advantage of. I think it is only fair to 
say that the fault has not been entirely on 
one side. 

“I believe it is a well known fact that 
Brockton has seen ag little of this industrial 
strife as any shoe centre. Perhaps you will 
be interested in a brief statement of how 
this has occurred, because, I assure you, it is 
no accident. 

“The manufacturers of Brockton long ago 
recognized that the interruption of industrial 
plants, though the fault of its human 
factors, demonstrated a lack of efficiency. 
Both management and workers can stabilize 
opinion in their associations or unions, and 
when both organizations jointly covenant to 
preserve industrial peace, an ideal relation 
is established. First of all, therefore, we put 
our house in order and established a strong 
association among the manufacturers, bind- 
ing ourselves to work together for the good 
of the industry of our city, and it was not 
long before even the skeptical realized that 
the good of the whole was in the last analysis 
for the good of the individual. 

“At the same time, we encouraged our 
workers to unite themselves in one strong 
organization, which in their case happened 
to be the Boot and Shoe Workers’ Union. 
We then made our contracts with their 
union, and we have used our influence to 
help them maintain one organization, for we 
are convinced that a multiplicity of unions 
would be a detriment to the industry of our 
city, and I believe the large majority of our 
workers agree with us—although, at times, 
groups have felt different. With this 


foundation, we could then agree on--the 
strongest part of our relations, and that 
is, that we mutually covenant should we fail 
to come to an agreement through negotia- 
tions (and our association will always give 
representatives of the workers a hearing at 
any time) to submit our differences to the 
State Board of Conciliation and Arbitration, 
and we both agree to abide by its decision. 

“The ‘proof of the pudding is in the eating,’ 
and I can only say that under this arrange- 
ment there has been industrial peace in 
Brockton without any serious breaks for 
nearly 23 years, and, best of all, the 
majority of our citizens are solid on this 
method. 

“IT should like to quote from the 28th an- 
nual report of the State Board of Concilia- 
tion and Arbitration, issued in 1913. In 
speaking of the growth of the I. W. W- 
movement in other cities, it states: ‘The 
I, W. W. moyement in Brockton on the con- 
trary was a failure for the reason that 
practically the whole of the wage-earning 
people and their employers were formally 
pledged by a carefully drawn instrument: to 
maintain peace by negotiation or by arbitra- 
tion, and peace has been so maintained for 
years. 

“*The Brockton Shoe Manufacturers’ Asso- 
ciation and the Boot and Shoe Workers’ 
Union, like the springs of an arch, meeting 
from either side, are joined in a trade agree- 
ment which makes of their industry a solid 
organization cemented by good will.’ 

“I am convinced that in this day and gen- 
eration industrial relations call for ‘all the 
cards on the table’; frank discussion ‘man to 
man’; they call for a return to the first prin- 
ciples and the Good Book itself and its 
Golden Rule,” 


Boot and Shoe Workers’ Union 


246 Summer St., Boston 


COLLIS LOVELY, President. 





UNIO 


Factory 


CHAS. L. BAINE, Sec.-Treas. 
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IN STOCK BROGUES 





Stock No. 580—Brogue i. Gallun’s 26 Brogue Ox- Stock No. Stina Last. Gallun’s 4 Mavwastes 
— AA, 7 to 11; A and B, 6 to I1; ee es Brogue Oxford. Rawhide Slip Sole. Price... .$7.00 
MD 0 0.0.000.000606000-060 6S CsaERE LI GaMsa 


No. 693—Brown ogee Oxford. Rawhide 


stip re — and Widths: AA, 7 to 11; 
. D, 5 to Il. Price 


Dalton Dress Oxford 





No. 372—Patent C. S. Oxford. 3 Bevel ae BF + No. 467—lIvory Calf C. S. Oxford, Imt. Turn. Fenway 
7 Fenway Last. Sizes and Widths: AA, 6% to Last. Sizes and Widths: AA, 6% to 11; A, B, 6 to 
» 6 Ge 0; CLR SB GoM. Filet cs cuicen $6.00 ORs Gy Gh RO DR BN Fe ob. v Fkcccecce cones $6.00 


The Dalton. Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS. 


BOSTON: 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 
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“The Beauty of the Toe” 


To preserve the style of the toe is to retain the 
beauty of the whole shoe. Insist upon the— 


VULCO-UNIT 
BOX TOE 


Water-proof and Perspiration-procf 





The genuine “VWULCO-UNIT” BOX TOE is made by the Beckw th 
Manufacturing Co. and is sold only by them and their authorized 
agents as listed here. 

Apparatus, Precess and Products Patented. 


BECKWITH MANUFACTURING CO. 


111 SUMMER STREET BOSTON, MASS. 


AGENTS 
Ww. BY & 00; OSCAR F. WRIGHT & CO. — GEO. A. SPRINGMEIBR- 
‘ bX ml. a : St. Louis, Mo. Cincinnati, Ohio 
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The “ADELPHIA” Turn 


Black Satin Steel Beaded One Strap 


NUMBER 615 


An “E. & M.” Shoe of Quality in Our 73 Last 
Carries Full Louis Heel. 


Emery & Marshall Co. 


r Haverhill, Mass. 


WARREN H. TUCKER 
In New England 


CHARLES L. MARKS 
Eastern City Trade and 
a ~” with J. B. LAUGHLIN Office at 183 Essex St., Boston 
* ew or: anal Throughout the Middle West LARRIE H. SASS 
1008 Marbridge Building On ta Teas Ghee 
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Keds 


Building a trade with children is an 
investment for the future. These neat 
sturdy little Keds, made on the Nature 

° * Always speci 
Last, are ideal summer shoes to de- E SPRINGSTE 


Rubber Heels 


light any child. E when orderin, j 











THEY WEAR LONGER 








Identify your store as the HOME of 
Keds by having all the appropriate 
styles and sizes for children. 

3 





United States Rubber Company 








1 
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The Market Situation - Prices and 
Style Information - Trade Notes 


MMU ANN MMM MINT 


Welted Canvas Footwear Manu- 
facture 


Beauty in Line—Quality of Fabric—Retention of Shape— 
Easily Cleaned 


One of the chief gains made in 
fabric rubber-soled footwear through 
the development of the welted sole 
construction is beauty of line and 
shape not possible in the cheaper class 
of canvas footwear. : 

The advent of the welted shoe 
has opened an entirely new field 
for these goods, making it possi- 
ble for them to win a place in 
public favor for general and 
summer wear, as contrasted with 
the more restricted field open to 
the older and less beautiful types 
of construction. The welted type 
has all the advantages for sports 
made possible by the rubber sole 
and in addition possesses an ele- 
gance of appearance which fits 
it for street and house wear. 

The chief question the retail 
shoe merchant wants answered 
with regard to these welted shoes 
is whether their construction is 
such as to warrant him in giving 
them full confidence. He likes 
their looks but he seeks light on 
the question of construction meth- 
ods, fit and durability. 


Chief Requisites 


The chief requisites for a qual- 
ity shoe of this class are an up- 
per of first quality canvas that 
will clean readily and thoroughly 
and which will maintain its shape, a 
quality of lasting that will guarantee 
a good, comfortable fit and perma- 
nence of shape throughout the life of 
the shoe, and a durable light weight 
sole that can be relied on not to come 
loose from the upper. 

The fabric used in the shoes is a 
special combed peeler duck of a fine, 


© 


glossy appearance and great strength, 
and far superior to other commercial 
ducks as a combination of rich ap- 
pearance and wearing qualities. Spe- 
cial treatments make it impervious to 


popular type of fabric rubber-soled shoe, welt 


construction 


the heat which the shoe undergoes 
when it is vulcanized. 


Machinery Interesting Feature 


The machinery used in making 
leather shoes has been literally taken 
over into canvas shoe manufacture, 
and the division of the work is almost 
the same as practised in leather shoe 
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factories: Cutting, stitching, lasting, 
making, buffing and edge trimming, 
finishing, packing and shipping. 
When the parts of the fabric upper 
have been cut—vamp, vamp lining, 


quarter, quarter lining, toe tip, tongue, 


etc.—they are stitched together on the 
latest up-to-date sewing machines and 
sent as completed upper units to the 
lasting room. Here the insoles are 
first put on the last. The insoles are 
a special fibrous material—a material 
which will not burn under the high 
heat and pressure to which the shoes 
must later be subjected in the process 
known as “vulcanization” and which’ 
is adequately flexible, yet firm enough 
to give the sole contour of the upper 
permanent shape retention. An 
arch support, in the form of a 
piece of steel embedded in and 
riveted to a piece of fiber, is 
added. 

The remainder of the steps 
in the process of lasting and 
trimming follow closely the steps 
used in leather shoe making. 
Smoothness and beauty are aimed 
at in all the operations, but at 
no point is strength and dura- 
bility sacrificed. 


Absence of Stitches 


In the process of making, which 
follows, come the stages known 
as upper trimming, cementing, 
bottom filling, sole laying and 
heel spanking. In this type of 
shoe the welt is of especial inter- 
est because of the absence of 
stitches. One of the peculiarities 
of the vulcanization process is 
that it makes possible a union of 
rubber surfaces that is practically 
untearable. 

Before the outer sole is ap- 
plied, the welt is laid in place—a 
strip of high grade rubber. Next 

comes a ground cork filling and finally 
the outer sole. 


Heels “Spanked” On 


The outer sole is a special rubber 
fiber composition, in weight about the 
same as leather. It is machine-placed, 
which insures accurate laying and per- 


(Continued on page 123) 
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Build Your Business 


' Concentrate on this advertised, recognized 


Standard of Style and Value 


HOUSE policy, record and reputation that 

has kept great numbers of successful shoe 
merchants on the Queen Quality books for ten, 
twenty and even thirty years must be funda- 
mentally sound and right. It is the prime as- 
surance of your own satisfaction in Queen 
Quality merchandising — and never was there 
such a good time to prove it as NOW. 


The public will turn to you more than ever 
before for the style, the value and service that 
they KNOW is inherent in reputable trade 
marked merchandise. 


And you can build on this solid confidence 
by CONCENTRATING your buying within the 
Queen Quality range—a range that is the most 
comprehensive in the women’s shoe industry. 


Start at the top, and you will buy in Queen 
Quality the perfection in quality and design, 
style, fit and finish, that satisfies the most exact- 
ing, yet profitably priced at retail within the 
buying capaciy of the great majority of women. 


Continue now into the “‘popular price’ grades, 
and here again Queen Quality leads with features 
that insure extra value and greater satisfaction to 


consumers. 


And equally important—you can buy Queen 
Quality shoes for every woman, from youth to 
age—NMisses’, Growing Girls’ and Women’s— 
from the Chic styles of girlhood through the 
smart range of womanhood to the comfort styles 
of middle life and age. Style shoes, novelty 
shoes, staple shoes, ‘“‘Osteo-Tarsal’’ corrective 
shoes, comfort shoes—all shapely, perfect fit- 
ting, made on Queen Quality exclusive lasts, with 
all the exclusive Queen Quality features—this is 
the SERVICE, available through the Factory and 
three great In-Stock Departments at Boston, New 
York and Chicago, that enables you to CON- 
CENTRATE on the advertised, recognized 
Queen Quality shoes that will build your busi- 
ness. 


Perhaps the agency privilege is still open in 


your locality. Write us about it. 


THOMAS G. PLANT COMPANY 


BOSTON 20, MASS. 


NEW YORK 


CHICAGO 
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Entirely 
On = 


There’s 
VOLUME 


in them for 
You! 







REG. U.S. PAT. OFF. T.G.P. CO. 













HE increasing popularity 

of corrective footwear 
means more sales and new 
customers through featuring 
““Osteo-Tarsal”’ scientific styles, 
sold exclusively by Queen 
Quality Agencies. The range 
of ‘“Osteo-Tarsal’’ models, 
covering the special needs of 
womankind, enables you to fit 
the particular shoe to the par- 
ticular need and brings 
EXTRA business in ever 


growing measure. 






























IN-STOCK 
(As illustrated ) 


‘The most popular cor- 
rective style in the world” 
—one of the favored 
“Osteo-Tarsal’’ lasts and 
patterns—Ready to Ship 
in Mahogany Tan Calf, 
Chippendale Brown Calf 
and famous Black “‘Shoe- 
Soap” Kid. 
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THE BULL'S EYE 


The Corporation or individual who 
"SHOOTS WIDE OF THE MARK" makes little 


progress. 


HITTING THE BULL'S EYE is only 
accomplished by a WELL DEFINED, CAREFUL 


and STEADY AIM. 


We have AIMED CAREFULLY and STEADILY 
in framing the NEW COMBINATIONS FOR FALL - 
now open for your inspection. 


Our "SHORT LINE" of GOODYEAR WELTS 
and FLEXIBLE MCKAYS, especially FIRM of 
CONSTRUCTION must impress you with the 
STRENGTH OF OUR ARGUMENT. 


These offer to you - - 


VARIETY OF MERCHANDISE - RANGE OF PRICE - 
CONCENTRATION OF STYLE FEATURES that 


HIT THE BULL'S EYE 


-_- 





MANCHESTER, N.H. 


Boston Sample Room: New York Sample Room: 


Chicago Sample Room: 
207 Essex St. 127 Duane St. 


1726 Republic Bldg. 
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fect adhesion. No stitching is neces- 
sary because the vulcanization which 
follows unites all the rubber parts into 
one homogeneous mass and the line of 
union becomes obliterated. Outsole 
and welt and filling sole, therefore, on 
these shoes are welded together into 
one homogeneous body which it is im- 
possible to disintegrate again into the 
respective parts. The heels are 
spanked on. 

Before the vulcanizing operation, 
the welt and outsole are very sticky 
and quite soft. Vulcanizing forms a 
chemical change in the rubber parts 
of the shoe as a result of which these 
parts are no longer soft and sticky 
put take on the smooth-resilient con- 
dition in which they reach the market. 


Tremendous Pressure Needed 

For vulcanizing, the shoes are 
placed on a series of racks, which are 
wheeled into an immense steel boiler 
or vuleanizer. The door of this is se- 
curely fastened and a_ tremendous 
pressure is brought to bear on the ex- 
teriors of the shoes and at the same 
time the temperature is raised. After 
a specified period, the vulcanizers are 
opened and the shoes removed. It re- 
mains to finish them. 

Buffing and edge trimming, as in the 
leather shoe business, consist in scour- 
ing off the sole surface and sole edges 
of the shoes. Each shoe receives a 
final cleaning and inspection which 
ends with the application of a spe- 
cially prepared white dressing. In 
this operation all the strokes are in 
one direction to lay the nap. Lasts 
are removed by machine and each shoe 
again submitted to very careful in- 
spection before packing and shipping. 


NEW GOODYEAR HEAD 


Edward G. Wilmer, President Under 
the New Reorganization 


The bankers who have had control 
of the reorganization of the Good- 
year Tire & Rubber Company have 
completed the second step in that 
process—the selection of a complete 
now management. The first step was 
the recent successful flotation of $30,- 
000,000 of 8 per cent twenty-year 
bonds. The final step will be the mar- 
keting of $27,500,000 ten-year deben- 
tures, most of which the stockholders 
are expected to take. The new presi- 
dent, recently elected, is Edward G. 
Wilmer, vice-president of the Steel & 
Tube Co. of America. He is the 
choice of Clarence Dillon of Dillon, 
Read & Co., the head of the banking 
syndicate which controls the reorgani- 
zation, and represents him in the new 
departure. The bankers claim to have 
combed the country for the best avail- 
able man. Mr. Wilmer is thirty-eight 
years old and has been identified with 
the mining, steel and chemical busi- 
ness. He will move from Milwaukee 
to Akron, Ohio, and will have a free 
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hand, members of the board said, to 
develop the corporation’s properties. 

In addition to the former president, 
F. A. Seiberling, five of the former 
members of the board of directors 
were eliminated. 


New Directors Elected 


The following directors were 
elected: J. P. Cotton of Franklin, 
McAdoo & Cotton, New York; P. W. 
Litchfield, Akron; Grayson M. P. Mur- 
phy, New York; J. R. Nutt, president 
of the Union Trust Co. of Cleveland; 
Robert C. Schaffner of A. B. Becker & 
Co., Chicago; A. A. Schlesinger, pres- 
ident of the Steel & Tube Co. of Amer- 
ica, Milwaukee; G. M. Stadelman, Ak- 
ron, Ohio; Ralph Van Vechten, vice- 
president of the Continental and Com- 
mercial Bank of Chicago, and Edward 
G. Wilmer of Milwaukee. 


Other Officers Chosen 


Besides choosing Mr. Wilmer presi- 
dent, the directors elected the follow- 
ing: First vice-president, G. M. Stad- 
elman; second vice-president, P. W. 
Litchfield; treasurer, H. H. Spring- 
ford; secretary, Charles A. Stillman. 
Mr. Litchfield and Mr. Stadelman, who 
were reélected as vice-presidents and 
members of the board, are the only 
ones of the former organization who 
retained their places. 

F. A. Seiberling, the past president, 
has been called the “Little Napoleon” 
of the rubber industry. In 23 years’ 
time he built a $130,000,000 corpora- 
tion on $13,500 borrowed capital. Al- 
though small in stature he had, in 
former years, a tremendous capacity 
for coping with business problems. 
With $13,500 borrowed capital in 1898, 
he bought an old straw board factory 
in East Akron, and in 22 years’ time 
built one of the world’s largest rubber 
companies. 


The Peak Record 


Goodyear at its peak employed over 
50,000 employees, had eighty factory 
buildings with 100 acres of floor space 
in Akron alone, a capacity of 50,000 
tires daily; plants in California, Tor- 
onto and Bowmanville, Canada, a 56,- 
000-acre cotton plantation in Arizona, 
a 20,000-acre rubber plantation in 
Sumatra, cotton mills in Connecticut 
and California, and _ seventy-four 
branches throughout the world. 


Annual Sales $205,000,000 


Goodyear’s annual production rec- 
ord reached the amazing figures of 
7,500,000 tires, 10,000,000 feet of hose, 
5,000,000 feet of belting, 8,000,000 
rubber soles and 20,000,000 rubber 
heels. Goodyear sales have grown 
from $2,189,749 in 1908 to more than 
$205,0Q0,000 last year. The company 
consumed an average of 26,000,000 
pounds of rubber, worth $40,000,000 
every year. ) 

Seiberling built for the employees 
at Akron, Ohio, the largest industrial 
clubhouse in the world, costing over 
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$3,000,000, also the largest industrial 
sub-division for employees, with 1500 
homes and 400 acres, with eighteen 
miles of paved streets. The concern 
built the largest dirigibles made in 
America; gave to the world the first 
straight-side tire and the first pneu- 
matic truck tire, and furnished over 
50 per cent of the original tire equip- 
ment for all automobile, motor truck 
and motorcycle manufacturers. 


THE RUBBER MARKET 


Prices are nominally unchanged at 
16%c. for ribbed smoked sheets on 
spot and for May arrival, 1634c. for 
June, 17%c. for July, 1734c. for July- 
September, 1944c. for October-Decem- 
ber and 20%c. for January-March. 
There were no special developments 
in the market for Paras, which was 
quiet and steady. 

Para—uUp-river, fine 

Up-river, coarse 

Island, fine 

Island, coarse 


Caucho, ball, upper 
Caucho, ball, lower 


Plantation — First pale 
crepe 18%@.. 
Brown crepe, thin, clean... 14%4@.. 
Brown crepe, rolled 114@.. 
Smoked ribbed sheets 16%@.. 


Centrals—Corinto T%@.. 
Esmeralda 7%@.. 
Mexican scrap 
Guayule, wet 5 @18 
Guayule, dry @.. 
Balata, block, Trinidad.... @.. 
Balata, block, Colombian... @39 
Balata, Panama @37 
Balata, sheet 5 @68 
Scrap Rubber.—The low prevailing 

prices for crude rubber continue to 

exert a depressing influence on this 
market, which remains dull and un- 
interesting. 

Boots and shoes 

Arctics, trimmed 

Arctics, untrimmed 

Tires—Automobile 

3icycles, pneumatic 

Hose, steam, 

Inner tubes, No. 1 

Inner tubes, No, 2 


NEW LACE ENTERPRISE 


The Matson Lace & Braid Co., Bos- 
ton, was recently incorporated with a 
capital of $100,000 to develop a new 
method of braiding and tipping laces 
for shoes and other goods. The method 
was invented and developed recently 
by the United Tool & Machine Co. of 
Lynn. Carl A. Matson, manager of 
that company, and Wallace C. Wright, 
of the American Shoe Machinery Co., 
of Boston, and Frank Blatchford, of 
Melrose, make up the new company. 


NEW SHOE BUTTONS 

For the findings department, there 
are new shoe buttons, of celluloid, 
with a fine finish, and, also, with a 
shank, unusually large and smooth, 
that may be sewed on with compara- 
tive ease, and sewed on to stay, too. 
It is of the birdseye pattern, and it 
comes in colors, to match the straps 
of novelty shoes. 
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AS USED BY AMERICAS SHOEMAKERS 


Shoes cut from this leather were 
never more in demand than now. It 
combines the elements of Novelty, 
Comfort and Wear in the most sat- 


isfying way. 




























The natural color of Shrews- 
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Upper Leather Active 


Steady Trading with Good Call for Calf—Kid Also in Good 
Demand; Prices Practically Unchanged—Sole Leather 
Slow to Move—Advancees in Raw Calfskins 


In the upper leather market sales 
continue most active in the light lea- 
thers although there are indications 
of a better call for heavy leather. The 
feature of most interest at present is 
the sharp advance in raw calfskins 
and hides, with large sales. This has 
not yet been followed by advances in 
calf upper leather although the mar- 
ket shows greater firmness. The de- 
mand for calf leather has also as- 
sumed virtually a normal state which 
is not true of other leathers except- 
ing in colored glazed kid. Tanners of 
glazed kid have been concerned over 
the slow moving of blacks.. The de- 
mand for colors, however, is fully as 
strong as some weeks ago with prices 
well maintained. As soon as shoe 
manufacturers get to running 
stronger on staple goods the demand 
for black kid will «ome back. 

There is little change in the sole 
leather situation, and there are con- 
flicting reports as to the amount of 
business. Some of the larger dealers 
report sizeable sales, and there has 
also been some call from Europe 
which is being filled at rather low 
prices. One concern has also turned 
down large orders of sole leather for 
export on account of the price being 
too low. 

The labor situation is reported bet- 


two ago, but it is not as light as the 


light or yellow tan of some years ago. 
The shoe orders for fall also call for 
the darker shades which are not ex- 
pected to go out of fashion. The best 
tannages of full grain calf in colors 
in women’s weights are quoted at 45c. 
to 55c. per foot. Suede calf in colors 
continues to bring from 60c. to 70c. 
for the top grades, 45c. to 55c. for 
medium, 35c. to 40c. for low. The 
calf leather market is about the best 





her Market 
Review of Leather 
Supplies and Prices 


ATTN IRA 


feature in the upper leather field ex- 
cepting colors in glazed kid. 


Side Leather 

The call is improving for the best 
finishes of colored side with the 
lighter weights having preference. 
As shoe manufacturers resume on 
heavier shoes for working men and 
boys more heavy side leather is 
wanted. Full grain colored chrome 
sides bring from 25c. to 35c. per foot 
according to tannage and quality. 
Blacks are quoted at 3c. to 5c. lower 
per grade. A fair call continues for 
elk and veal leathers from the makers 
of heavy shoes. There is not so good 
a demand for buck sides. 


Patent Leather 


Improvement continues to be noted 
in patent sides. Shoe manufacturers 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War 
was ee eer a 
j 3, 1.5 


Calf suede, top grade 


Calf, smooth colored, top grade .28a 
.26 a ry 1.30a 1.40 ,~ 


aon 4 -75a 1.00 
16a 
.28 


Calf, smooth black, top grade. 
Side leather, colors, top grade. 
Side leather, black, top grade. 
White buck, top grade 

Elk, heavy side 

Kid, colors, best, fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Peak To-day 


40a 


65a  .90 

90a 1.00 

65a .70 
1.40a 
1.35 a 
1.35a 

70a 

60a 

20a 

85a 


Sole Leather (price per pound) 


Hemlock No. 1 
Union 
No. 1 oak backs 


33 56a 
36 90a ... 
39 92a .95 


- ew eR w wm 





No. 1 oak bends, shoe mfrs.’ use 46a .47 98a 1.05 
No. 1 oak bends, finders’ use.. ...a .48 1.15a 1.25 


Raw Hides and Skins (price per pound) 
(1918 Av.) 


ter through the shoe and leather cen- 
ters and where reductions in wages 
have been made they are being ac- 
ceded to without special difficulty. 
There is a better tone to the markets 
and there is now no objection to trad- 
ing on account of prices not being low 
enough. The situation is in sharp 
contrast to that of a.year ago when 
the market was so glutted with shoes F 
which wére held at high prices at re- weather Roe Re a —_ — 17% ...a .50 
tail. No. 1 buffs, for heavy upper 

Calf Leather and side leather Sal 15 , 50 


The new lighter shade of tan calf — pa eel calfskins, 17% 
continues in good call. This tan is Kips, for upper leather..... igpee 16% ; 80 
merely lighter than the chocolate and ‘a hides, for hemlock sole : 
mahogany shades‘so popular a year or 30 F 46 


Native steers, as used in sole 

leather, harness, etc. Radi 18% 52a .55 
Heavy Texas steers, for sole 

leather ice 18 oon yO 
Light native cows, for side up- 

per leather sal ATG a OE BZ 
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EVERY pair of the 

Bresnahan-Mac- 
Laughlin product re- 
flects the hallmark of 


style distinction. 


With a business less than 
two years old an output 
of 1500 pairs daily has 
been reached, evidence 
enough of the trade's 
appreciation of our style 
sense and confidence 1 in 























© The 
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TM OILLEE AIT Bramakon y, laclanablin Shoe Go. 


Graceful, two strap model in N ’ MAS 8S. 
patent and beige suede made by 
BRESMACK frocess. 











Specialists in Women's Novelty Footwear 
Boston Office, 183 Essex St. Mr. Harland P. Leighton 
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have been doing considerable sampl- 
ing, and there are more women’s shoe 
styles in the new lines of samples 
made of patent leather, some in com- 
pination with other leathers and some 
patent leather pumps and oxfords 
with full vamps of patent. Prices 
quoted range from 35c. to 45c., which 
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also some improvement in the call 
for black. Some good bargains have 
been shown in the lower grades, 
particularly in blacks which have ac- 
cumulated. The best tannages are 
quoted from 70c. to 80c. for choice kid 
in colors with some of the very best 
quoted up to $1 per foot. The medium 


| Sheep Leather 


Sheep leather has reached a consid- | 
erably lower price with some colors | 
quoted at 13c. to 16c. The dullness 
has been caused by the drop in price 
which is down to virtually the cost of 
production. Sheep leather ranges all 
the way from 8c. to 20c., according to 








is approximately one-half the price of 
a year ago at this time. 
The business in colors continues 


steady. Tanners state that there is quality. 


grades bring from 45c. to 65c., with 
prices ranging downward according to 


color, selection and tonnage. Suede 
sheep is quoted at above 20c. in colors 
with a fair market. 








Shoe Production Figures for 1919 


Show 274,236,800 Pair of Boots and 
Shoes Made That Year 


Washington, May 23.—Tentative figures compiled 
by the Bureau of the Census during 1920 survey 
of manufactures show that of the total production of 
boots and shoes amounting to 274,236,800 pairs in 
1919, 122,697,300 pairs were welted; 36,249,800 pairs 


turned; McKay’s 96,122,900 pairs; wood or metal fast- 


ened 12,964,400 pairs; stitched down, 6,202,400 pairs. 
These figures do not include ballet slippers, clogs, wood 


- Census Total 
‘o' 
remms 274,236,800 
252,516,600 
94,552,200 
98,031,200 
26,432,000 
22,895,700 
104,515, "700 
80, 916, 200 
48,54 0,000 
48,322,400 
96,9 


Slippers 

Men’s, boys’ and youths’ 

Women’s, misses’ and children’s... 
Infants’ shoes and slippers 


All othert 





6,939,400 


*Not reported separately. 


122, 697.3 300 
104,466 
70,70 
63,975,700 


and metal sole boots and shoes, manufactured to the 
value of $551,100, or moccasins, 1,474,400 pairs, val- 
ued at $2,238,000, and 382,100 pairs of boots, shoes, 
and slippers valued at $832,000 manufactured as a 
subsidiary product by establishments engaged prima- 
rily in the manufacture of other products. 

The statistical table arranged by the Bureau of the 
Census and given the RECORDER to-day follows: 


Wood or Metal 
McKay Fastened Stitchdown 
96,122,900 . 6,202,400 
93,448,400 2 0 * 
4, 800 44,000 13,778,500 688.900 
582,800 14,951,400 bd 
26,500 14,574,300 365.500 
s 
713,400 
. 
4,434,600 


Turned 
36,249,800 
*300 29,609,900 


41,200 13,451,300 
21,536,200 46,289,600 
15,066,100 36,738,500 
14,621,900 21,316,400 
11,837, 28,178,700 

225,000 

129,000 

102,000 

122,700 
* 


3,846,900 
134,000 bd 


fIncludes athletic, sporting, logging and mining shoes, sandals, and felt and other fiber slippers. 








SEEKS TRADE WITH RUSSIA 


Wisconsin Legislator’s Plea Backed Up By Shoe 
Manufacturer and Tanner 


Milwaukee, Wis., May 18.—A joint resolution 
memorializing Congress to re-establish trade rela- 
tionships with Russia has been introduced in the 
Wisconsin Legislature by Senator Joseph J. Hirsch 
of Milwaukee. Senator Hirsch, in speaking for the 
resolution, said he addressed letters to some of the 
largest manufacturers in Wisconsin, requesting their 
opinion on the matter of re-opening trade with Rus- 
sia, principally in relation to the effect this would 
have in booming, business and reducing -unemploy- 
ment. He said many cordial letters of approval were 
received. .,, 

The F. Mayer Boot & Shoe Co., Milwaukee, said 


Senator .Hirsch; informed -him that. it -had signed-a.- --. 


contract for shoes amounting to $1,250,000 to be 
delivered to Russia, but was obliged to abandon 
plans for filling the order on account of not being 
able to arrange with the United States Government 
for payment, or rather for the acceptance through 
the ports of this country of Russian gold. The 
Mayer company’s reply concluded: 

“Anything that can be done to induce our Govern- 
ment to resume trade with Russia will be of great 
benefit to this country. We are badly in need of ex- 
port business, since home consumption is not suffi- 
cient to take care of our products.” 

Senator Hirsch also read a letter from Albert 
Trostel & Sons Co., Milwaukee, tanners, saying in 
part: “We trust you will be successful with your 
resolution. Manufacturing conditions. in this coun- 
try cannet improve until we are again easulariy 
trading-with Russia and. Central. Europe.’ - 
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Exact copies of latest highest grade styles now retail- 

ing at $12 to $15 per pair in the big city shops. 

Think of being able to sell them at half that price. 
At $2.75 (Not illustrated.) Women’s genuine brown Vici Kid, 


one or two strap pumps, military heel. 


ATKINSON - BLUMENFELD 


Brooklyn’s Latest Designs 
READY 


Stock No. 408—Wos. 
Fine Black Kid, One Strap 





Flexible McKay. 
Military Heel. Sizes 3 
to 8 i, 4 to 7, C and 


Flex. McKays. 


agéesecead 3.50 
No. 407—Same 
as No. 408, only in Louis 









Stock No. 402—Wos. Heel 
Russia Calf Ball Strap, Price ....:.....$8.50 
One Strap with Suede ‘Stock No. 405—Same 
Panels to match and model as Noe. 497, only 
Orange Senne. Flex Brown Kid Lou's He 1. 
ible McKa Military Petes .........-QRel 

Heel. -rmaong ‘3 to 8 and Stock No. ab game 
4 to 7. C and D wide. model as No. 408 in 


Brown Kid, Military Heel. 
rie K3.55 


rere rce $3.75 


SOLD IN 36 PAIR CASE LOTS ONLY 










FTL 








Witt MATT 


PCL LP 















onturagaronamauecacanaii 


White 
Q 


LAST No. 10 : 

White Instep Strap, Last No. 10,2 to 5 D....... $1.15 stock is probably low. 
BY White Instep Strap, Last No. 10,4 to 8 C.D.E... 1.45 
White Instep Strap, Last No. 10, 8% to 11 C.D.. By 


White Instep Strap, Last No. 15, 11% to 2 B.C.D. 


uartered 
ABCD 





TUNE 


WHITE FABRIC 
PHILADELPHIA MADE TURNS 
IN STOCK 


Here are two shoes for which the de- : 
mand is certain and upon which your : 





OU TTT eT eT 
















That they are Donald made is suffi- 
cient assurance of their high grade, 
good style and satisfaction- giving 
quality. 















They are in stock now—but we can’t 
guarantee how long they will be. 
Better send your order promptly. 


THE DONALD SHOE CO. 
239-241 N. 6TH ST. PHILADELPHIA 





TUTTE TT 





LAST No. 15 


Cloth, One Strap, Last No. 15, Leather 
and Sock Lined, 9/8 Heel, "26 Ce 


PTeREO PEEP EPE PEC eee eee eee eee eee eee) 



















ESTEE 
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* « 
Duplicated at Lowest Prices 
TO SHIP Made expressly for us by a very well known manufac- 
turer. Note carefully the descriptions and the mate- 


rials used. 


cenit dink Viet Get your order in early. They are moving fast. 
tussi Two Strap ry : r ’ . yee . 
. gy At $2.50 (Not illustrated.) Women’s genuine black Vici Kid 


th Collar and 
re t tch. Flex- . " sis , ~Kavwe 
Os in tee pumps, one strap only, military heel. Flex. McKays. 
zes 8 to 8 and 4 to 7, 
(and D wide. $3.50 ‘ 
Se a ae — Stock No. 61—Wos. 
— “03” oe ta tine White Nubuck Ball Strap, 
J Heel ’ 3 4 Goodyear Welt, Military 
~ M. : $3.50 Oxford. Sizes 3 to 
a le ala . 3 to 8, 4 to 7 and 
, © wide. 
84.00 





— 





TERMS—NET 30 DAYS F. O. B . BOSTON 


COMP ANY LINCOLN ST., Boston, Mass. 














Style No. B200—Full quarter Style No. B37—Brown Patent 
soft sole in white, black, choco- Three Strap Sandal Turn. — Sizes 
late, tan, gray or cream. Sizes, 2 to 5 Price, $1.40 
0 to 4. Price $8.50 per Doz. Style B170—Black Patent Four 
Style No. B36—Black Patent Strap Sandal, under spring heel. 
Three Strap Sandal Turn. Sizes Turn, Sizes 4 to 8 

SE rere Price, $1.40 


“TH He ‘i ’ 

—- Without a Com etitor” Catalog Illustrating in Stock Soft ve and Infants’ 
T s Upon Request. 

successors t0 GEO. J. WILSON, INC. urns Upon 


Ghe(ARPENTER SHOE (DMPANYe% 


BUILDERS OF INFANTS FOOTWEAR 
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A line of men’s fine shoes in which 
established high standards of ma- 
terials and workmanship are main- 
tained. 


OUR SALESMEN ARE IN 
THEIR TERRITORIES 
showing our line of Fall samples, in- 


cluding our Junior line of Boys’ 


Knox Shoes. 


A word from you will put you in 
touch with our nearest one. 


Knox Shoe Company 





Made from 
Carl E. Schmidt's 
Russia Calf, Color C 


Longfellow Last 








stun 


7 
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To the Merchant Who 
Can Buy in Case Lots 
of One Width 


Pat. leather, 1 strap 
Sandal, large per- 
forations, white in- 
lay. 


Here is a shoe that you can retail at 
$6.00 at a good profit. A limited 
amount for delivery latter part of May. 
’B and C widths. Full Louis celluloid 
covered heel. 


Order Early! 


Harrison-Lockwood Co. 


Haverhill, Mass. 
Boston office, 141 Lincoln St. 
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IN STOCK 


Orders Shipped Same Day 
Received 


Cab Boudoirs— 


Kid Ballets— 


Childs’ 8%4-11 ........ 
Misses’ 1144-2 
Girl’s 2%-7 


Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 











Honest Wearing 
Children’s Shoes 


Grain Leather Counters 
Union Bend Soles 
Natural Bottom 
4 to 6, Spring Heel. ..$1.40 
ff © & Bens Ber dito 
THEY ARE 
HONEST MADE 


KREIDER- 
CREVELING 
SHOE Co. 


128 Summer St., Boston 














May 28, 1921 BOOT AND SHOE RECORDER 


23) O00 


i 


Insure 





Your White Shoe 


_ Business Against 


AANA ANAT 


Specify from your manufacturer 


BEECHTEX 
od BRIGHTEX 


The white shoe fabric exceptional in the 
white shoes you order. 


soiling— 





Scarcity of Sales 
/ —Complaint of 
any nature. 


Sill 0000 


NNN MA 


You will get footwear that will not shrink 
and lose shape when wet—that will not 
harden or crack when cleaner is used— 
that will remain soft and pliable! 


These splendid fabrics are processed to 
shed moisture—to resist the acid contents 
of cleaning compounds—to make the most 
satisfactory white shoes in the world! 


Send for samples and submit them to tests. 


J. EINSTEIN, Inc. 


9 Spruce Street—New York City 


Boston “St. Louis Montreal, Can. Buenos Aires, Arg. 
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HERE THEY ARE! 


Bronze Brown and Black Satins 


—IN STOCK 


READY FOR 
DELIVERY 
NOW 








16/8 half LXV Heel, B, C, D, 2% to 8 
R-340—Bronze Brown Satin, 1 Strap....... $3.75 
R-110—Black Satin, 1 Strap................ $3.25 
Read what they say about HANNAHSONS SATINS:— 
“Your black satin slipper No. 140 has been very good with 
” 









us. 
“They are the best values we have ever bought from any 
house, in satins.” 

“T can’t see but what your satins wear just as good as the 
higher priced ones.” 

“T haven’t seen a better slipper than yours, even at much 
higher prices, and it sells at a price that is popular.” 





Baby LXV Heel. B, C, D, 2% 
R-335—Bronze Brown Satin, 1 Strap 





HANNAHSONS SHOE COMPANY 


35 Wingate St., Haverhill, Mass. 


TERMS: 2%, 10 Days. Minimum Orders, 1 Dozen Pairs 












to 8 


“NUF SED” R-140—Black Satin, 1 Strap...........s00+- 








































White Linen Welt 
OXFORD 


IN STOCK 









No. B-458 — White Linen Oxford, 
White Ivory Heel, White Ivory Sole, Good- 
year Welt, 222 Last. 




















































| industry. 
| SNe ee cere 4% to 8 
We. +eckcnnnbaeehoads 4 to 8 Will You Be Ready? 
> deaedasiese lexomeae 3% to 8 
- sadévaienusivaan 3 to 8 
R  ccdionacnaees 2% to 8 Our In Stock Catalog Sent On Request 
mee eee i 
Terms: Net Thirty Days 








New York Office, 127 Duane St., E. H. Talbot, Jack Galway 





Trade papers predict that the coming 
$4.65 months will herald the greatest white sea- 
son that has ever been enjoyed by the shoe 





C. P. FORD & CO., “i Rochester, New York 
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X379—Code “COLLEEN.” Finest 
Grade Black Satin Mary. Jet 
Beaded Vamp and Strap. 2%- 
inch Full Louis Heel. Widths AA 
to D. Price $7.50. 


In stock at Montgomery, Kansas 
City and Newburyport. 


X358—Code 


X435— Code “HAZEL.” White 
Nado Cloth Samaroff. 2-inch 
Heel. Widths AA to D. Price 
$5.15. 


In stock at Montgomery, Kansas 


City, San Francisco and 
Newburyport. 


“SURPRISE.” White Reignskin Oxford. 1%-inch 


Junior Louis Heel. Widths A to C. Price $4.00. 


X436—White Nado Cloth 2-Strap 
Ellen, Code “BETTY,” as above 
illustration except that the straps 
are separate. 2-inch Full Louis 
Heel. Widths AA to D. Price 
$5.50. 


In stock at Newburyport 


X448— Code “DAISY,” Neutral 
Brown Satin Samaroff. 1!%-inch 
Full Louis Heel. Widths AA to C. 
Price $5.65. 


In stock at Newburyport. 


X410—Code “IONA.” Same _ in 
Dark Brown Satin, only with 12/8 
Heel. Price $5.00. 


In stock at Newburyport. 


In stock at Newburyport. 


FOR ALL OCCASIONS 


IN STOCK 


X430—Code “MARION.” Bronze 
Kid Margaret. 2-inch Full Louis 
Heel. Widths AA to D. Price 
$6.25. 


In stock at Newburyport. 


X421— Code “MILO.” Finest 
Grade Grey Satin. 2-inch Full 
Louis Heel. Widths AA to C. 
Price $4.00. 


In stock at Boston and Kansas 
ity. 


X427—Code “GOLDIA.” Same in 
Dark Tobacco Brown Satin with 
12/8 Heel. Price $4.50. 


In stock at Newburyport. 


X422—Code “LOIS.” Same as 
X421 in Dark Brown Satin. Price 
$5.00. 


In stock at Kansas City. 


Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 
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snag Veteran's 
Column 


MN 


The Most Important 
- Part of a Shoe 


WHEN we quit putting pull straps on some 
men’s shoes, lots of people kicked like 
army mules. 

My, oh my, how slowly things do change in 
the shoe trade. If it hadn’t been for McKay 
and Goodyear, we should very likely be plug- 
ging along in the old stiff-soled brogues. 

Do you see where these substitutes have 
saved leather for other things? When a fac- 
tory saves a few cents on counters, they put 
in better upper stock. What? Every rubber 
heel, every fibre sole, insole, box toe, and 
counter save leather for places where leather 
has to be. 

Which brings us down to the foundation of 
the shoe—the innersole, and that’s what I’ve 
been trying to get to all this time. 

The value of 

a shoe should be 

based on its in- 

ner sole. No 

shoe can be 

>) good without a 

good inner. 

Some shoe men 

with mighty 

little conscience 

used to say, “People won't know the differ- 
ence, as long as it’s leather.” 

And it was true. Very few people know anything 
about the insides of their shoes. It’s easy to fool 
’em. They know that their shoes go bad sometimes, 
but they don’t know why nor where. Few of ’em lay 
it to the inner sole. 

I’ve got seven pairs of old shoes in my closet at 
home. I looked ’em over the other day to see how 
many were fit to be repaired. Some of the uppers 
were still good, but the leather innersoles warped 
and cracked. 

I admit my feet do sweat a little, but if leather 
innersoles are good they ought to last as long as the 
uppers. Right now I’m in the market for some new 
shoes with Korxole innersoles. 

Next season I’m going to sell the best shoes the 
factory can make. It’s money in my pocket to do 
so. I’m going to ;< them a better shoe, a shoe with 
better upper stock, lining, fitting and with Korxole 
innersole. It’s the best innersole I’ve ever seen, and 
because of that innersole I can swear by the shoes 
I sell, and not at them. 

Tell you more about it next time. 

THE SHOE VETERAN. 


P. S.—Did you write the Armstrong Cork Com- 
pany, Lancaster, for their monthly publication, “Shoe 
Talk”? Write today. It’s worth while. 
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A Big Special 
IN STOCK 


Cherry Lotus Play Ox- 
ford Goodyear stitched 
with Welt. Price for all 
sizes, $.80 per pair. 
Sizes 5 to 2 assorted in 
case of 72 pair. 
Tan Side Leather Sandals, heavy oak leather sole, 
grain leather insole, ie va stitched with welt. 
Sizes 5-8—80c.; 814-11—90c.; 1114-2—$1.00 per 
pair. Terms net 10 days. 
Send for samples of other styles. 


BROOKLYN SLIPPER CO. 


409 Osborn St. Brooklyn, N. Y. 








j= The Ideal Shoe for Childrens 


Allows the feet to spread. A 

sturdy little shoe for play and 

all around wear at home or 

in the _ country. Korry 

Krome Flexible Sole. Made 

in Smoked, Tan and Dark 

Brown. Infants’ and 
growing girls’ sizes. 


Retails for 
$2.50 to $3.00 


Send for samples 


COLLYER MOCCASIN CO. 


245 Burrill Street - Swampscott, Mass. 








THE ADVANTAGES OF 


P erfection 


C irclettes 


With the Sharp Shoulder and Broad Wearing 
Surface 





They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., &223. 
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TO MANAGE SALES 
Charles A. Bond With Pennington Crowell 


Charles A. Bond, for many years sales and adver- 
tising manager of Nath’] Fisher & Co., Duane street, 


New York, has accepted the posi- 
tion of sales manager for the Pen- 
nington Crowell Shoe Company of 
Manchester, N. H., manufacturers 
of men’s quality welts. Mr. Bond 
is one of the best known authorities 
on shoe merchandising and shoe 
styles, and brings to his new con- 
nection an experience that dates 
back through many years in the 
shoe game. 

With the Pennington Crowell 
Shoe Company Mr. Bond finds a line 
of men’s welts that is up-to-date in 
every detail. The line for fall has 
been broadened to include every 
new last and pattern, with many 
novel effects in two tones. 

Mr. Bond’s knowledge of the mar- 
ket and his wide acquaintance and 
popularity among retail buyers 
argues well for his success with his 
new connection. He leaves this 
week for an extended trip to line 
up new territories and look over 
old ones with the salesmen. 


CHARLES A. BOND 


Sales Manager for a 
0. 


Crowell Shoe 
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BLACK AND WHITE LEAD 


Combination Sells Better Than Tan and White, say 
Lynchburg Merchants | 
} 


Lynchburg, Va., May 20.—White and combination | 


sport oxfords have taken the lead | 
in the women’s lines and have be- 
come such good sellers that some 
of the retail shoe merchants have 
difficulty in keeping up their stocks. 

Combinations of black and white : 
are most in demand, although the. 
shoes that are trimmed with tan are 
also selling well. But the retail | 
merchants say that the girls and- 
women are taking advantage of a 
style that can be worn with either 
black or white hosiery. The May 
day and field day events at the col- 
leges around Lynchburg are giving 
the college girls a chance to dis- 
play their new footwear. The all | 
white shoes for more formal sum- 
mer wear are beginning to be in de- 
mand but the sale for them has not 
equaled that for the sport oxfords. | 


“Business” is buying and selling. 
If the currents of business stop, the 
commercial life of the nation will 
soon become stagnant. 








“THE COMMODORE” 


CORNELL SHOE CoO. 
Makers 
BROOKLYN 
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‘“‘Women’s Footwear 


a Style Game’’ 


The merchant wins who has the new 
things first. 






VERYWHERE we hear it. Styles are the stimu- 
lators of business, the secret of frequent selling to 
women. 


Staples are good, as staples. But styles—novelties are 
the life of the trade. 


“We want snappy stuff, the new things for women.” 
It comes from shoe retailers everywhere. “But,” they 
add, “we want styles when they’re in the height of their 
popularity, when they’re coming in and not when they’re 
going out.” 


All of which shows the need of a new arrangement be- 
tween manufacturer and retailer. 

















Old Custom a Handicap 
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Why haven’t these merchants been able to keep their 
stock always alive and fresh? Why haven’t they been 
getting the new styles when these styles were most 
salable? 


It’s because manufacturers have been following an old, 
old custom of sending their salesmen out just twice a 
year. Merchants have been required to buy some six 
months in advance of their best selling seasons; they’ve 
had to gamble on styles, and quantities and prices. Hav- 
ing bought far ahead, they’ve been unable to take ad- 
vantage of later style developments to get the most 
wanted models. 


This serious handicap to merchants is effectually re- 
moved by the All Year Selling Plan, now a part of the 















A J Or nr 












Fourth of a series of Advertisements on the “All Year Selling Plan’’ to 
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sales policy of the Krohn-Fechheimer Company, makers 
of the Red Cross Shoe. 


Protection on Styles Through New All MY 
Year Selling Plan a 


Red Cross Shoe salesmen now cover their territories not 
twice a year, but frequently. 


A merchant who handles this line need not buy to his 
limit twice a year. He can buy often, always getting 
the latest things. 


He can get the very newest developments in novelties, 
smart styles whose vogue is assured for the period of his 
selling. These feature numbers he can be selling 
months before the Man-across-the-Street, buying under 
the old plan, can get similar models! 


0000 ot nore oe tot oor oor 


Opening the Way to Style-Leadership 


By frequent, easily-financed purchases, he keeps new 

styles coming in all the time to sweeten up his stock and 

stimulate his selling. That, coupled with the advantage 

of concentrating on a complete range of styles and prices 

in one line with the reputation of the Red Cross Shoe be- 
_ hind it, is the way to style-leadership—to profits. 


How this All Year Selling Plan cuts down investment, 
speeds up turnover, gives you real protection on style 
and prices; how it meets your greatest needs today, will 
be explained fully upon request. Write or wire for de- 


tails. 


Or, better still, ask to see the Red Cross Shoe salesman 
who is now in your territory with the very latest things 
for your selling two or three months hence. Do that now. 
No obligation on your part. 


The Krohn-Fechheimer Company 


929 Dandridge St., Cincinnati, Ohio 


Watch for the Fifth Installment Next Week. 





appear in this Publication. 
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SHOE co. 


In Stock 
a Ready for 
/ Express Delivery 


oe eee! 


Dartmouth 

(WIRE FOR CLOSE OUT PRICES) 

White Nubuck, with Patent Leather, 

or Tan Calf Trimmed. White Welt- . } 

ing, Sprayed Enamel Heel. Also Pat- 2 : Dorothea 

ent Leather with. White Kid or Nu- 2, , (WIRE FOR CLOSE OUT PRICES) 

buck Trimmings. 13/8 Military or roe. White Nubuck, White Welting, White 

18/18 Louis Heels. Full Louis Heels ; , Sprayed Enamel Heel, or White Nu- 

75 cents extra. B, C and D. 3 to 8. F buck, Tan Trimmings, White Welt- 
F ing, and all Tan Russia Calf. B, C 

and D. 3 to 8. 


Carlisle 
(WIRE FOR CLOSE OUT PRICES) 
White Nubuck and Tan Russia Calf. 
Trimmed with all White. White Welt- 
ing, Sprayed Enamel Heel with Natu- 
ral Top Lift. B, C and D. 3 to 8. 


(WIRE FOR CLOSE OUT PRICES) 

White Nubuck with Tan Calf 

Trimmed, White Nubuck -Black Kid 

Hess Trimmed, or all White Nubuck, 

(WIRE FOR CLOSE OUT PRICES) Sprayed White Enamel Heel, White 

Tan Russia Calf, Ribbon Fair Stitch. Welting. Also in all Tan Russia 
B, C and D. 3 to 8. Calf. B, C and D. 3 to 8. 





Anticipating a demand for Sport and Dress Novelties, and we have ready for delivery the snap- 
piest and daintiest novelties shown for Summer Wear. 

These shoes are the best Goodyear Welt shoes produced in Lynn. 

Sterling Quality made for Style and Service. We offer these shoes in straight Case Lots at a 


very attractive price. 


[LYNCH SHOE COMPANY 


192-210 BROAD ST. 
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Chicago’s Wholesale District Rapidly Expanding 


Wells Street, Between Madison and Monroe, Now 
Almost Exclusively Occupied by Shoe Trade 


The wholesale shoe district of Chi- 
cago has within the last three years 
stretched itself “around the corner.” 
As the great central market has 
grown, Wells Street between Madison 
ani Monroe, has become almost ex- 
clusively devoted to shoes and shoe 
store accessories. 

Three years ago only three or four 
groud floor rooms were devoted to 
shces and shoe store accessories. 
Now, with only a few exceptions, the 
ground floor room on both sides of 
Wells Street, between Madison and 
Monroe, are occupied by concerns 
catering to the shoe business. Nearly 
all of the secoind, third and fourth 
floors are also devoted to the shoe 
industry. 

Two Buildings Fitting Up 

The Security Building, at the corner 
of Madison and Wells, and the Lees 
Building next to it on the south, are 
rapidly filling up with in-stock lines 
and representatives of shoe manufac- 
turers and wholesalers. 

While many shoe travelers have had 
offices in this building for many years, 
the sperading of the whole district 
around the corner has made this lo- 
cation much more attractive to road 
men with headquarters in Chicago. 
Another point of attraction is the 
close proximity to the hotel district 
and the wholesale leather district. 

Makes It Easy for Buyers 

Every shoe merchant visiting the 
great central market must during his 
stay in the city be in this vicinity, 
and it is easy for out-of-town mer- 
chants to find the offices of shoe 
travelers in these buildings. 

The new offices of the Boot & SHOE 
RECORDER at 206-207 Security Build- 
ing are especially attractive and in- 
viting. Shoe merchants are always 
welcome here. The RECORDER staff is 
at the service of shoe travelers and 
shoe merchants always. 

Below is a list of the lines repre- 
sented in the Security Building and 
Lees Building: 

Security Building 

Workman Shoe Co., Chicago, Ill. 
Work shoes. J. M. Hocksmith, 201-3. 

T. D. Barry Shoe Co., Brockton, 
Mass. Men’s. E. B. Guess, 201-3. 

Davies Shoe Co., Racine, Wis. 
Men’s and boys’. E. B. Guess, 201-3. 

Burrows Shoe Co., Rochester, Mass. 
Ladies’, E. B. Guess, 201-3. 

Munroe Shoe Co., Auburn, Me. 
Ladies’. E. B..Guess, 201-8. 

Peterson & Johnson Shoe Co., Mil- 


and Allied Lines 


waukee, Wis. Athletic. E. B. Guess, 
201-3. 

Geo. E. Belcher Last Co., Stough- 
ton, Mass. Lasts. Geo. J. Ober- 
winder, 201-3. 

S. Porter & Co., Worchester, Mass. 
Lasts. Geo. J. Oberwinder, 201-3. 

Brown Shoe Co., St. Louis, Mo. 
General line. Geo. A. Will, 206-7. 

Duttenhofer Stevens Co., Cincin- 
nati, Ohio. Ladies’. E. J. McLaugh- 
lin, 401. 

Malott Shoe Co., Chicago, IIl. 
Children’s. Geo. T. MacQueen, 401. 

Donald Shoe Co., Philadelphia, Pa. 
Misses’ and children’s. Geo. T. Mac- 
Queen, 401. 

Scheiffele Shoe Mfg. Co., Cincinnati, 
Ohio. Misses’ and girls’. Geo. T. 
MacQueen, 401. 

Midland Shoe Co., Columbus, Ohio. 
Ladies’. Wm. A. Jacobsen, 405. 
sen, 405. 

G. Edwin Smith Shoe Co., Colum- 
bus, Ohio. Ladies. Wm. A. Jacobsen, 
405. 

Racine Shoe Co., Racine, Wis. 
Men’s. J. F. Egan, 405. 

Central Shoe Co., St. Louis. 
eral line. J. E. Thorsen, 406. 

Dundee Shoe Mfg. Co., Dundee, III. 
Misses’ and children’s. G. F. Bert- 
man. 

William Henne & Co., Inc, Brook- 
lyn, N. Y. Ladies’. A. P. Heil, 407. 

Foot, Schulze & Co., St. Paul, Minn. 
Men’s and women’s. S. F. Deither, 
408. 

Bettman-Dunlap Co., Cincinnati, 
Ohio. Men’s and women’s. _ Sol 
Bloomberg, 409. 

Alden Walker & Wilder, East Wey- 
mouth, Mass. Men’s and women’s. 
H. G. Holloway, 409. 

Alfred A. Lincoln, East Weymouth, 
Mass. Men’s and women’s. H. G. 
Holloway, 409. 

Condon Bros. Shoe Co., Brockton, 
Mass. Men’s. . Chas. G. Smith, 410. 

Cleveland Shoe Mfg. Co., Cleveland, 
Ohio. Women’s and misses’. A. L. 
Sendall, 410. 

Ensign Shoe Co., Belfast, Me. 
Boys’. A. L. Sendall, 410. 

Jocelyn Shoe Co., Milwaukee, Wiis. 
Ladies’. A. L. Sendall, 410. 

Tweedie Footwear Corp., Jefferson 
City, Mo. Ladies’. F. A. Mahler, 410. 

Tweedie Boot Top Co., St. Louis, 
Mo. Boot tops. F. A. Mahler, 410. 
Federal Slipper Co., New York City. 
Felts. Sam Price, 504. 

J. W. Carter & Co., Nashville, Tenn. 
Men’s. A.J; Mansch, 505.. 

W. B. Coon Co., 


Gen- 


Rochester, N. Y. 


Ladies’. Willard H. James, 506. 

Marston & Tapley Co., Danvers, 
Mas. Boys’. Willard H. James, 506. 

Johnson Stephens & Shinkle Shoe 
Co., St. Louis, Mo. Ladies’. Joseph 
Katzip, 701. 

Commonwealth Shoe & Leather Co., 
Boston, Mass. Men’s. Simon Ru- 
witch, 507. 

Hervey E. Guptill, Haverhill, Mass. 
Ladies’. A. H. Hopkins, 509. 

Nathan D. Dodge Shoe Co., New- 
buryport, Mass. M. C. Oberdorfer, 
609. 

John Meier Shoe Co., St. Louis, Mo. 
Men’s. H, M. Wells, 701. 

Dalton Co., Brokton, Mass. Men’s 
and women’s. E. B. Slocum, 706. 

Huntington Shoe & Leather, Hunt- 
ington, Ind. Men’s. W. A. Hart, 706. 

Diamond Shoe Co., New York City. 
Men’s. W. M. Koblens, 708. 

Thomson-Crooker Shoe Co., Boston, 
Mass. Ladies’. F. M. Johnson, 708. 

Krippendorf-Dittmann Co., Cincin- 
nati, Ohio. Ladies’, F. F. Phelps, 
907. 

Selby Shoe Co., Portsmouth, Ohio. 
Ladies’. F. C. Heer, 1106. 

Daniel Breen Felt Shoe Co., Boston, 
Mass. Felt shoes. J. M.Quinn, 1107. 
Boot & Shoe Recorder, 606-607. 

Pioneer Products Co., Inc., New 
York City. Air peds. Dwight Ely, 
906. 

Leeds Building 


Lewis A, Crossett Co., North Abing- 
ton, Mass. Men’s and women’s. Frank 
Kramer, 701-9. 

C. & E. Shoe Co., Columbus, Ohio. 
Women’s. Emil Anderson, 609. 

Arrowysmith Mfg. Co. Arch sup- 
ports. E. A. Paffe, 609. 

Fiebrich-Fox-Hilker Shoe Co., Ra- 
cine, Wis. Men’s. Chas. J. Hanke, 601. 

Irving Drew Co., Portsmouth, Ohio. 
Ladies’. Frank J. Drufke, 506. 

S. Freiburger & Bros. Co., Fort 
Wayne, Ind. Children’s. H. D. Raff, 
507. 

Henke Baby Shoe House, Chicago, 
Ill. Babies’. C. Henke, 504. 

Dr. A. Posner Shoes, Inc., New York 
City, N. Y. Children’s. 503. 

Rosenwasser Bros., New York City. 
Men’s and children’s. Max Gussaroff, 
503. 

Johnson Bros. Shoe Mfg. Co., Hallo- 
well, Me. Ladies’, Frank Reinbold, 
501. 

McElwain Hutchinson & Winch, 
Boston. General line. John A. Strom, 
408. 

Overland Shoe Co., Chicago; Tl 

(Continued on page 141) 
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No. 257 


New Bates Brogue 
pattern with fibre 
mid-sole 
and stitched heel 
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Be imengpier > building such handsome Oxfords as this, in Cor- 
dovan and Scotch Grain, we have jumped to a distinct leader- 
ship in men’s dependable footwear. 


The times demanded individual ideas in men’s shoes. Dealers 
seeking sales stimulus likewise demanded them. The Bates Com- 
pany saw the important mutual advantages of building them—and 
has done it. 

These Oxfords are made in the popular shades of. Cordovan, 
in the best quality of domestic Scotch Grain, with extension heels 
and fibre mid-soles. 


All of them are constructed on the Bates principle of highest 
value at moderate price. Prompt ordering is extremely desirable. 
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WEBSTER, MASSACHUSETTS 


eee NTN a ret eer ee Ont 


—“— a 
SL a eS bas ae BI SORES «Fon 
eer 


Laren a oe fo nasn Sane 








May 28, 1921 


BOOT AND SHOE RECORDER - 14. 


The White Footwear Season Is Here, 


All Whites in Lead with Combination of Black and White, Fol- 
lowing Style in Dress, Next in Favor—How About Dark 
Grays and Browns Next Fall? 


New York:—Sales of white footwear are now the 
order of the day with wideawake managers of shoe 
sections in department stores. 

On Saturday last the manager of a well-known de- 
partment store began the annual sale of white foot- 
wear, and the day finished with a score of four hun- 
dred and ninety-one pairs. 

Although the price range was varied the favorite 
proved to be $10.75 per pair, and from present indi- 
cations this price will remain a summer favorite. 


Vogue of Black and White 


As forecast by the RECORDER, combinations of white 
and black were next in favor and are certain to hold 
a prominent place during the coming summer and 
early fall seasons. 

Grounds for this belief are presented in the vogue 
of white and black in dress accessories. For example, 
in veilings, not infrequently white grounds are orna- 
mented with black chenille dots. In dress fabrics as 
well, combinations of white and black find a place in 
the form of black stripes on white grounds, and black 
borders on white serges are favored for summer wear 
by women who adopt striking effects in dress for sea- 
side and for mountain resort wear. 

Further strength is added to the vogue of white and 
black by the adoption of combinations of white and 


| 
i 


black in millinery, and thus opportunity is given t 
carry out the white and black effect from “top to toe. 


Paris Endorses Dark Gray 


It is only natural to expect that with the vogue o 
white during the summer will cause a falling off i 
the demand for gray footwear. Still on last Saturda 
a shoe department featuring a sale of white footwea 
disposed of sixty pairs of assorted grays. 

As to the future demand for gray, it is worth not 
ing that dark shades are endorsed in Paris, and ii 
Lyons, the chief dyeing center of France, whos 
French novelties in fabrics are also woven. 

In New York as well deep shades of gray are ir 
cluded in the ten best sellers for the coming fall an 
winter seasons, chiefly, however, in fabrics for coat 
and for street wear. 


Browns in Fine Fabrics 


London haberdashers doing business on Bon 
Street, where the fashionables shop, are featurin 
dark gray neckwear illuminated with colored stripe 
in shades of burnt orange, blue and green. 

Browns remain a favorite in fine fabrics, and thi 
naturally makes a place for brown footwear, which a 
present enjoys the advantage of being in both th 
staple and fashionable class. 

Black patent leathers are highly regarded. 








Women’s and _ children’s. Braude 


Bros., 404. ; 

J. F. Budd Shoe Co., Burlington, 
N. J. Babies’, Chas. S. Everland, 
401. 

Brooklyn Shoe Co., Brooklyn, N. Y. 
Ladies’... Sam Sollfrey, 402. 

Lazarus Fried & Sons, Inc., New 
York City. Jobbers. Sam Sollfrey, 
402. 

Whitman, Keith & Co., Brockton, 
Mass. Men’s and ladies’, A. E. 
Emans, 402. 

Jerrold Shoe Co., Chicago. Job- 
bers. L. J. Koch, 310. 

A. Fisher & Sons, Lynn, Mass. 
Men’s and women’s. Ira Mack, 310. 

Outing Shoe Co., Boston, Mass. 
Canvas and felt shoes. Edward 
Knight, 310. 

Carlisle Shoe Co., Carlisle, Pa. 
Ladies’. Fred H. Wendt, 308. 

L. D. Stickles Shoe Co., Red Wing, 
Minn. Misses’ and children’s. Fred 
H. Wendt, 308. 

George C. Howe Co., Haverhill, 
Mass. Ladies’. Fred H. Wendt, 308. 

Wiley, Bickford & Sweet Co., Wor- 
cester, Mass. Felt slippers. S. B. 


(Continued from page 139) 


Wax, 307. 

Peters’ Branch of International Co., 
St. Louis, Mo. General line. John 
F. Walsh, 305. 

The Holters Shoe Co., Cincinnati, 
Ohio. Ladies’. James Donohoe, 304. 

Holland Shoe Co., Holland, Mich. 
Men’s and boys’. James M. Teeple, 
304. 

Beals-Pratt Shoe Mfg. Co., Milwau- 
kee, Wis. Men’s. E. J. Pierce and 
G. F. Coldins, 302. 

Williams-Kneeland Co., South Bain 
Tree, Mass. Men’s and Ladies’. 

G. W. Herrick Shoe Co., Lynn, Mass. 
Ladies’. Thos. J. Reilly, 302. 

Frank and Alder, Baltimore, Md. 
General line. Wm. 'S. Schwartz, 302. 

Monumental Shoe Mfg. Co., Balti- 
more, Md. Children’s. Wm. B. 
Schwartz, 302. 

William Greilich & Sons, Brooklyn, 
N. Y. Spats. M. E. Hattenbach, 301. 
. Chas. O. Timson Shoe Co., Lynn, 
Mass. Ladies’. O’Connor Bros., 301. 

Menzies Shoe Co., Milwaukee, Wis. 
Men’s and boys’. Geo. C, Sells, 300. 

Sells & DeFoy Shoe Co., Chicago. 
Women’s. 300. 


Factor: 
Geo. ¢ 


North Lebannon Shoe 
Lebanon, Pa. Work shoes. 
Sells. 300. 

S. Kahan, Chicago. Women’s. 306 

Bancroft-Walker Shoe Co., Bosto1 
Mass. Women’s. David Morris, 20: 

O. E. Fox, Chicago. Jobbers c 
misses’, children’s and women’s. 20: 

Hannahsons Shoe Co., Haverhil 
Mass. Ladies’. Ben L. Eppstein, 20) 

Green Shoe Mfg. Co., Boston, Mas 
Misses’ and children’s. Ben L. Ep} 
stein, 200. 

The Betty Shoe, Brooklyn, N. 3 
Ladies’. Ben L. Eppstein, 200. 

Faust Shoe Co., Chicago. Chi 
dren’s. 206. 

Roberts, Johnson & Rand, branch c 
International Shoe Co., St. Loui 
Mo. General line. Gertz Bros, 202. 

S. Freehling & Sons, Chicag 
Children’s. 201-9. 

Fargo-Keith & Co., Chicago. Chi 
dren’s. Main floor. 

Chicago Shoe Supply Co., Chicag: 
Shoe findings. Main floor. 

Shoe & Leather Mercantile Agence; 
502. 





Buyers’ Easy Reference Directory . 











A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. 8 for men, women, children and 
infants Plain or Fancy. 

Prompt shipment of large orders as 
tinuous service. Factory running to 
catalogs and price list sent at your 


J. S. TURNER MANUFACTURING CO. 


well as small. Con- 
capacity. Interesting 
request. 





133 Middle Street Lowell, Mass., U. S. A. 
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PATENT LEATHER MARY JANES 
2 to 5, 3 to 8, 5 to 8 
Ready for Quick Shipment 
In 72 Pair Lots 
Write or Wire to Factory 


E. F. LEACH 
184 Market St., Lynn, Mass. 





BURKLEY 


VENTILATED FOOT 
DEVELOPER 


Endorsed by eminent medical au- 
thorities. Allows full, free develop- 
ment of the growing foot. Parents 
buy it without hesi- 
tation because _ it 
meets their needs at 
rice, 
cor- 


VENTILATIONS 
PATENTED 
a moderate 
Long wear an 
rect fit assured. 


BURKLEY 
SHOE CO. 
1156 No, Main St. 


Retails, $2, $3.50 
Brockton, Mass. 
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IN 
STOCK 


Manufactured in 
Outdoor and Indoor 
Styles to Fit 
“Baby to Grand- 
daddy” 
No. 7206 —— 
Children’s Barefoot Sandal and Play Moccasin 


BOWS MOCCASINS 


Bows Made, Best Made. Footwear is Practical, Durable and Stylish. 
Retails from $2.50-83.50. 
Made by 
BOWS MOCCASIN CO. AVON, MASS. 


Opposite Depot (Brockton District) 
Send for Catalog for Our Full Line. 
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ALL LEATHER 
WELTS 


ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 





HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 


TOUT 





EEREERGUGUSSURERERCCEOSGROSESECRESRESEEECEREOUOEED! 


IN STOCK! 


Patent Leather, Gun Metal, 
: and Tan Calf. 


White Canvas 
$1.05 5-8 


Made with choice 


Sturdy little shoes of real merit. 
Equipped with 


leather quarter linings and counter. 
tough yet flexible 8 iron sole. Other styles in stock 
2-11. Your trial order opens the way to new business. 


Send for stock list. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 











BOSTON OFFICE: 10 HIGH STREET. 
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Kistler, Lesh & Co. | 
SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
332 Summer St. Boston, Mass. 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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No. 26—Russia Calf New Wave Bal, Panel 
Stitched, Heavy Single Sole, “‘Prize’’ Last. 
Goodyear Wingfoot Rubber Heel 


Cocoa Calf Lace Oxford, Pinked and Per- Patent Colt Plain Toe Dancing ‘Oxford, 
forated, Heavy Single Sole, ‘‘Fells’’ Last. “Brighton” Last. 


The entire Brennan line is constructed to meet fully the demand of well 
dressed men for quality, comfort, and appearance in their footwear. See 


our complete line of “SHOES FOR YOUNG MEN AND MEN WHO 
KEEP YOUNG” when in Boston or New York. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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An oxford in which attractive appear- 


ance and fine fitting qualities have 





been combined in unusual degree 


IN STOCK for At-Once Delivery 


Style No. 9842 
Fine Black Kid Oxford on No. 185 Last, 
Medium Toe, Kid Tip, Flexible Welt, 1% 
Inch Heel Price 86.65 


AA to D in Stock. 


J. J. GROVER’S SONS CO. 


“Soft Shoes for Tender Feet” 


Boston LYNN, MASS. 47 Went 34th Street 


80 Boylston St., Little Bldg. 








USMC CORK INSOLES 
for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation . - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - - Boston 
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A STYLE and A PRICE 
THAT CAN’T BE BEAT! 


We are making and shipping thousands of pairs 
of this style every week—the value is there! 


No. 18—65—14 


IN STOCK 


at $4.00 





No, 18-65-14—Russia Ball Strap, Lace 
Oxford, Sole Leather Heel Base, SPRING 
STEP Rubber Heel, Heavy High Grade 
Oak Innersole, High Grade Oak Outer- 
sole. Excellent durable material used 
throughout the shoe. The workmanship 
is unusually good In Stock: D-wide 
-9, 6-9%, 6-10; C-wide, 6-9. 6-9% c 
e 





At this price you are assured 
Quick Sales, Mr. Retailer 
BUY NOW 


This shoe is in a class by itself as a saleswinner. 


It has every feature that is demanded by the critical 
style seeker today—color, ball strap, abundant per- 
forations, QUALITY WORKMANSHIP THROUGH- 
OUT, and last, but by no means least, a wonderfully 
low price, value considered. 


Pennington-Crowell Shoe Co. 
MANCHESTER, N. H. 








SPRING STEP Rub- NOTE 


ber Heels mean SU- 
service, BETTER These shoes can be bought in 
Zhe zoceting Breast CASE LOTS ONLY, 12 pairs to 
id eal’ belies te the case. We cannot break a 12 

stead of 6, the second ° ie 
qtop quality of ma- pair case under any circum- 
te See ae stances. Three runs of sizes— 
6-9, 6-912, 6-10; specify which 


STEP HEELS 
you wish. 





















































































































Number 1100 


Jn Stock 


GU Size0—$6.00 











SUN 


LET US RECLAIM 
Slow Moving Styles for YOU 





We Not Only Make the Pump Straps— 
But Make Them a Part of the Shoe! 


Send sample pair of shoes to be converted so that 
proper quotation can be submitted. 


Sizes Properly Graded—Prompt Service. 
Only Case Lots Handled 


We can also promptly ship straps of all styles 
which you can attach yourself. 


The MacNeil Co. 


219 Market Street Lynn, Mass. 
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“Tria week we repeat the. WMan’s Sport Orford 
shoun a week ago. 
pose deocrues bo be. shown again. 
horse vamp and a lan calf saddle. “The fibre sole 
and heel are selected and properly put on. 

SI ie foriced right. 

Shipments are made from floor ateck. Onder from 
this ad as the shoe ia new and nol listed in our 
cakaloque. 

Cincther new one soon bo bo shown. 


“The “Prceton 13. Keith Shoe Co. 


AY, 290 Breadway— Boaton, 207 Essex Street 
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So fine a shoe for the pur= 
Has a omoked 



















“Brockton, Wace. 



















A good shoe deserves a good lacer, 
therefore we recommend 








HE tip of the Nufashond Fabric Tipped Lacer is 
worth some thought, for it shows the way to 
shoe lace profits and satisfied customers. 







The Nufashond Fabric tip is part of the lacer itself—it 
can’t pull off or wear sliiny. It won’t discolor. It will 
never wear into rough, shaggy edges to catch at fine 
hosiery. 

Nufashond Fabric Tipped Lacers are made flat or 
tubular in all the wanted colors and in sizes to fit all 
shoes. 

Display Cases, Counter Cards and other attractive selling 
helps furnished. All shoes look better with Nufashond Lacers. 
They are made to wear and wear. 






















Ask your jobber today 
for samples and prices. 


The Fabric Tip— 
It Can’t Come Off 
















Reading, Pa. 
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ONE OF THE BIGGEST SHOE BUYERS | 
IN THE COUNTRY SUGGESTED THAT 
WE WRITE THIS ADVERTISEMENT 


Do you remember the old Stitchdown? NHow they did rip 
and how your customers, grouchy as the Devil, brought them 
back and kicked and demanded satisfaction. After they left, 
how you cussed and wished that all Stitchdown Shoes were 
sent anywhere but to your shoe store. 


You don’t have this trouble any more because now you buy 
RAMSEY’S PATENTED School and Play Shoes. THEY 
CANNOT RIP. “‘It’s in the Making.” 


Of course lots of you shoe merchants are still getting back 
‘your Stitchdown Shoes and still keep on cussing, but then 
you don’t buy the RAMSEY PATENTED PROCESS Shoe. 


Actual photograph showing shoes made by Ramsey’s . ‘ ‘ 

Paseates Seas See Se ae eee oe Until you do you will never experience the satisfaction and 
The — ——. a Ry - Fong em 

“wht uinst= °° joy that goes with making the perfect Stitchdown Sale—a 


out, the outersole has not loosened up. 
sale that means satisfied customers and good-will towards 


you. 


Now is the time for you to get busy and order RAMSEY 
PATENT PROCESS Shoes so that you will be assured of the 


right merchandise for Fall. 


The ordinary Stitchdown Shoe after a few days’ 
wear—RIPPED. 


RAMSEY’S PATENTED PLAY SHOES 
THEY CANNOT RIP 
GOODYEAR DOUBLE “> WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. ¥. 
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White Ivory Sole and Heel 


No. B118 No. B574 















White Egyptian Black Glace Kid i, 
Cloth Price $6.25 E. — 
Price $4.75 6$ Wood Covered Full Louis White Egyptian — 
ee Heel Cloth —Price $4.75 
Goodyear Welt % Heel AA 4% to 8 Goodyear Welt 
472 . . 
AA to 8 A 4 to 8 1% Ivory Heel with White 
A ; to 8 B 3% to 8 Rubber Top and Ivory Sole 
B 34% to 8 = to 8 AA 4 to 8 
C3 to 8 D3 to8 A 4. to 8 
D3 to8 B 3% to 8 
7 : 2 ao 
D 3s 






SUMMER STYLES JIN STOCK 






























No. B173 No. B317 
lighter Shade Brown New Lighter Shade No. B327 
Kid Tan Calf New Lighter Shade 
Price $6.25 Price $5.00 Tan Calf 
Goodyear Welt "% Heel Same in Brown Kid $5.25 Price $5.00 
AA 4% to 8 4-Iron Square Edge. 1% Heel Relay Welt 1% Heel 
A 4 to 8 A 4 to8 Sizes 
B 3% to 8 B 3% to 8 A 4 to8 
. 2 to 8 Cc-¢ «68 B 3% to 8 
Ps ‘to >: 3 #8 . 2 2. 
Terms Net 30 Days 





The MENIHAN Company 


Rochester, N. Y. | 
| MADE FOR FOOTWEAR NOT SHELFWEAR | 


| 
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(@ybhveleles ame mi--1b halos 


Poise is born of the assurance that one 
“is well dressed. To dress well, one must 
give attention to every detail. 


The Diamond Brand Fast Color (Visible) 

Eyelet is a style detail not to be ignored. 

United Fast Color Eyelet Company 
Boston, Massachusetts 








From actual photograph by Garo, Boston 
All rights reserved 
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WHITE CANVAS NOVELTIES 
“IN. STOCK” 


VS | - =O en --Q>’ _ a 





TIME OUT! 


E anticipated a tremendous volume of orders on our 

white canvas Turn and McKay Novelties—but it was 
an avalanche. The hundreds of cases of white novel- 
ties that we had on the floor melted away like magic 
before a demand that was larger than we had even 


dared to hope— 


ann x@Q- i ae 


BUT—we are fast getting caught up—our factory is turn- 
ing out 6000 pairs a day right now and we are going to see 
that you get your shoes in time to clean up on the biggest 
white summer ever known—just give us a chance to catch 
our breath and you'll find that we will be “hitting on all 
twelve cylinders” by the time you are reading this an- 


nouncement— 


If you are worried about your shipment, write us and we 
will give you the date they will be shipped. 


We believe that frankness is better than subterfuge—hence 
this announcement— 
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White Canvas Novelties—Popular Prices—and a square 


deal— 


7” =_ 


You'll find them here 





HANNAHSONS SHOE CO. 


35 WINGATE ST. HAVERHILL.MASS. 
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(Continued from page 52) 
are made at a time when money is of less value and 
are used to earn comparatively great returns at the 
time when money is greatly in demand and greatly 
increased in value. To repeat the simple formula: 

First, save as much as possible at all times. * 

Second, save even more than possible in times of 
plenty so that in times of want the savings thus 
made can earn unusual returns. 

There is no reason why an American citizen, who 
is not unusually handicapped, should not become 
comparatively wealthy. Even the giving up of what 
will seem to be the pleasure of the moment may be- 
come a greater source of satisfaction after one has 
trained himself to do so and in the end will provide 
very much more abundant means for satisfying the 
needs and even the luxuries of life. 








(Continued from page 48) 


States. The thing to be guarded against is really 
too little profits, for every failure is a public loss. 

The National Shoe Retailers’ Association, there- 
fore, in the light of experience and the study of true 
economics, and with due regard for the evolution 
that has taken place in the division of labor in the 
advancement of civilization, feels it its duty to 
stress the advantages that are gained from speciali- 
zation. 

Retail Merchant Necessary 

In the interest of progress and in the interest of 
true economy, this proper division in our industry 
should be safeguarded from attack. This is just as 
true of the small retailer as it is of the largest stores 
in the metropolitan centers. 

No scheme has yet been devised that can properly 
set the retailer aside. He cannot be removed to the 
advantage of the consumer or the producer. 

With this accepted by the entire industry as a basic 
fact which has vindicated itself by evolution and 
time, we can move forward in a co-operative way with 
enthusiasm, courage and strength, doing our work 
better with every passing year, so that the shoe 
business may always be, as it has been in the past, 
one of the leading industries of these United States, 
justly famed for its progress and wonderful achieve- 
ment and that it will always remain an exemplary 
business of American ingenuity. 








(Continued from page 49) 


pensive and practical center piece for a showing of 
footwear. We also call your attention to the intro- 
duction of a parasol or umbrella from which alarge 
streamer of ribbon extends. This is placed in order 
to introduce color into the display which is often 
necessary in order to attract more than ordinary at- 
tention to your showing. In selecting the colors for 
the ribbon be sure they are in summer shades to 
harmonize with the foliage used to further embel- 
lish the suggestion. 

Fig. 1 shows the use of bark paper built over a 
frame work so as to suggest a trellis which can por- 
tray the season. A frame work of this character 
may be built from ordinary box boards or corrugated 
paper which comes.around the boxes holding the 
shoe cartons. By carefully studying this design you 
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will be able to originate many suggestions and ideas 
that are especially suited for your own show win- 
dows. 








(Continued from page 46) 


“The public purchasing power is tremendous. To 
get men to buy shoes we must appeal to their sense of 
proportion and not let women get too far ahead of 
them in footwear style. The retail merchant is safe 
in buying his normal requirements in men’s shoes. 

“Pursue your natural course, buying moderately 
from manufacturers in whom you have confidence. 
Don’t experiment now. Times are too critical. The - 
time to experiment is while business is normal.” 

T. A. Delaney, president of the Boston Shoe Travel- 
ers’ Association, put in a plea for “an elimination of 
the word pessimist.” He said, “real salesmanship has 
come into fashion again, let us get out and hustle. 
We have the money, credits, factories, labor and all 
of the institutions of service, in fact, everything to 
be optimistic. Let’s go and jump on the crépe 
hanger.” 

Style Show Invitation 


T. F. Anderson, secretary of the New England Shoe 
and Leather Association then extended a general in- 
vitation to all merchants to attend the big Style Show 
in July. 

After five hours of speech-making, President Hagan 
gave the benediction, summarizing what all of the 
speakers had said in the following: 

“Place 60 per cent of your retail requirements now. 
Leave a small opening for the new things which may 
develop, but place your orders if you plan to do busi- 
ness this fall.” 

As the meeting adjourned, the retail shoe party met 
in the lobby the famous Dr. Einstein, whose relativity 
theory had been expounded in a meeting of the New 
Century Club. 

Of the two meetings the one on relativity of profits 
and sales made the biggest hit. 





HERMAN BID LOWEST 
$4.64 Per Pair on 50,000 Pairs for the Navy 


Washington, May 17.—The price of $4.64 per pair, 
delivered at the Navy Supply depot, South Brooklyn, 
New York, made by the Joseph M. Herman Shoe Co., 
Boston, was the lowest bid submitted on an opening 
by the Navy Department last week for high blucher 
shoes. The Herman Company bid on only 50,000 pairs 
out of a total of 125,000 pairs asked for. There were 
two other bidders, who offered to supply the entire 
lot. They were: Emerson Shoe Co., Rockland, Mass., 
$4.8423 per pair; Rosewasser Bros., Inc., Long Island 
City, N. Y., $5.025 per pair. 


FOOTWEAR IMPORTS FORBIDDEN 
Union of South Africa Issues Executive Order 


Washington, May 14.—According to a cablegram 
from Consul General George H. Murphy, Cape Town, 
dated May 14, the importation of leather footwear 
into the Union of South Africa has been prohibited 
by an executive order of May 12, with the exception 
that all shipments now under way will be permitted 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 
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FAILURES 


Boston.—J. Freedman, shoes, reported 
meeting of creditors was scheduled 
for May 20, last. 
verhill, Mass.—Hillson & Gerber, 

ee. reported meeting of creditors 
was scheduled for May 20, last. 

L. & B. Shoe Co., children’s shoe 
manufacturers, reported assigned to 
Louis E. Rubin. Assets and liabilities 
very low. 

Wachusett Shoe Co., reported offer 
of 25c. on dollar. Assets said to be 
$15,015.36; liabilities, $70,619.04. 

Springfield, Mass.—J. Sitomer, shoes, re- 

. ported involuntary petition in bank- 
ruptey. 

Brockton, Mass.—David L. Paren, whole- 
sale and retail shoes, reported volun- 
tary petition in bankruptcy. Reported 
liabilities, $5,219.51; assets, $3,209.55. 

Lepanto, .irk.—Bends Bros., shoes, etc., 
reported insolvent and in hands of 
receiver. 

Bridgeport, Conn.—M. Feidelman, shoes, 
reported petitioned into bankruptcy. 
Liabilities, $1,555; assets, $400 

New Haven, Conn.—Morris Cominsky, 
shoes, etc., reported petitioned into 
bankruptcy. : 

Wilmington, Del.—Mrs. Ida _ Epstein, 
shoes, etc., reported offering to com- 
promise at 45%. 

Palatka, Fla.—Jacob Wolfe, shoes, etc., 
reported offering to compromise at 
30%. 

Chicago, Ill—Economy Shoe Stores, Inc., 
shoes reported petitioned into bank- 
ruptcy. 

Evansville, Ind.—H. Griesdorf, shoes, re- 
ported offering to compromise at 10%. 

Waterloo, Ia.—H. Marks, shoes, reported 
offering to compromise at 25%. 

Wichita, Kas.—Alexander Levy, shoes, 
etc., reported petitioned into bank- 
ruptcy. Reported meeting of creditors 
called for May 21, last. 

Comer, Ga.— A. Dechowitz, shoes, re- 
ported petitioned into bankruptcy. 
Parma, Idaho.—Gem Dry Goods Co., shoes, 
etc., reported assigned. Reported 

liabilities said to exceed $20,700. 

Henderson and Paducah, Ky.—Frenkel’s, 
Ine., shoes, reported asking extension. 

Kirksey, Ky.—Robert R. Myers, shoes, 
etc., reported involuntary petition. 

Paducah, Ky.—Paducah Leather Co., 
leather and wholesale shoes, reported 
petitioned into bankruptcy. 

Opelousas, La.—I. Chapman, shoes, etc., 
reported asking extension. 

Detroit, Mich.—Z. Shafkind, shoes, etc., 
reported petitioned into bankruptcy. 

Leo Weiss, shoes, reported offering 
to compromise at 65%; 35% cash and 
30% notes. Liabilities stated $6,500; 
assets, $5,600. 

Kalamazoo, Mich.—E. W. Herrick, shoes, 
reported assigned. 

Buckman, Minn.—Schmolke & Blake, 
shoes, etc., reported assigned. 

Hamlet, N. C.—B. M. Austin, shoes, etc., 
reported petitioned into bankruptcy. 

New Bern, N. C.—Solomon & David, 
shoes, etc., reported petitioned into 
bankruptcy. 

New York City.—Eben L. Hall, leather, 
reported voluntary petition. Liabili- 
ties, $10,971; assets, $21,007, including 
unliquidated claims amounting to 
$21,006. 

Stone Shoe Mfg. Corp., reported 


Irvin M. Berner appointed receiver. 

Julius Katz. shoes, reported at cred- 
itors’ meeting liabilities $8,200, assets, 
(stock and fixtures) $10,200. Sup- 
posed Kat’s intention to pay 100c. on 
dollar. 

Albany, N. Y.—Aronson Leather & Shoe 
Co., shoes, reported involuntary peti- 
tion against C. Allen Aronson, pro- 
prietor. 

Jamaica, N. Y.—Morris Levine, shoes re- 
ported involuntary petition against 
above trading as New York Sample 
Shoe_ Store. Liabilities estimated 
$18.000: assets, $10,000. Alphonse G. 
DeReisthal. receiver. 


Trenton, N. J.—John Favata, shoes, etc., 
reported voluntary petition. Liabili- 
ties, $8,800; assets, $4,502. 

Akron, Ohio.—B. & C. Clothing Co., 
(Brandwau & Cohen) shoes, etc., re- 
ported petitioned into bankruptcy. 


Reported offering to compromise at 
25% 


Youngstown, Ohio.—The Morris Shoe Co., 
shoes, reported involuntary petition 
in bankruptcy. 

Lorain, Ohio.—J. Givner, shoes, etc., re- 
ported petitioned into bankruptcy. 
Liabilities, $5,781; assets, $1,644. 

Bristow, Okla.—Globe Department Store, 

. Amerman) shoes, reported peti- 
tioned into bankruptcy. 

Lawton, Okla.—The Booterie. (John G. 
George, proprieter) shoes, reported 
offering to compromise. 

Donora, Pa.—Abe Morris, shoes, reported 
offering to compromise. 

Rochester, Pa.—Zoffer Bros., shoes, etc., 
reported petitioned into bankruptcy. 

Philadelphia.—William Smickowski, shoes, 
ete., reported proposition offer of 30% 
cash within a week and 70% within 
a year. Total liabilities about $6,500. 

Simon & Greenberg, (339 N. 40th 
Street) shoes, reported petitioned into 
bankruptcy. 

Hazelton, Pa.—Howard A. Schuler, shoes, 
reported involuntary petition. 

Sumter, S. C.— McCollum Bros., shoes, 
ete., reported petitioned into bank- 
ruptcy. 

Fredericksburg, Texas.—Henke & Hirsch, 
shoes, etc., reported petitioned into 
bankruptcy. 

Salt Lake City, Utah.—Solomon-Ingham 
Co., shoes, reported offering to com- 
promise at 50%. 

Winchester, Va.— Nathan R. Broder, 
shoes, also at Frederick, Md., reported 
petitioned into bankruptcy. 

Newmarket, Ont.—Frank Duncan, shoes, 
etc., reported creditors accepted com- 
promise offer of 50%. 

Suffolk, Va.—Isadore Yoffe, shoes, etc., 
reported in financial difficulties. 

Quebec, P. Q.—George Emile Roy, shoes, 
reported assigned to Theriault & 
Gagnon. 

Toronto, Ont.—Adanac Leather Co., 
leather, repcrted assigned to Sun 
Trust Co. 


CHANGES 


Boston.—F. G. Collins Shoe Co., shoes, 

capital stock increased by $200,000. 
Freeto-Pratt Co., (197 South Street) 

leather, dissolved partnership—Charles 
M. Pratt retires. 

Beverly, Mass.—Woodbury Shoe Co., shoe 
manufacturers, incorporated with 
authorized capital of $100,000, 


May 28, 1921 


MOR OMOMOMOMG 








Haverhill, Mass.—Haverhill Shoe Lining 
Co., linings, incorporated with author- 
ized capital of $15,000. 


Holbrook, Mass.—Allen & Gallagher have 
started to make children’s solid, un- 
lined shoes. 

Lynn, Mass.—Gray Wood Heel Co., manu- 
facturers, name changed to Hathaway 
Wood Heel Co. 


Malden, Mass.—Howlett Shoe Corpora- 
tion, shoe manufacturers, incorpo- 
rated with authorized capital of 
$40,000. 

Peabody, Mass.—Brackett-Mann- Dodge, 
leather finishers, incorporated with 
authorized capital of $50,000. 


Eaton, Col.—H. G. Triplett, shoes, etc., 
succeeded by J. G. Byars Co. 


Middlebury, Conn.—Bronson & Waters, 
shoes, etc., succeeded by Terrant & 
Delaney. 


West Fran‘ford, Ill.—Rubenstein Mercan- 
tile Co., shoes, etc., dissolved. 


Chicago, Ill.—David Gold, (726 Maxwell 
Street) shoes, left town. 


Rockford, Ill.—S. A. Johnson Clothing 
Co., shoes, etc., capital increased to 
$50,000. 


Somerset, Ky.—M. T. Crawford & Co., 
shoes, etc., succeeded by E. R. Little. 


Rortland, Me.—The Larrabee Co., shoes, 
incorporated with authorized capital 
of $10,000. 

Howeli, Mich.—Pettibone-Wilson Ca., 
shoes, etc., succeeded by C. Pettibone. 


Elkton, Ind.—Frank P. Price, generai 
merchandise, negotiating with a 
party for sale of the Price stock. 


Detroit, Mich.—The I See Co., shoes, etc., 
incorporated with capital of $10,000. 


New Rochelle, N. Y.—The Cole Shoe Co. 
has been incorporated with a capital 
of $10,060 to deal in footwear. The 
incorporators are A. Cohen. H. D. 
Cole and J. A. Bernstein. 


Fairmont, Neb.—John Dean, shoes, etc., 
closing out. 


Paterson, N. J.—Frank Zeeuw, shoes, etc., 
succeeded by Zeeuw & Lamring. 


Trenton, N. J.—Shoe Manufacturers Sur- 
plus Corporation, shoe laces, étc., in- 
corporated with capital of $100,000, to 
deal in footwear of all kinds. The 
incorporators are M. Garfield Allen, 
Simon H. Lavinson and Max Haber. 


New York City.—M. Frenville & Co., Inc., 
leather, incorporated with capital of 
$50,000. 

Capital Boot Shop, Inc., shoes, incor- 
porated with capital of $10,000. 

Berger & Katz, Inc., to manufacture 
and deal in shoes, incorporated with 
capital of $20,000. Incorporators are 
W. and Katz, A. Berger and L. 
Bergman. 
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DAYLIGHT DESK AND SHOW. 
ROOM WITH DIRECT STREET 
ENTRANCE 


Efficient office and telephone ser- 
vice from $30 per month up. 
Address Room 2, 291 Broadway, 
(corner Reade) New York City. 




















“FISHER” 
Trade Mark 
Reg. U. 8, 
Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 
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A Help to 
Without With Weak Autine 
Prevents the Counters of Boots 
and Shoes from Running Over. 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
os 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sizes without 
damaging the shoes. Range of 
sizes: Misses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of tip to 
give greater height or width to 
box. $2.00 each. 


F. W. WHITCHER CO. 














Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F.”’ 
Period Wood Fixtures 
Ask for catalog ‘‘L’’ 
Window Valances 
A big stock for immediate delivery. 
Ask for samples. 
Window Rugs 
A big line. Samples of materials and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


The Hecht Fixture Co. 
Medinah Bldg. Chicago 
Wells 8t. Jackson Blvd. 


NEW YORK SHOW ROOM 
6-67 E. 12th. Bet. Broadway & 4th Ave. 











Metal Shoe Fitting Stools 


and Floor 


Mirrors 


No. 141 


bg A THE CH I CA G 0 
ona Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 
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The Most Popular 
Size Stick 


“V ARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


srithirkseisir 
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Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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SHOE STORE jf 
CHAIRS (% 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 





: STORE LADDERS 


% Insure perfect shelf service for 
any line of merchandise. ye 
tread steps, properly 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
lace stock without d of 
ang. Cushioned Tired Trolley 
ruck Wheels eliminate nose 
me prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for stock purposes. One 
style—neat of design— nicely finshed— 
any height ceil ing. Thousands 














WANTED TO PURCHASE 














Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log giving full 
description 
and prices. 





ANY 
67 Randolph St. 
Chicago, III. 





ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if neces: ree 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave, Boston, 
Opposite South Station 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay — for your entire or surplus 
stock of 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











CASH PAID 


for shoe stores or surplus oe of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 
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page per issue: 

Space i1time 7 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


13times 26 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED —Four cents per word for each 
Minimum amount accepted, seventy-five 

cents. For other “Want” advertisements, seven cents 
r word for each insertion. Minimum amount accepted, 
Ads under this heading will be received 


“Recorder” rates for space less than one-eighth Pinsertion. 


52 times 1.25. 





$3.00 $2.50 
6.00 5.00 
9.00 7.60 
12.00 10.00 under letter postage. 


Payment in advance is’ required, except when regular advertisers, as amounts are too small to open accounts 


noon, Wednesday. 
come in care of this office, twelve words must be allowed 
in each advertisement for address. 
desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement 
and paid for accordingly. Answers to ads must be sent 


up to 
When advertisers desire answers to 


When advertisers 

















SALESMEN WANTED 











SALESMEN WANTED 






POSITION WANTED 





WANTED—Salesmen to sell a good line 
of mercerized shoe laces to retail 
trade on commission basis. State terri- 
tory covered. Address’ P. O. Box 1296, 
Providence, R. I 
S LESMAN WANTED —For Illinois, out- 
side of Chicago, to carry Dr. Sommer’s 
New Dawn shoes for men and Pied 
Piper shoes for boys and girls. Very 
successful line with many selling advan- 
tages. Salesman must have _ established 
trade and good record. Outline full de- 
a to Marathon Shoe Company, Wausau, 
is. 





MANUFACTURER making line of popu- 

lar priced turn comfort shoes wants 
to line up with high-grade salesman to 
call on retail and department stores in 
New York City district. Line well 
known, advertised and carried in stock. 
Commission basis, no drawing account. 
Address C-584, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


SALESMAN WANTED—tThe completion 
of a new additional factory allowing 
greater production, makes room in our 
organization for some good salesmen in 
Eastern territory, and one good man for 
the South, to handle Pied Piper Shoes for 
children and Dr. Sommer’s New Dawn 
Shoes for men and women. Many dis- 
tinct and unusual selling advantages. 
Salesmen must have established trade 
and _ successful record. MARATHON 
SHOE CoO., Wausau, Wisconsin. 








THREE (3) SALESMEN WANTED for 
the following territories: 1 for In- 
diana, ‘Ohio and Michigan, another for 
New England States, and one for New 
York State, to sell our line of Infants’ 
McKays and turns, also children’s, misses’. 
growing girls’ and boys’ shoes. Commis- 
sion 6%. Only experienced salesmen re- 
quired. Good opportunity for right men. 
Establish trade, stock proposition. Ad- 
dress K-442. care Boot & Shoe Recorder, 
127 Duane St., New York. 








ALESMAN- wanted for 
New England Territory. 
There is an opening 
for a real, expertenced 
salesman with one of the 
oldest and best known lines 
of men’s shoes. A _ good 
price will be paid for the 
man who can prove his 


right to the position. 


Give full details In your first 
letter, stating experience, 
lines represented, territory 
with which you are familiar 
and names of several of 
your prominent accounts in 
New England for reference. 
Replies strictly confidential. 
Address C-586, care Boot & 
Shoe Recorder, 207 South St., 
Boston, Mass. 


vA 

















ALESMAN WANTED—Rochester, N. Y., 

Shoe Manufacturer making high-grade 
welts and turns, wants salesman for 
South. Give experience, references and 
salary required. Address C-576, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


MANUFACTURER making line of popu- 
lar-priced turn comfort shoes wants 
high-grade salesmen for States of Arkan- 
sas, Kansas, Missouri, Kentucky, Ohio, 
Indiana, Iowa, Michigan, New York and 
Pennsylvania. Line already established, 
advertised and carried in stock. Commis- 
sion basis, no drawing account. Address 
C-585, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMAN WANTED—A representative 
Cincinnati manufacturer of women’s 
shoes has an opening in the State of 
Texas for a live wire salesman with ex- 
perience in that State. Have an estab- 
lished business to turn over to the right 
man. Send references and state experi- 
ence with application. Address C-575, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














SALESMEN WANTED 


by successful manufacturer who is 
introducing specialty shoe to the 
retail trade. 

Men should have established sales 
offices in the large distributing 
centers. 

Shoe is a corrective one, high 
grade in every way, but can be 
marketed to the merchant and by 
him at a reasonabie price. 


Ww. M. L 
Boot & Shoe Recorder, 
207 South Street, 
Boston, Mass. 

















POSITION WANTED 


NEW. YORK SHOE MAN, now perma- 
nently located at Boston, with experi- 
ence in Latin America; seeks engagement 
with prominent New England shoe or 
leather house. Will make good in any 
capacity, and would not mind nominal 
position with moderate salary until 
“normalcy” returns. If you can use a 
clean cut character of good appearance 
and pleasing personality, kindly com- 
municate with C-568. care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


HOE SALESMAN of good address and 
pleasant disposition, with retail and 
wholesale experience, desires an oppor- 
tunity in ther field. Address C-6571, 
care Boot Shoe Recorder, 207 South 
St., Boston, Mass. : it 


E.XPERIENCED SHOE BUYER—Ener- 
getic, aggressive, resourceful, having 
thorough mail order and retail experience, 
desires conection with mail erder, jobbing' 
house or large retail de ment. . Cafi, 
furnish .A-1 refere as to character 
and ability. Thoroughly acquainted in 
the market, ,»Address C-573:\care Boot & 
gpoe Recorder, 207 South Street; Boston, 
ass. 














SHOE BUYER—Do you want a buyer 
of shoes? One that knows the New 
England and New York Markets. I have 
had four years’ experience as a manu- 
facturer of popular priced shoes, three 
pee as jobber and three years’ retail- 
ng buying’ for four stores. But have 
made the mistake of going into a business 
that I was not familiar with. Would like 
to connect with resuonsible firm that has 
a regular or a bargain idea shoe depart- 
ment, either as resident or house buyer 
for the above departments. I am 
thirty-three years old and can furnish 
the best of references. Will be able to 
make the change on or about July ist, 
for more particulars, Address C-581, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 





BUYER & MANAGER wants to make a 

change — now doing $300;000 — knows 
the shoe game thoroughly. Best refer- 
ences. Prefer West or Pacific Coast. 
Address C-582, care Boot & Shoe Re- 
corder, .207 South St., Boston, Mass. 





WANTED a position as Shoe Salesman. 

Have had seventeen years’ experience 
in the shoe business. Can take charge 
of shoe stock and show good results, 
have been both buyer and seller, and 
can furnish A-1 reference. KARL VON 
TERACH, Creighton, Neb. 


LINE WANTED 


R. MANUFACTURER—Do you want to 

be represented in New York? Also 

Middle West territory? Have New York 

show room in Graham Building, 127 

Duane St. Live Wires. Address K-443, 

care Boot & Shoe Recorder, 127 Duane 
St., New York. 











EPRESENTATIVE with _ established 
trade in Cuba, Panama, West Indies, 
desires additional lines of Ladies’ fancy 
shoes, medium grade, Men’s, Boys’ and 
Ladies’ work shoes. Address C-577, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 


WANTED line of Men’s and Boys’ Work 

Shoes and Medium Dress_ Shoes. 

Also Women’s McKays. South Alabama 

—- J. F. LASETER, Clayton, 
ama. 








SIDE LINE WANTED—Felt shoe manu- 
facturer with established office in 
Boston, is desirous of securing the repre- 
sentation of a side line. Samples can be 
on prominent display and trade will be 
called upon by our representatives. 
Visiting trade will be solicited. Splendid 
opportunity for non-conflicting line. Ad- 
dress C-578, Boot Shoe Recorder, 207 
South Street, Boston, Mass. 


WANTED — Chicago territory. Either 
Ladies’, Children’s or Good Boys’ 
Line. Commission . only.. Have estab- 
lished trade. Address C-580, care Boot 
Shoe Recorder, 189 West Madison 
Street, Chicago, Il. 


WANTED—Popular priced quality line 
of shoes within stock dept., for Twin 
Cities and Minnesota, by energetic and 
ambitious shoe man, with. eleven years 
experience. . Commission -basis, have car, 
make territory close, best of references. 
334-8th St., S. E. Minneapolis, Minn. 
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is the great nreblems of the retail shoe eae ants. 
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Annual Subscription in the United States, $5.00. 
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ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 
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Bach issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 
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TH CRE Getti More ! ee Sold Right; not only “more” but “right”; sold for the 
A ay eee ror, in th ht fic ting, for the right price, at the right 
he chief purpose of “The Boot ana Shoe 
on which depends the — 


Canadian, 36.00. 


profit. This 
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LINE WANTED 


LINE WANTED 








of selling straight merchandise. 


Applications which 





ARE YOU A BIG SALESMAN? 


We know of an opening for the wholesale and big department store trade. 
The line is a well made Welt and McKay one of medium grade and requires 
a man first class in every way, one who will work hard and who is capable 


it is a big job and only a big man or one with big potentialities can fill it. 
must contain full particulars of experience, age and 
references will be held in strict confidence. 
WwW. M. L. 
Boot & Shoe Recorder, 
207 South Street, 
Boston Mass. 











HELP WANTED 


FOR SALE 





SHOE BUYER for wholesale house in 
Cleveland, to supply their own retail 
stores; must be acquainted with manu- 
facturers and buy goods on jobbing basis. 
State where last employed and salary 
wanted. B. L. S., 101—1393 Broadway, 
New York City. ; 





FOR SALE 








ATTENTION SHOE CHAIN 
STORES! 
100% LOCATION IN RICHMOND, 
VIRGINIA 


Heart of the best retail shopping 
center. Near transfer _ .center. 
Richmond largest city in Virginia. 
Hard to locate in. Wire GORDON 
i, ee CO., 918% E. MAIN 














POR SALE—Four shoe stores in Phila- 

delphia, most prominent locations do- 
ing a business of nearly a half million 
dollars annually. Owner of these stores 
has been in business twenty-five years’ 
and desires to retire. Address P-262, 
care Boot & Shoe Recorder, 1420 Widener 
Bldg., Phila., Pa. 





FoR SALE—Oldest and only complete 
family shoe store in city, very best 
location, 5 to years’ lease—stock 
$25,000.00, store has made money for 40 
years’—no old stock—Will sell part or 
entire interest at right price, but must 
be relieved from active duties. G. R. 
-ATHEW SHOE CoO., Grand Rapids, 
en, 





FoR SALD—Moters shoe store complete 
in every tail, yearly nee 

$30,000.00, stock #13, 006. pi hae 000.00 

new since Feb. 65.00 m 

Central wy town « 3 7000. Splendid 

pace A sell at actual values. 

EINDGE-K. Cco., Grand ’ Rapids, 
ich. : ale 


FOR SALE—9 Bicycle Rolling Step Lad- 
ders, Track and Pole. Address C-583, 
care Boot & Shoe Recorder, 207 South 
Street, Boston, Mass. 





FOR LEASE 





FoR LEASE—Desirable space for high 
class shoe department in a modern 
women’s store, located in a_ thriving 
Texas City. Splendid possibilities for 
unusual volume. Will lease space on 
percentage of sales basis. Store enjoys 
excellent business from_ city’s best 
clientele. Address MHarris-Hahlo Co., 
Houston, Texas. 





WANTED TO PURCHASE 





We Ve Buy for Cash 


rers’, Jobbers’ and 
Retailers” "Serstes Stocks, Jobs, 


NO QUANTITY TOO LARGE 


Short T Term Leases Taken. 
We Pay Highest Cash Value. 


VAN PRAAG & CO. 
Shoe , Martin Posner, 

459 Oey e, Yor 

Telephone Canal 950T-9598 


PUBLISHED WEEKLY iN THE INTEREST 
OF THD RETAIL SHOB MERCHANT BY THE 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
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101 Tremont St. 


ARTHUR D. ANDERSON, HMitor 
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SUBSORIPTION—The — ee ice of the 
Boot and Shoe Recorder 90.00 6 a year in 
advance, = includes postage 
United Hawaiian Iaiants 
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FORBIGN SUBSCRIPTION—The price all 
foreign countries except the above is $10.00 
per yene. including postage 

oS are payable in advance. 

ADVERTISING RATPS—Card 4 

Rates furnished on applica rates 

for Wants, for Sales, ete., see tee Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed to 
the Boston Office. 

BROCKTON OFFICD: 224 Moraine 8t. Geo. 
W. R Hill, Manager. Telephone 507. 

OHICAGO OFFICE: 189. West Madison 8st. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFIOB: 1627 Locust 8t. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, ——— 

HAVERHILL OFFICE: Chamber Commerce 
Rooms, Haverhill National Bank Sas. Geo. 
Ww. R. Hill, Manager. 

OINCINNATI OFFICE: 
Bank Bldg. H. M 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bi 
Rossiter L. Seward, Western New Y 

entative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICB: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFIOB: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, England. 

AUSTRALIAN OFFIOB: 430 Lit. Collins e.. 
Melbourne. G. Jervis Manton, 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John 8S. Fitch, 88 Rua 
General Camara, Sob. 

oe: Santiago, Las . ~ 1128-1127. Otte 

hrimann, Gerente. 

ops: Mr. H. Gomez, ‘Corrales, 24, Havana, 


SPAIN: Gerente, Leoncio de Miguel; 
Librero Editor, 20 Fuencarral, Madrid. 
MEXICO: Gerente, Jose Barro, Ave, & 
| Mayo 27, Mexico, D. F. : 
- Yokohama. card. : 


_ OFFICE: 
‘agen, Manager. 


810 Second ‘ational 
Bowen, Manager. Tele- 
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RETAILERS WHO SELL FOX FOOTERY 
CAN LOOK FROM THEIR WINDOWS, 
SEE THE BEST DRESSED WOMAN GO 
BY AND SAY ‘“‘SHE BUYS HER FOOT- 
WEAR HERE.” 


FOx SLIPPERS, PUMPS AND OXFORDS 
STAND RETAILERS IN GOOD STEAD. 


CHARLES K. FOX, Inc. 
Haverhill, Mass., U.S. A. 


CHICAGO: NEW YORK: 
Great Northern Bldg. Marbridge Building, 
BOSTON: Broadway & 34th Street. 
54 Lincoln Street Room 
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A Harrisburg Institution 





What does the word “institution” conjure in your mind? Do you 
see immediately a great stone edifice, with ornate facade, bounded 
by voluted Ionic columns? For different minds, the word holds 








different meanings. 











Study the following definition for a moment and let it sink in: “a cor- 
porate body for promoting a particular object.” 








UUCEUVUGUVODEROUUGEOUUOEOROUUERODDAVNUITS 


Here the Harrisburg Shoe Manufacturing Company finds an adequate 
application. 

Indeed, our organization in Harrisburg has been promoting a particular 
object for the past half century. And that object? Good Shoemaking 


plus Wholesome Service. 





To guide retail shoe merchants in selecting wisely the shoes that must 
determine their business, we have evolved the symbol printed above. 
Every carton shipped from the Harrisburg factory bears this symbol in 


label form. 


Yes, the Harrisburg Shoe Manufacturing Company is an institution of 
Good Shoemaking plus Wholesome Service. It is not enough to make 
The best-executed shoes on earth fall flat if there is no true 











shoes well. 
element of service present. 

Let us point out, then, that The Harrisburg carton label is more than a 
scrap of paper smeared on with paste. It is the exponent of an institution. 
In the box it heads is a pair of well-made shoes. Behind these shoes are 


men who desire to serve YOU. 
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To serve you properly, however, we must get better acquainted. Let 
us prove our earnestness. Your inquiry will be completely served. 


Che Harrisburg Shoe Mig. Go. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES  CWILDREN'S SHOES 
OF VALUE 
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Od 


' KID ; 
The Leather | 
for Fine Shoes 





A lively, brilliant 
Havana Brown 


Vode HAVANA BROWN 
is a lively brilliant color 
that puts “kick” into shoes 
—that makes them stand 
out by themselves in the 
show window. 


Another interesting point 
about Vode HAVANA 
BROWN is the fine qual- 
ity skins we are using— 
bought to advantage some 
months ago, and recently 
landed. 


It will always pay you to 
ask for Vode Kid —the 
leather that plainly shows 
its fineness in the shoe. 








THE STANDARD KID CoO. 


Boston, Mass. 


Branches in New York, Philadelphia, Cin- 
cinnati, Chicago, St. Louis and Montreal 
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STANDARDIZED 

6 ~~ 
3 DRESS SHOES 2%-10 
IN STOCK Net-3 0 


FULL GRAIN RUSSIA CALF 


High grade and stylish. Made for good stores. Price 
based on volume business. 

The quality and workmanship surprise everybody. Read 
the construction tag. Tell us to ship you a case or two— 
on approval. You’ll not send them back. 





The Universal Last of No. 2 will 
(0) \ probably fit more feet than any other 
in existence. We made it practically 
CONSTRUCTION a composite American last. Order a 
ureees Full Gros Rus Ch pair in your own size—try it. 
outsazr Ook Goud ; 
ecies hey TAN WORT 
counter Sole Coather S| in] 
sox tor dole Soather SHOEMAKERS 
ment Rable.— Srade A MARION INDIANA 


STANWORT 

















No. 3 


English Last, In Stock 
Widths AA to D, Sizes 
5 to 12, In Case Lots 


$4.60 No. 2 


Medium In 
Stock Wid! ths “ 
to E, 

12, In case lois 


$4.60 


TURNOVER LINE. MEANS QUICK PROFITS FOR YOU 
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The Fifth Semi-Annual 


CHICAGO NATIONAL 


SHOE 
EXPOSITION 


g ‘ 
BY 
Z 
Z 
an 

NY, 





Will be held 
at the 
HOTEL SHERMAN 


on 


July 5, 6, 7, 8 and 9 
1921 


BIGGER AND 
BETTER THAN 
EVER BEFORE 


More than 200 lines of men’s, women’s 
and children’s shoes, accessories, fixtures, 
findings, store equipment, etc., will be 
shown. 

Represented here will be shoes of every 
description from all markets of the United 
States. 


A complete display—conveniently ar- 
ranged for quick and easy comparison. 


All dealers cordially invited to attend. 


Held under auspices of the Shoe Trav- 
elers’ Association of Chicago. 35 S. 
Dearborn Street. 
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To Stimulate Your 
Selling All the 
Year Around 


A proven plan that eliminates old 
buying and selling handicaps 


Must retail shoe merchants follow a custom that limits 
their selling of style shoes to two short seasons in a year? 
Can stylish shoes for women be sold only in the spring and 
fall? 


Ice cream manufacturers and dealers once had a somewhat 
similar problem. Their business came and went with the 





© 
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hot weather. Yet, today, ice cream is an all-year-around 
seller. Progressive men in the trade have made it so; they 
have changed the old custom, much to their profit. 


Now the trick has been turned in the shoe business! By 
the same method: an old and false idea discarded; a new 
fact established. That fact is this: 


Smart new shoes can be sold every day in the year. 


Fresher styles stimulate selling 


This has now been proved absolutely by Red Cross Shoe 
Accredited Agencies in cities and towns of every size. 


t 

. 

, 

l 

. 

They have proved it becaue the Krohn-Fechheimer Com- 
pany, — of the Red Cross Shoe, gave them the chance 
i Discarding the old custom of two trips a year, Red Cross 
i Shoe salesmen months ago began calling on their customers 
frequently and regularly. 

. 

. 

; 

. 

i 

i 


Instead of having to buy six or eight months in advance, 
gambling on styles, quantities and prices, merchants 
bought, for delivery in sixty days, styles that embodied the 
very latest novelty features, styles whose vogue was assured 
throughout the period of their retail selling. 


And these novelties did sell because they were fresh and 
new and in the height of their popularity. 








( 
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Then Red Cross Shoe Agencies soon had a chance to buy 
other equally good models—Red Cross Shoe salesmen were 
back again with later developments in the mode. 


Merchants’ problems solved through 
All Year Selling Plan 


The opportunity of buying often gave merchants these 
advantages: 


Assurance in styles instead of futile guesswork. 
Smaller investments; more “free” money. 


A steady stream of new models that kept up buying interest 
and sold out clean at regular prices. 


Faster turnover, more business, greater profits! 


These advantages under the All Year Selling Plan have 
been proved. 


That such a radical change in merchandising policy could 
be so wholly successful from the start is probably due in 
large measure to this fact: A merchant can concentrate 
all his purchases in the Red Cross Shoe grade on this one 
line. He can show a wide range of styles and prices—all 
in the nationally-known Red Cross Shoe. Thereby add- 
ing to his own name in his town the prestige of a shoe 
reputation built up through years of quality shoe produc- 
tion and steady, dominant advertising. 


Get complete information—no obligation to you 


Write us today and we will tell you in detail how this All 
Year Selling Plan fits your business—how it can help you 
make more money by eliminating your buying handicaps 
and speeding up your selling all the year around. 


Or, better still, ask to see one of our salesmen, who can tell 
you how the plan is actually working for his customers in 
stores like yours. Then you will see, too, with no obliga- 
tion on your part, the very latest Red Cross Shoe creations 
for immediate and near-future selling. Do it—now. 


The Krohn-Fechheimer Company 


931 Dandridge Street, Cincinnati, Ohio 


Fifth of a Series of Advertisements on the “All Year Selling Plan” 
to Appear in This Publication 


Watch for the Sixth Installment Next Week 
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The new summer 
pumps for women are 
very attractive. All 
white Reignskin pumps 
and white with calf 
trimming will be in 
great demand. 


The Ventnor, Chatham 
and Lenox one strap 
pumps are the sea- 
son’s smartest styles. 
Madura brown kid— 
that rich dark brown 
shade which cannot be 
duplicated — will be 
very popular through- 
out the year; a new 
pump “The Lorraine” 
of this beautiful leather 
is now shown for the 
first time. 


Do you sell women’s 
high grade shoes? If 
so, our in-stock depart- 
ment will be of special 
interest to you. 


Our in-stock service 
will help you increase 
your sales. 


Vretsonitattatuwn 











Style 58 
White Reignskin 
Black Calf Trimmed 


Ventnor Pump genuine ivory 
leather welted sole, 890 last, 
1 ¥% ivory leather heel, straight 
tip punch centre. 


Price $7.00 


Style 54 


White Reignskin 
Junior LXV Heel 


Chatham pump, turn sole 945 
last, 134 inch finished covered 
wood LXV heel. 


Price $6.75 


Finest White Sea Island 
Sports Oxford 


Genuine ivory leather welted 
sole, 890 last, | 34 ivory leather 
heel, wing tip. The spaced 
stitching on tips, vamps and 
quarters adds smartness to 
this attractive shoe. 


Price $5.00 


Style 52 


White Reignskin 
Lenox Pump 


Genuine ivory leather welted 


sole, 1% ivory leather heel, 
spaced stitching on uppers and 
spaced stitched simulated tip, 
905 last. 


Price $6.25 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St.,. PHILADELPHIA 


Chicago Office 
Burton T. Duncan, 


ne MR Office 
5 South Wabash Ave. 


Frank D. ncan 
34th St. and Broadway, Marbridge Bldg. 
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Style 57 


Havana Brown Kid 
Lorraine Pump 


Rich dark shade—the new 
narrow strap pattern, turn sole 
860 last, 214 inch finish cov- 
ered wood LXV heel. 


Price $8.75 


Polo Pump 
Of Havana Brown Kid 


Rich dark brown shade of fin- 
est quality 945 last, 1 34 leather 
Cuban heel, flexible welted 
sole closely trimmed, simu- 
lated straight tip with punch 
centre. 


Price $8.50 
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Style 8 


Madura Brown 
Glace Kid 


Goodyear welt circular vamp 
whole quarter lace oxford, 
890 last, 134 leather Cuban 
heel, straight tip, perforation 
around quarter, white Good- 
year stitched medium weight 
sole. 


Price $7.75 


Style 26 


Madura Brown 

Glace Kid 
Goodyear welt circular vamp 
whole quarter lace oxford, 
straight tip, 905 last, 1% 
leather Cuban heel, fudge 
—_ edge, medium weight 
sole. 


Price $7.75 








IN STOCK 


Ready to Ship 
June 10th 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule 
of sizes and widths 
carried in stock. 


AAA 4/4 to 8 

AA 314 to 8 

A3 to8 

B, C and D 2'14 to 8 


Hallahan-made shoes 
for women are famous 
for fineness of leather, 
skillful shoemak- 
ing and perfect fit. 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office Chicago Office 
Frank D. Duncan Burton T. Duncan 


n 
34th St. and Broadway, Marbridge Bldg. 5 South Wabash Ave. 
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OUR white-hot opportunity—a 

shoe that out-values and under- 

prices competitive offerings—the 
Mayer $5.50 Limited— Honorbilt! 


The price is stamped on the sole—the quality is stamped 
on every detail of material and construction. It is a shoe 
that will build new trade and good will for you—an out- 
standing example of Mayer Leadership. 


The “LIMITED” is an Honorbilt 
shoe—Honorbilt quality through- 
out. Made of genuine calfskin (not 
veal or kip), rich mahogany in 
color. All leather construction, 
grain leather insole, sole leather 
counter, one piece calf trimmings, 
highest quality rubber heel. 


A price made possible through our 
large purchase of green calf skins 
when the market reached its 


bottom point. Then we had the 
skins tanned by one of Milwaukee’s 
finest calf skin tanners at a time 
when tanneries were at lowest 
production, thus obtaining not 
only low priced skins, but low cost 
tanning. Now, although calf skins 
are advancing and a higher price 
could easily be obtained for these 
shoes, we are passing the advantage 
of our foresight to our friends and 
customers. 


$3.95 to the Trade! 


Orders will be filled strictly in rotation received. No orders for less than 

24 pair can be accepted. Styles—Bal and Blucher. Choice of regular sizes, as 

‘follows: Widths C & D in Bal; C, D & Ein Blucher. Sizes 5% to 9, 6 to 9, 
6 to 10, 6 to 11, 6% to 9% and 7 to 10. Deliveries starting July 15th. 


-F. Mayer Boot & Shoe Co. 


288 East Water Street MILWAUKEE, WIS. 
Factories: Milwaukee, Seattle, Ludington, Mich. 


HONORBILT 





AND SHOE RECORDER 


June 4, 1921 

















2149 
Mat Kid Two Strap Welt— 
14/8 Heel—AA to C. 

$5.50 


Fine Linen One Strap Turn, 
Junior Louis Covered Heel— 


AA to C 
$5.50 


2140 
White Linen Welt Oxford, 
White Welt, Enamel Heel— 
AA to C, 

$4.50 


Two Numbers That Are 

Very Much in Demand. 

A Soft Leather, Light 
Flexible Welt. 


Linen of the Better 
Grade. A Pure White 
on an Exceptionally 


Well-fitting Last. 


Whites That Have a Sale 

the Whole Year. Num- 

bers That Every Dealer 
Needs. 


All of These Styles on the 
Floor for 
Immediate Delivery 


2148 


Mat Kid One Strap Welt— 
14/8 Heel—AA to C. 


$5.50 


2168 


Fine Linen One Strap Turn, 
Full Louis Heel—AA to C. 
$5.50 


2172 
White Washable Kid — AA 
to C. 

$7.00 


2144 


White Linen Strap, Welt, 
White Welt Enamel Heel — 
AA to C, 

$4.50 


W. T. HOLMES COMPANY 


EXCLUSIVELY LADIES’ SHOES 


15 No. FOURTH STREET, 


PHILADELPHIA 
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EXHIBITORS 


Buek & Co. 

Ohio Leather Co. 
Smaltz-Goodwin Co. 

The Ferris Shoe Co. 
Barke-Gibbon Co. 

J. Edwards & Co., Inc. 
Shipley & Vaux Shoe Mfg. Co. 
Robert H. Foerderer, Inc. 
Mrs. A. R. King, Inc. 
Laird, Schober & Co. 
Donald Shoe Co. 

Perkins & McNeeley. 

Ww. E. Heffner Co. 
Schoelkopg & Co. 

Elkin Turn Shoe Co. 

J. G. Grieb & Son. 
Nahm Bros. 

R. D. Smith & Co. 

H. B. Hanford Co. 
Brooks Shoe Mfg. Co. 
Phila. Last & Pattern Co. 
Croxton Wood & Co. 


Richard White & Co. 

C. S. Gibbon Co. 

Ziegler Bros. Co 

Keystone Leather Co. 

Wm. H. Dorell & Son. 

The Shoe Retailer. 

C. C. Kempton & Son, Inc. 
The Annar Shoe Co, 

Kiddy Shoe Service, Inc. 
Amalgamated Leather Companies, Inc. 
Jno. G. Traver. 

Carlisle Shoe Co. 

Henry M. Willets, Inc. 

M. A. Smith’s Sons. 

Lenox Shoe Co. 

French Beading & Novelty Co. 
United Shoe Machinery Co. 
Lehigh Valley Shoe Co. 
Keystone Shoe Mfg. Co. 

Boot & Shoe Recorder Pub. Co. 
Howard S. Rue & Co. 

J. R. Newton & Co. 

Hallahan & Sons, Inc. 
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JAYESCO 


(Pronounced Jay-es-co) 





Silky Texture—Rich Lustre—Mellow Feel 





Why are we so enthusiastic over JAYESCO? 
Because so many of our customers are so 


pleased with it. 


They are especially interested in the color 
a distinguishing deep cherry shade. 

Many tell us that this fine boarded calf skin 
is the finest they have ever seen. 


We want you to know JAYESCO because— 


— it is the best possible ex- 
ample of why it pays, in 
specifying leather, to ask for 
J. S. Barnet’s. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 


“Maintains a Standard Reputation” 


June 4, 1921 














June 4, 1921 BOOT AND SHOE RECORDER 





























| 
4 
| 
| 
if 
} 
| 




















WINTER OXFORD 


WELT OR MCKAY 


MADE OF LANCASHIRE GRAIN 


TRIPLE HOLE PERFORATION 


WINTER BROGUE EFFECT 


WING BALL STRAP 
WITH NO TIP 
BRASS EYELETS 


VAUGHANS ARCTIC MID-SOLE 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 





BOOT AND SHOE RECORDER 























= ———— = = & i, Tin ee — st tT | <== 
HIT I RSS CSS SWS Se TE y, / a Wie ee Nt EZ el YS 


Shoes That Sell 
—because each number has 
been skillfully designed and 
carefully constructed by mas- 
ter craftsmen who know how 
to make shoes for men. 

In Stock 
Ready to Ship 





= 
MV TREATS 


= 


Cato 
ESE 


= 
DT”. mS 


Sy 





(Ms 


/ 


SD 


eee 
8 
SS 


<< 


ma 


yA 
LEZ 





Stock No. K 904 
Boarded Russia Calf Oxford, 
Perforated Vamp, Lace Stay “() 
and Heel Foxing, Wingfoot ne 
hg ert — — Yet Last. a 
’ ; D, 5-11. P 
Price $5.60 alr 


Sells 


AD = Another” 
Alli 
MA| 


Stock No. 982 Stock No. K 901 
Russia Calf Oxford, Perfor- G4 Tan Norwegian Oxford, 
ated Vamp, Quarter, Lace Tip, Vamp, Quarter and Heel 
Stay and Heel Foxing, Double Foxing Pinked and Perforated, 
Saddle Strap, Stitched Heel Heavy Single Sole, Stitched 
Seat, Siren Last. A, 7-11; Heel Seat, Brogue Last. A, 
B, 6-11; C and D, 5-10, 7-11; B, 611; C and D, 5-11. 

Price $5.85 Price $6.50 
Stock No. K 902 
Same as above, only in black. 
Price $6.50 
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We make men’s shoes exclusively. 
That’s why they are made better. 
































T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS 
At the Factory, New York City 
Brockton, Mass. 200 Fifth Ave., Room 608 
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“Save Money 
By 
Spending Wisely” 

















In other words, effect real economy 


by purchasing high grade merchan- 


dise even if the first cost is more. 


Barbour Grooved Endless Welting 
is High-Grade dependable material. 


It is made only from first quality selected tan- 
nages of leather, sorted, trimmed and cut to elimi- 
nate imperfections of every nature. 


The finished welting is mellow and pliable, yet 
always tough and strong. It makes tight inseams, 
and its uniform substance yields clean edges. 





We originated the grooving service, and devote such care and attention to this 
department that the service is always accurate and dependable. 


The endless feature costs you nothing and effects an actual saving of welting. 


Put Barbour Grooved Endless Welting into your factory in competition with 
any existing line. We know that you will get less cripples, less waste, and better 


shoes. 


Used and endorsed by America’s finest shoemakers. 


Barbour Grooved Endless Welting 


"sarnacn oF Manufactured by 


BROCKTON, RAND CO. 
. Brockton, Mass. 
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The Customer Is Satisfied 


The public demand is for all leather shoes. 






War time substitutes no longer attract. 






Secure the confidence of your trade by 
* the character of your goods. 







When you say that the shoes you sell con-. 
tain soles made of “U. S. LEATHER” 
you at once establish the high quality of 
your merchandise. 






We are the world’s largest producers of 
sole leather. 







Our tannages have been famous for 
generations. 





The United States Leather Company 









The United States Leather Company of Massachusetts 














NEW YORK PHILADELPHIA CINCINNATI CHICAGO 
ST. LOUIS SAN FRANCISCO LIVERPOOL 
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Get the Leaders 
The Rest Will Follow 


OMEN are born shoppers. They 
delight in “‘looking around,” in 
glancing at your windows in quest of 
that pair of shoes which just suits their 
taste. 


To stimulate the glance into sustained 
interest and desire to purchase, styles 
must be featured which appeal to the 
“400” of your locality. 


Once these few customers are pleased 
with your designs and satisfied with 
the wear of your shoes, the women 
who follow, who imitate, will come to 
you. 


Lindner shoes are made to please those 
particular few. The Lindner organi- 
zation of enthusiastic, loyal workers is 
building shoes which not only attract 
the trade you want, but holds them 
year after year. 


The nearest Lindner representative 
will be glad to show you the Lindner 
line. 
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THE EFFECT OF AN 
ADDED OPERATION 





Strange how a single 
little operation has 
wrought an important 
change in a shoe. 








If we Were to sell you a pair of Ramsey Play Shoes made without 
this operation they would be ordinary stitchdowns—susceptible 
to ripping. 


In the Ramsey Patented Process for making Play Shoes a single 
row of reinforcing stitching is added. Through one operation 
the outsole is stitched securely to the insole and upper. The sole 
itself is Goodyear Double Stitched with Welt. Not one of the 
reinforcing stitches can penetrate the welt. The result: RIP- 
PING IMPOSSIBLE! 


The Ramsey Patented Process is a modern boon to retail shoe 
merchants. Dissatisfied parents who have to foot the bill for 
broken stitchdowns need not play any part in your business. 


TYNNUUNNO NENT 
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RAMSEY’S PATENTED PLAY SHOES 
"THEY CANNOT RIP 
GOODYEAR DOUBLE “o> WELT. 


“IT’S IN THE MAKING” 
967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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AS USED BY AMERICAS SHOEMAKERS 


Time has not dimmed the popularity 
of this leather. It has added to it. 
Merit has been so clearly revealed, the 
trade naturally took to it and “special- 
ized”’ on it. 


The natural color of Shrewsbury 
BARK TANNAGE shows through 
the perforations. 


Made by 
BION F. REYNOLDS 
Brockton, Mass. 


A serviceable stylish shoe bound to 
attract the discriminating. 


Other Distinctive Shoe Styles Will Be Shown from Week to Week 


ESTABLISHED 1782 


MANIA 


GREEN &HIC (EY LEATHER CO 
le (eathersWhich Ave neg 
15 — STREET, omen 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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Our Leading Novelty 


STYLE NO. 309-B 


Field Mouse Kid Vamp and 
Foxing, Champagne Kid Top. 
Button only. D width. Sizes 
5 to8. Perforated Tip, Vamp 
and Foxing. 


Seventy new numbers, all 
in stock and ready for im- 
mediate delivery are de- 
scribed in our 


New Catalog 


All prices are based on to- 
day’s leather market. All 
shoes made in our own 
factory. 


CHILDREN’S FIRST STEP 
SHOES 





Sizes 1 to 5, made of extra 
fine quality sole leather, 
tanned for greater fiex- 
ibility, zgenuine all- 
leather counters, best 
grades of upper leather, 
twill linings and threads. 


SPRING HEEL TURNS 
Sizes 4 to 8, 8% to 11. 
Only the highest grade 
oak tanned sole leather 
used. All-leather count- 
ers, all-leather shanks, 
and tieather underlifts 
assure longest possible 
wear, Also best upper 
leather, drill linings and 
threads. 


Manufacturers 


Imperial Childrens’ Shoe Corporation 


ROCHESTER, N.Y 
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I" 
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23 Vital Questions in Shoe Retailing 


HOW MANY CAN YOU ANSWER? 


Thomas A. Edison couldn’t answer many of the following questions. 


should be able to do so. Can You? 


1. Explain the construction of the Welt shoe. What 

are its advantages from the standpoint of style, com- 
. fort, wearing service? In what respect does the McKay 
differ from the Welt shoe and how would you dis- 
tinguish the McKay by an examination of the finished 
shoe? 

2. In judging standards of leather for different parts 
of the shoe, what are the various factors for considera- 
tion? 

3. Explain the difference in construction between 
the stitch-down, pegged and turned shoe. For what 
purposes would you recommend their use and when 
would you advise against them? 

4. What do you know about the new process of 
treating lasts with petrolatum? What are the advantages 
of this process as reflected in the finished shoe? 

5. When is a foot correctly fitted—at heel, toe, ball, 
arches, ankle, and as a whole? 

6. What variation in inches is there in length between 
a 6B and a 7%D last? What variation in width of 
sole and over the ball? 

7. What parts of the hide are used for making welt- 
ing? What are the qualities essential to a serviceable 
welt? 

8. Do you know what are the most serviceable types 
of weave construction for shoe linings? Why? 

9. Mention briefly the various steps in the final in- 
spection of a finished shoe in the factory. To which 
of these should the retail salesman give special atten- 
tion before presenting a shoe for the customer’s inspec- 
tion? 

10. What is flatfoot? How is it caused and what 
can you suggest to improve such a condition of the 
foot? 

11. What is chrome retanned leather? What are its 
specific merits? 


12. What is your understanding of the term “stock 


The Training Course and Service of the Retail 
and authoritatively 10,000 questions that the retail 


A retail shoe salesman 


turnover’? How does turnover affect profits and how 
does an adequate system of stock control tend to make 
possible a larger turnover? 


13. Explain the difference between oak, hemlock and 
union tannages and the difference among the finished 
products, wearing qualities, etc. 

14. Under what conditions would you favor records 
of “turnover” according to value and according to pairs? 

15. “I have read a great many ads. concerning kid 
leather for fine shoes,” says the customer. “What are 
the special features in quality, appearance and wearing 
service of kid leather as used in shoes?” 

16. What are the comparative advantages of flexible 
and stiff shank shoes? 

17. What is meant by snuffed leather? What is the 
process and why used? 

18. What are these fibre soles that are advertised so 
generally? What are they made of and how do they 
compare with leather soles? 

19. “Can you give briefly any suggestions on how 
best to take care of the patent leather shoes I have just 
bought so that I may get the best service out of them?” 

20. Concerning rubber footwear, what suggestions’ 
would you offer the customer regarding its proper care 
to insure best wearing service? 

21. “What are the special advantages of calf leather 
for shoe purposes?” another customer asks. “For what 
character of wearing service would you recommend calf 
leather? Why?” 

22. Are you satisfied to trust to luck that you will 
never be called upon for a test of ability or do you 
recognize that your responsibility is to prepare your- 
self ? 

23. Do you know of the work of the Retail Shoe 
Salesmen’s Institute and of how much it can help you 
in the things you must know to move up in your chosen 
profession? 


Shoe Salesmen’s Institute answers accurately, clearly 
shoeman must know. 


Do you want to know all about the Institute and the Training Course? 


Send this coupon now—complete information will at once be sent you. 


RETAIL SHOE SALESMEN’S INSTITUTE, 
727 Atlantic Avenue, Boston, Mass. 


Please send, without obligation, complete information concerning the Training Course and Service. 


Position in store 
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TONY , 
TONY RED TONY 


BROWN BLACK 






































Manufactured Exclusively By | 


CREESE and COOK 


If it isn’t Creese & Cook's it isn't 
TONY. 


That applies to the whole TONY It’s H . 
family —TONY RED, TONY E — 
BROWN and TONY BLACK. 7 saya nah 
ne of our leading 
N. E. manufacturers of 


You know what the demand is for 
men’s fine shoes came 


TONY RED. in our Boston sales- 


‘room with the ques- 


Better sample our other ““TONYS” tion— 
if you would be in touch with what “How soon can you 


is newest. of Tony Red?’ 
(Enough to make 


‘6 9 4000 pairs.) 
Remember—the only true ‘““TONY ae tiie ini. 


colors are made exclusively by on your leather and 
won't except a_ sub- 


Creese & Cook. stitute.” 














CREESE and COOK CO. 


Creators of New Calf Leathers 


SALESROOMS 
95 SOUTH ST., BOSTON 


WOLFENSTEIN & SHANAHAN (S| acre P. A. HENRY & CO. 
39 SPRUCE STREET \ y 00 'EATHER TRADES. BLDG. ~ 
NEW YORK . ST. LOUIS, MO. 


TANNERIES 
DANVERSPORT 
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‘Decidedly Thompson” 


LADIES’ TAILOR MADE OXFORDS 


IN STOCK 


S-660 S-644 
Code Word, Term Code Word, Trim 


Ladies’ Gun Metal Medium Brown Russia 
Wing Tip and Heel Calf. Wing Tip and 
Foxed Oxford. 12/8 Heel Foxed Oxford. 
Heel. Princess Last. 12/8 Heel. Vogue Last. 


Price, $6.50 Price, $6.50 





S-642 








S-662 





Code Word, Mie 


Medium Shade Russia 
Calf Ladies’ Oxford. 
Ball Strap Pattern. 
9/8 Heel. Wellsley 
Last. 


Price, $6.50 


Code Word, Spud 


Nut Brown Russia Calf 
Oxford. Two Strap and 
Buckle Oxford. 12/8 
Heel. Vogue Last. 


Price, $6.50 


SAMPLES ON REQUEST 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


‘[ROMPSON BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 
MASS. 


U-S-A 


NE 


‘W YORK BOSTON CHICAG' 
930 Marbridge Building 207 Essex Street 35 Dearborn 
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Not to meet a price, but always to meet Weber standards. 


That has been our policy of production for twenty-four years. And 
this policy works to the benefit of our retail merchants quite as 


much as to our.own. 


When you offer- Weber Union Made Shoes to retail at $5 to $9 
you are backed by this very important business development policy. 


WEBER BROS. SHOE CoO. 
NO. ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
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No. 1416 
HYGRADE ENAMELLED BUCKLES en 
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IRON CAST 
NONRUST THAT HARMONIZE WITH 
| STYLISH SUMMER FOOTWEAR 
Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. ; 
Samples sent free upon No. 1061 
No. 1141 request of manufacturers. obueunitene 


' BRANCH 

COMPOSITION NORTH & JUDD MFG. CO. Sales OFFICES 
NEW BRITAIN, CONN. NEW YORK 
ALL LEADING (5) ' 3) CHICAGO 
ST. LOUIS 


JOBBERS SELL . ~ te 
SAN FRANCISCO 


OUR PRODUCTS. ANCHOR HARDWARE 
BRAND PROOUCTS 
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To get styles with pulling qualities is easy 
when purchases are confined to Marshall 
Shoe Merchandise. 


aut HALL 
M A R —_ 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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THE WHITES T 


“clones oS 
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Flat White 


and 


Glazed White 


G.LEVOR € CO. Inx. 


TANNERS OF CABRETTAS 
NEW YORK: GLOVERSVILLE.NY. 
BOSTON — MILWAUKEE ST.LOUIS 
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There Is One Best Way to Sell Federal Arch-Lifts 


and That Is to DISPLAY Them 


The correct principle upon which they are built is appar- 
ent at a glance. The wonderful relief they give is realized 
as soon as they are worn. 

We confine ARCH-LIFT publicity to straight advertising 
to the retail shoe merchant—to such dealer helps as news- 
paper electros—lantern slides and window and store inter- 
ior displays. It is not a part of our sales plan to spend 
enormous sums in consumer advertising for the shoe mer- 
chant who displays ARCH-LIFTS—who advertises locally 


—will surely get a volume of business—and a generous 
profit! 


And the business will be satisfactory—no come back— 
just pleased customers. Get a trial dozen ARCH-LIFTS— 


and our window display—before your customers. 


FEDERAL ARCH-LIFTS are guaranteed—the dealer 
takes no risk. They sell to your customer at $6.00, $7.00 


and $8.00. 


In ordering other than trial dozen state weight of customer. 
No Rubber No Leather No Metal 


Our interesting booklet tells the complete ARCH-LIFT 
story. Send for it. 


THE FEDERAL ARCH-LIFT MFG. CO. 


168 Dartmouth Street, 


Eg, OE hg SE ee t<4-27e64e S24 t<a3 V2 5555-5 
4i<<4weiwenawnceras \e > > = Ss) NSS SSS 
ad Waianae —_ iwae wa < 
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3253-5 =—<<< +. 55.5 ~ 7 
Saar wenn 3 CF s~<3 nal 


Boston, Mass. 
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BEEBE: 


FIFTY YEARS PRODUCING HONEST LEATHERS 


‘Ohere is only. 
ome VICT KID 


COhere mever 


has bee 
amy other“ 


























DAT ENT 
COLT 
JAD) 
SIDES 











AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES~SPLITS 
BAG LEATHER 














SHEEP SKINS CHROME SOLE COTTON FINDINGS 


11290 SOUTH STREET. BOSTON. MASS. 
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MAKE TWO SALES GROW WHERE ONE GREW BEFORE 


Reg V.S.Pat. Office 





fal} HE present acute 
aS CA scarcity of good 
SS hosiery should 
carry but one message 
to the minds of the 
live dealer—in order to 
get hosiery even for 
late next fall it is im- 


perative to order now. 











Emery & Beers Company, Inc. 


SoieYowners and Wholesale Distributors of “ONYX” Hosiery 
BJR;O ADWAY AT 24TH STREET, NEW YOJ]RK 


Sole Selling Agents for 
PAUL GUENTHER, INC. 


Manufacturer of Full Fashioned Silk Hosiery 


CHICAGO OFFICE - - - - 36 South State Street 
PHILADELPHIA OFFICE - - - 1033 Chestnut Street 
BOSTON OFFICE - - - - 31 Bedford Street 
BUFFALO OFFICE - - Mutual Life Bldg., Pearl Street 
SAN FRANCISCO OFFICE - - - 259 Geary Street 








MAKE TWO SALES GROW WHERE ONE GREW BEFORE 
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Want the Women’s Club Trade? 


vo yee you do—and you'll get it with Modi- 
fied Educators. 


Everywhere women are realizing the need of sensible 
footwear—and are eager for shoes combining style and 
comfort. 


The Modified Educator is just that kind of a shoe— 
stylish and comforable. Endorsed by the Y. W. C. A. 


as a correct shoe for women. 


Write us to-day for details on how to get the women’s club 
trade in your community—and for booklet describing our new 
Modified Educator Shoe for women. 


MODIIED 


F DUCATO 
HOEGR 


REG'D 


Rice & Hutchins, Inc. 


10 High St., Boston, Mass., U. S. A. 

















